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DRIVE-IN EXPANSION: New designs and faster service (See page 17) 
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Getting more distance from your checks 


THEY SAY newclubs can add “extra yards” 
to a man’s drive. The check that pays for 
them can get your bank “extra yards” in 
public relations when that check is printed 
on Hammermill Safety. Here’s why. 


When your checks are on Hammermill 
Safety, the best-known name in paper is 
there to follow-through and remind your 
customers that even this detail of banking 
service gets your thoughtful attention. 
In addition to helping maintain prestige, 
Hammermill Safety protects your funds. 
Its specially sensitized surface reveals the 
slightest attempt at alteration. 


And Hammermill Safety now contains 
Neutracel® pulp—from the new and ex- 
clusive Hammermill process that unlocks 
the special fiber qualities nature grows in 
northern hardwoods. Blended with other 
quality pulps, Neutracel gives Hammermill 
Safety a smoother, more uniform writing 
and printing surface. Today’s Hammermill 
Safety is stronger, too—withstands repeated 
handling. 


Have your next checks printed on 
Hammermill Safety. Ask your bank 
stationer or check printer to show you 
samples. It costs no more than other 
safety papers. 


The exclusive Hammermill Chainline design, illustrated, comes in 7 colors—amber, green, 
buff, blue, pink, gold, gray. Straightline and Crossline designs are also available. 
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Safety Paper Division 
HAMMERMILL 


PAPER COMPANY 
ERIE, PENNSYLVANIA 
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Bank Exhibit 


Sirs: Trim Stable Mabel, a one-man 
rocket-powered helicopter designed by 


Kellett Aircraft Corporation, was put on 
public display for the first time in the 





One answer to traffic snarls 


main office lobby of The Philadelphia Na- 
tional Bank. The new helicopter has a 
flight range of 16 miles at 60 mph. 

Seated in the helicopter is Miss Elsa 
Lee of the bank’s mortgage department 
and helping her out is Miss Kathy Cor- 
son, first floor receptionist. 

NEWS BUREAU, 

Albert Frank, Guenther Law, 

Philadelphia 2, Pennsylvania 
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Hi-Jinx in Georgia 

S1rs: Rebel yells and the crack of mus- 
kets recently split the afternoon quiet 
at Citizens and Southern Emory Bank, 
Emory University, Georgia. Clad in Con- 


federate uniforms a half dozen bearded 
“soldiers” seized the bank. 

Stationing himself in a teller’s cage, 
“Colonel” Fred Snell declared, “We’re 
redeeming Confederate money, boys. The 
South is rising again!” First person for- 
ward was attractive Nora Ann Simpson, 
19-year-old sophomore at Agnes Scott 
College, who exchanged a $10 Confeder- 
ate bill for a genuine U.S. bill. Then, 
learning that C&S Emory President Vann 
Groover was from South Georgia, ‘“Colo- 
nel” Snell withdrew his “troops” to 
search for a Yankee bank. 

These hi-jinx took place in connection 
with the Kappa Alpha fraternity’s “re- 
birth of the Confederacy,” concluding 
with an Old South Ball. 

ROBERT E. SIBLEY, 

The Citizens & Southern National 

Bank, 
Atlanta 3, Georgia 
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Alaskan Customer Survey 


Sirs: We have just completed a cus- 
tomer opinion poll similar to that de- 
scribed in the interesting article by 
George H. Erle and Harold L. McKaig in 
your July, 1956, issue. 

We sent out 1,100 post-card question- 
naires as stuffers with month-end state- 
ments of commercial depositors. Of these, 
277 were returned. Besides detailing the 
services they used, 146 said they read our 
advertisements, 239 said our services 
were good, 25 said services were average 
and two said they were poor. 

Eighty-one included comments, most- 
ly complimentary. There was one com- 
plaint on interest rates, suggesting we 
charge six per cent instead of eight. A 
few complained that our services charges 
are too high, suggesting we charge 10 
cents per check instead of 12%, over- 
looking the fact that we allow a credit 


Confederate “troops” ordered the redemption of Confederate money 
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on balances. A few complained about hav- 
ing to stand in line during the noon hour 
and at closing. 

Though we are located on an island 
and the nearest banks are over 200 miles 
away, we try to operate as though we 
had local competion. While our survey 
was not as thorough as the one pub- 
lished by you, it did give us a valuable 
yardstick with which to measure cus- 
tomer relations. The cost of the survey 
was $60.24. 

O. A. TORGERSON, President 

Bank of Kodiak, 

Kodiak, Alaska 
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Borrower Interviews 
Sirs: The article in your April issue 
by John I. Smith on “Making an Art of 
Borrower Interviews” was most helpful 
to our mortgage loan interviewers. 
A.C. Stock, Asst. Secretary-Treasurer, 
Security Savings & Loan Association, 
Jackson, Michigan 
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NVILLE moved to WASHINGTON... 


...Washington transit items on Watsonville still couldn’t move much 
faster than they do right now via Bank of America! 





Wherever you are, Bank of America can save you days in California 
routing. Send cash letters direct to any one of the more than 600 
branches in our statewide network, and have your account credited 
the day they are received. Rejected items, returned direct, reach you 
without delay. 


For complete information about this unique correspondent service, 
write: Corporation and Bank Relations Department, Bank of 
America, 300 Montgomery Street, San Francisco, or 660 South 
Spring Street, Los Angeles. 


NATIONAL Z89STA32 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Promising First Quarter 

If first quarter results reported by 
New York City banks are any criterion 
nationally, U.S. banks are apparently in 
for a banner 1957. For the Manhattan 
institutions during the initial three 
months had the highest dollar earnings 
in their history, reflecting continuance 
of near-record lending at rates of inter- 
est which were the highest in more than 
30 years. And, unlike the recent past, 
their losses on securities—always a con- 
comitant of high money rates—were too 
small materially to affect amounts avail- 
able for dividends. 

Earnings of 13 of the larger banks 
which issued income accounts (as dis- 
tinguished from several which released 
condition statements only) for the first 
three months of 1957 were $60,594,080 
compared with $52,527,654 for the cor- 
responding three months of 1956. The in- 
crease averaged 15.3 per cent, with in- 
dividual banks reporting increases up to 
24 per cent. The comparative figures are 
listed in the box tabulation on this page. 

While the big factor in the increased 
earnings picture was higher gross in- 
come from loans, it was also noteworthy 
that income from fees, commissions and 
other sources showed sharp gains, in 
some cases to new highs. This latter de- 
velopment refiected in part an upward 
trend of corporate and personal trust 
fees. 

Significant on the expense side of bank 
income accounts was a slowing down in 
the pace of increased costs attributable to 
salaries. The boost in expense for inter- 
est paid on time deposits was in large 
measure a local situation, reflecting the 
3 per cent rate now paid on time de- 
posits of foreign banks. 
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Credit Still a ““Good Buy” 


While admitting that credit today is 
not only less available but is also some- 
what more expensive, Gaylord A. Free- 
man, vice-president, The First National 
Bank of Chicago, recently presented the 
accompanying chart to indicate that it 
is still quite a bargain. 

At a management conference spon- 


Money “wage” lags behind 
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J INDICATING A BANNER YEAR FOR BANK EARNINGS 
Sampling of First Quarter Results, New York Banks 
Net Operating Net Operating | 
Earnings lst Per Earnings lst Per Per Cent 
Quarter, 1957 Share Quarter, 1956 Share Increase 
Bankers Trust Company.......... $ 5,289,880 $1.31 $ 4,841,642 $1.20 9.3 
Bank of New York.................... 1,003,409 6.27 849,522 5.31 18.0 
Chase Manhattan Bank.......... 12,945,079 1.00 10,900,870 .84 18.8 
Chemical Corn Exch. Bank...... 5,839,217 1.10 4,712,618 .89 24.0 
First Nat’l City & Affil............. 14,089,682 1.41 12,337,572 1.23 14.2 
Guaranty Trust Company...... 7,545,590 1.25 6,710,923 1.11 12.0 
Grace National Bank.__........... 342,482 8.56 281,658 7.04 21.6 
Irving Trust Company............ 3,225,766 .64 2,875,207 -67 12.0 
Manufacturers Trust Co._....... 4,768,881 95 4,235,377 .84 12.6 
Marine Midland Trust Co... 1,058,073 1.02 916,578 .88 15.5 
Jj. P. Morgan & Co. inc............. 2,084,194 6.95 1,715,515 5,72 21.0 
mew York Trust Co................. 1,672,660 1.39 1,518,507 hy 10.0 
| United States Trust Co........... 729,167 1.46 631,665 1.26 10.7 








Higher loan income, upturn in fees 


sored by the University of Chicago, Mr. 
Freeman noted that while the average 
rate of interest on bank loans to business 
has moved up moderately in the past 
two decades, it is lower today than in 
1930. 

In comparison, he stated that since 
1930 the hourly wages paid in manu- 
facturing have increased from 55 cents 
to $1.98, a jump of 260 per cent, and the 
consumer price index has gone up 63 per 
cent. 
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Moment of Indecision 
In the Money Market 


The nation’s money markets have 
leveled off at the peak levels attained 
last year, but have not eased in any gen- 
eral sense. The fear of still higher rates, 
either for rediscounts or for bank com- 
mercial loans, has ceased, but hopes for 
a downtrend as yet are faint. 

The Federal Reserve Board has gravi- 
tated slowly toward what its chairman, 
William McC. Martin, describes as a pas- 
sive policy, as distinguished from an 
actively restrictive policy. 

“Passive” is rather widely interpreted 
in the banking business as maintaining 
the status quo. It is not a do nothing 
policy, except the Reserve system when 
“passive” will not take an active initiative 
in either direction unless there are cer- 
tain reasons for doing so. These special 
reasons could be connected with Treasury 
financing and could also relate to sea- 
sonal requirements for new bank re- 
serves. 

Squeeze continues. For example, dur- 
ing the restrictive period in the final 
quarter of last year the Federal Reserve 
gave the minimum assistance, through 
purchases of Government securities, that 
was required to finance the seasonal rise 
in bank credit that is normal before 
Christmas. In the first quarter the Re- 
serve system sold more government se- 
curities than it bought between October 
and December 1956. It has done little 


and commissions, spark earnings 


since to get banks—particularly those in 
the big cities which have carried the bulk 
of the load of credit expansion for more 
than a year—out of what the banks call 
“hock,” meaning a deficiency in free re- 
serves, or doing business on the basis of 
frequent rediscounting. 

_ Easier money, in other words, at the 
end of the first quarter of 1957, was 
more of a hope than an expectation. A 
continuation of retrograde movements in 
the national economy could spell easier 
money by midyear if retrogression is 
not reversed, or becomes exaggerated. 
The retrograde movements have been 
most pronounced in home building and 
in the mortgage market. There are cur- 
rent reflections of a retrograde tendency 
in corporate inventories, mainly inspired 
by the sharp drop in corporate liquidity 
during 1956. 

Other warnings. There are also retro- 
grade signs in the outlook for planned 
business expenditures on plant modern- 
ization, new plants and equipment pur- 
chases. These outlays have not yet 
dwindled below 1956 levels, but have 
failed to increase at anything like the 
1956 rate. Furthermore, tight money has 
produced a high percentage of deferrals 
or cancellations of corporate plans for 
expansion and new plant building. 

In individual industries there have 
been downward movements, but still of 
the spotty or “rolling adjustment” type. 
For example, the automobile industry 
has experienced its seasonal spring pick- 
up in sales, but it has at this writing 
been too feeble to warrant sharply 
stepped up auto production. 

Still boom factors. In some other lines 
of business—for example, shipping and 
shipbuilding—there is a world boom. 
There is still a lot of steam in the re- 
search, development and promotion of 
new chemical and plastic products, and 
in new heat resistant metals, which are 
resulting in new plants for these ma- 
terials all over the United States. 

A careful analysis of all the public and 
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printed utterances of the Federal Re- 
serve Board and its members points to 
momentary indecision. 

It is unquestionably true that these 
monetary policy managers fully recog- 
nize the retrograde influences, but re- 
main unconvinced either that they are 
strong enough or general enough to call 
for easing money. There is also recog- 
nition of inflation dangers inherent in 
continued high consumer spending bul- 
warked by high and rising consumer in- 
come, along with an inflated national 
budget that, until it is substantially re- 
duced, can only feed inflationary fires. 

Loan outlook. All this indecision may 
be resolved by cumulative developments, 
such as the retrograde factors becoming 
intensified and more general. From now 


until June normally is a period of slack 
credit demand, with the balance of trends 
tending toward reduction in the use of 
bank credit. So far this year the pay-off 
of bank loans has been, if anything, on 
the slow side. The prospects for any 
really substantial payoff in future months 
seem dubious in the light of shrinking 
corporate liquidity which is showing up 
in extraordinary measures to conserve 
cash and create more efficiency in the use 
of working capital. 

Three guideposts. Summing up the 
money outlook from the metropolitan 
banking level, there are three things to 
watch for. One would be resumption of 
a somewhat more normal pattern of sea- 
sonal lending and repaying. Weekly 
member bank statistics will point up 
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This, TOO, is Arizona: 


An agricultural haven with year-round season. 
Arizona’s fertile soil with its vast irrigation systems 
pours out a bounty in cotton, vegetables, citrus, 
dates and practically every other farm crop. 


And THIS is 
"“Aarizona’s Bank" 


58th in the Nation 
47 Offices 
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this. A second would be an intensifica- 
tion or an easing of existing retrograde 
influences in the general economy. A 
third would be the open market opera- 
tions of the Federal Reserve system, 
through which changes in fundamental 
money conditions will first become ap- 
parent. 

Since the end of last year there have 
been only minor changes in open market 
money rates. A decline of one-quarter of 
a point in yield of bankers acceptances 
has been the main feature. This was 
produced by the fact that the rate on 
bankers bills had risen so high as to di- 
vert funds from other investment ave- 
nues, such as short term Government 
securities, to a degree that made ac- 
ceptances in short supply as compared 
with competing investments. Acceptances, 
of course, are the favorite investment 
for foreign balances, which have tended 
to increase. 
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Painters. Decorators 
Launch Time-Credit Sales 


Latest entrants into the retail credit 
market are the painters and decorators 
of the country, according to a release last 
month from the Painting and Decorating 
Contractors of America, 540 North Mich- 
igan Avenue, Chicago 11, Illinois. 

In connection with its announcement, 
the association issued a manual for deal- 
ers entitled “Build Profits with Painting 
and Decorating Credit.” The booklet set 
forth the association’s reasons for under- 
taking credit sales and listed credit 











Details time-payment practices 


operating and advertising helps for deal- 
ers. It also set forth a plan for dealers 
to use their own working capital, and 
described plans for tieing into bank and 
loan company financing, as well as 
F.H.A. improvement loans. 

Advantages of financing agent. The 
association listed the following advan- 
tages to be derived from selling time 
payment accounts to banks and loan com- 
panies: 

1. Additiona! capital not needed. 

2. Very little paper work or extra 
bookkeeping. 
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For A Tough Grind. This mill is used to grind the highly abrasive, low-grade iron ore called Taconite. Rolled Steel 
Plate Lining, bolted to the inside surface of the large revolving cylinder, lifts and tumbles the load and also protects 
the shell from the grinding action of the steel rods and the ore. This lining, especially made for such service, processed 
1,100,000 tons of Taconite—another outstanding performance of USS Lorain-Rolled Plate Linings. 


Homemade Bread, tn A “Tin” Steel 
Pan. Commercial bakers, who can af- 
ford and demand the finest, say that 
“tin” bread pans give them a bigger, 
better loaf of bread. These “tin” pans 
are actually made from steel sheets, 
coated with a thin layer of pure tin. 
USS Tinplate, we call it. You can buy 
pans of this type at any department or 
variety store. 
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Only STEEL can do many SO wel 


Steel Spider Web. if you ever needed it, here’s proof that amazing things can be 
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done with steel. This is an 83-foot-high dome for a potash storage building that will 
be covered with steel sheets. This complicated structure was prefabricated and 
erected by American Bridge Division of U. S. Steel. 


UNITED STATES STEEL 


AMERICAN BRIDGE . . . AMERICAN STEEL & WIRE and CYCLONE FENCE .. . COLUMBIA-GENEVA STEEL 
CONSOLIDATED WESTERN STEEL... GERRARD STEEL STRAPPING ... NATIONAL TUBE... OIL WELL SUPPLY 
TENNESSEE COAL & IRON... UNITED STATES STEEL HOMES ... UNITED STATES STEEL PRODUCTS 


UNITED STATES STEEL SUPPLY . . Divisions of UNITED STATES STEEL CORPORATION, PITTSBURGH 
UNION SUPPLY COMPANY + UNITED STATES STEEL EXPORT COMPANY + UNIVERSAL ATLAS CEMENT COMPANY 


SEE THE UNITED STATES STEEL HOUR. It's a full-hour TV program presented every 
other Wednesday evening by United States Steel. Consult your newspaper for time and station; 7-812 











The bourse, or stock exchange, in Berne, 
Switzerland, is the largest in the country 


Trading among the brokers, each an experienced representative of a Swiss bank, is 
sharp. Secrecy of private telephones to maintain bank contacts adds’ to the drama 


A stock exchange in Europe where trading began before New York City’s Wall Street existed 


3. No need to make credit investiga- 
tions. 

4. Sale of accounts “without recourse” 
eliminates risk on borderline or bad ac- 
counts. 

5. Immediate payment upon note ac- 
ceptance by financing agent. 

The booklet also described promotional 
aids that might be obtained from financ- 
ing agents. “You see,” it said, “the banks 
and finance companies make a_reason- 
able return on each job they finance for 
you, so it is in their own best interest 
to help you get accounts. They may use 
statement stuffers promoting your busi- 
ness; feature it in their own advertising; 
handle “thank you” letters to your cus- 
tomers,” etc. The amount of cooperation 
may vary from town to town, from or- 
ganization to organization, but we sug- 
gest that you “shop” for the financing 
agent which offers maximum service and 
promotion assistance. 

The disadvantages. Among disadvan- 
tages of using a financing agent, the 
booklet listed: 

1. Direct payment to finance agent 
eliminates building store traffic. 

2. Bypassing a profitable way of put- 
ting money to work, if the dealer has 
considerable money in reserve. 

3. Customer resentment at the intro- 
duction of a third party to a_ time- 
payment agreement. 
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Investment Policies Under 
New-Style Inflation 

How the current inflation differs from 
previous booms was clearly outlined at 
a trust conference of the Pennsylvania 
Bankers Association by Dr. Julius 
Grodinsky, professor of finance at The 
Wharton School of Finance and Com- 
merce, University of Pennsylvania. He 
also suggested how investment policies 
should take into account a simultaneous 
unfolding of inflationary and deflation- 
ary forces in the future. 
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First, he noted that inflationary forces 
have been operative since 1939, making 
it the longest period of uninterrupted in- 
flation in American history. 

Beyond this, however, the present 
boom is different in character or origin. 
Previous inflations were almost entirely 
monetary in nature; the price rise was 
associated in increases in the supply of 
money. They generally were linked with 
war periods, and were followed by de- 
flation in the form of business de- 
pressions. 

New factors. While the current infla- 
tion began in the orthodox way with a 
heavy increase in the supply of money 
during the 1941-1945 war years. Dr. 
Grodinsky pointed out that thereafter 
the money supply in relationship to the 
demand as reflected in national product 
and national income has actually de- 
clined. But, the price level has neverthe- 
less continued to rise. 

Why? Dr. Grodinsky attributed the in- 
flation of the past decade primarily to 
increases in the price of labor. A second 
factor has been the increasing demands 
made upon the Federal government by 
an increasingly large number of sections 
of the population. 

“These new-style inflationary forces 
cannot be controlled by the monetary au- 
thorities,” Dr. Grodinsky asserted. “In- 
vestors must assume that they will re- 
main indefinitely for as long a period as 
the human mind dares to predict in 
this uncertain world.” 

Investment implications. However, Dr. 
Grodinsky also noted some deflationary 
forces at work, and acknowledged that 
this dual trend presents some problems 
for investors and investment officers. 
Among his observations in this connec- 
tion were the following: 

© Industries which have over-expanded 
and have a productive capacity in excess 
of current buying power are in an un- 
enviable position. Their fate is more dan- 
gerous than in a period of stable or 
declining prices. The over-expanded in- 


dustry can no longer reduce wage rates. 
Its costs are more inflexible than in de- 
pression. 

© In general, high labor cost indus- 
tries should be avoided. However, indus- 
tries of this type that are faced with the 
possibility of rapid sales increases and 
are susceptible to mechanization, thereby 
reducing labor costs, afford good invest- 
ment opportunities. Dr. Grodinsky cited 
the coal industry as an example. 

® Over-expansion in static or declining 
industries is serious, almost fatal, to the 
creation of investment values. In this 
category, Dr. Grodinsky mentioned street 
railways, leather, cotton and woolen tex- 
tiles, and railroad freight cars. 

e Plant and equipment expansion in 
growing industries is essential. It leads 
to a decline in the price-earnings ratios 
in the common stocks of such industries. 
In the course of time, however, continued 
expansion of demand will absorb the 
productive capacity. 

@ Some over-expanded growth indus- 
tries can control their selling prices and 
prevent price wars, as for example, auto 
manufacturing and farm equipment. 
Others, such as the producers of tele- 
vision sets and domestic appliances, can- 
not prevent such price wars. 

e The substantial rise in personal in- 
comes has helped to retard the cumulative 
character of deflationary-depression in- 
fluences. It has also given rise to a 
growing list of new, expanding and 
prosperous consumer goods and con- 
sumer service industries. 


Little ““Wall Street’’ 
In Switzerland 

A far cry from the milling scene on 
the floor of the New York Stock Ex- 
change is the trading activity at the 
bourse in Berne, largest exchange in 
Switzerland. This is borne out by the 
accompanying views of the Swiss ex- 
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A broker’s aide relays to him some 
highly confidential advice received by 
phone from the bank 





An offer of a stock sale is called out 
by another broker. Buying, selling is by 
competitive bidding 








Seated in the horseshoe’s center the 
head of the bourse checks prices and 
calls for bids on securities 


Sequence in busy routine at 
the Berne Bourse 


change, which illustrate the traditional 


manner in which stocks have been bought | 


and sold there since before Wall Street 
existed. 


Around a horseshoe table sit the brok- 
ers, each a representative of some Swiss | 


bank. In the center of the horseshoe sits 
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Here’s how to round out 
your knowledge of 


Credit 
Insurance . 


as a Vital factor in 
Commercial 
Loans 


INFORMATION YOU CAN PUT TO GOOD USE is contained in 
the book shown here, Credit Insurance: A Factor in Bank Lending. It 
was written by a banker expressly to acquaint bankers with the 
relationship between Credit Insurance and Commercial Loans. 


It includes detailed discussions of such points as the bank’s role as 
collateral beneficiary, of “‘primary loss,” of coinsurance as it applies 
to Credit Insurance, and other points. of special interest to bankers. 


To get your copy, write AMERICAN Crepit INpemnity of New York, 
Dept. 49, 300 St. Paul Place, Baltimore 2, Md. 


American 
Credit 
insurance 


"Gives Accounts Receivable 






a Guaranteed Value" 
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| A FACTOR IN BANK LENDING 
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the head of the bourse, whose role is 
somewhat of an auctioneer, checking 
prices and calling for bids. At intervals, 
offers and prices are called out, and in 
competitive bidding other interested brok- 
ers at the table respond. 

The brokers are skilled, experienced 
investment men, each especially assigned 
to the bourse, and each with an assist- 
ant to help maintain contact with the 
bank during trading. A soundproof tele- 
phone booth is provided for each bank 
represented. When in doubt the broker 
directs his aide to call the bank for in- 
structions. 

The Berne bourse is located in the 
heart of the city’s banking district, and 
trading is conducted between 10:45 a.m. 
to 12 noon each weekday, and from 10:15 
to 11:15 a.m. on Saturdays. 
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Inereased Credit Sales of 
Hardware, Sporting Goods 


There is evidence of a growing interest 
among hardware and _ sporting goods 
stores in the use of instalment credit to 
finance sales. 

Louis H. Levine, vice-president of 
Commercial Discount Corporation, Chi- 
cago, Illinois, reported recently that as a 
result of a growing number of inquiries 
from hardware and sporting goods deal- 
ers, his firm had decided to broaden its 
financing service by allocating $2 million 
for the credit financing needs of these 
types of dealers. 


Mr. Levine, whose firm now handles 
an annual $25 million financing volume 
among department stores, said he be- 
lieved the new financing demands from 
hardware and sporting goods dealers is 
due partly to the fact that instalment 
sales of department stores have risen 18 
per cent in the last five years. On the 
other hand, he added, department store 
cash sales have stood still, as have those 
of hardware stores, where sales are 
almost exclusively for cash. 

Commercial Discount’s studies of re- 
tail stores of virtually every variety and 
in various parts of the country have in- 
dicated that the whole trend is not only 
towards instalment selling, but that 
there is a further indication that only 
those stores which have instalment plans 
available will survive. 

“In another 10 to 15 years,” Mr. 
Levine said, “it is a reasonable expecta- 
tion that only the casual purchase will 
be made for cash. All other items will 
be sold on credit terms.” 
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Broader Concept 
Of Corporate Finance 


How the corporate financial executive’s 
jok can be broadened beyond the usual 
conception, and the function of financial 
analysis can facilitate the solution of 
managerial problems, is the subject of 
a new booklet treatise by Alvin Brown, 
vice-president for finance of The Johns- 
Manville Corporation. 
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“All decisions are financial” 


In the final analysis, the author con- 
tends, all decisions in an industrial enter- 
prise are financial. He discusses sound 
principles governing when to. spend, 
who should make the decision to spend, 
how the decision should be reached, how 
much to spend, and how to determine ex- 
pected results. 

Copies of the booklet may be obtained 
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British Bank Takes 
Unusual Step 


An unusual move by a British bank 
has called attention to a little-under- 
stood feature in British finance. Uncalled 
capital is an element of many British 
balance sheets, especially with banks and 
insurance companies. The highly pros- 
perous English, Scottish and Australian 
Bank, Ltd., had its capital issued in £5 
shares, of which £3 was called and paid 
up, and £2 uncalled. 

Because of expanding business, the 
bank decided to ask its shareholders for 
the remaining unpaid £2. After the call, 
the shares are to be divided into £1 
shares, so that if any shareholders find 
the call inconvenient they can sell a part 
of their increased holdings in the market. 

As the London Economist remarks: 
“Tt is an ingenious way of raising £2 
million for the bank’s prosperous busi- 
ness on terms that are reasonably at- 
tractive for shareholders. It happens also 
to be a way of raising new capital with- 
out having to apply to the Capital Issues 
Committee.” The latter is a committee 
which has to approve all new issues. Its 
word is law and it is not required to 
give any reasons for its decisions. Some 
of these appeared to outsiders as so 
strange that it is often referred to as the 
“Curious Issues Committee.” 

Years ago uncalled capital was re- 
garded as an untapped asset should the 
bank or insurance company get into dif- 
ficulties, but it is many years since such 
a grave situation arose. The example of 
the English, Scottish and Australian 
Bank is now being followed by a number 
of other institutions, although not always 
in the same way. In most cases there 
have been no calls on shareholders for 
new cash. The National Provincial Bank, 
one of the so-called “Big Five” has re- 
organized its capital to eliminate un- 
called capital. The Eagle Star Insurance 
Company has gotten rid of uncalled capi- 
tal by writing up reserves. Other compan- 
ies write up their shares so as to gradu- 
ally eliminate uncalled capital. In nearly 
every case the shares have increased 
marketability. 
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Today’s Trends in 
Inventory Financing 

A tremendous volume of bank credit 
is made available daily, and is constantly 
being repaid, on the basis of inventories 
of unfinished or finished goods. Over 
more than a century there has been no 
essential change in the methods by which 
the money is lent, but there have been 
great changes in the inventories. 

Today there are two major trends over 
which both the borrower or the lender 
have little control. Rising prices have 
increased the amount of money tied up 
at any given time in average inventory, 
for the goods cost more. An increase in 
the variety of goods required in the 
average inventory also has operated to 
increase the amount of money needed to 
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...80 are the facilities of Canada’s largest bank 


Branches of the Royal Bank, over 800 of them, cover Canada coast to 
coast. Each branch is a useful point of business contact, its manager 
thoroughly familiar with business and industry in the area he serves. 


This widespread network enables the “Royal” to extend to you and 
your clients a prompt, well-informed and efficient service that goes 
far beyond the realm of routine banking. 


When you deal with the “Royal” you are dealing with Canada’s larg- 
est bank, fourth in North America, one of the great international 
banking houses of the world. 
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carry it. The accompanying chart depicts 
the rising trend, showing that manu- 
facturers’ inventories rose approximately 
$5 billion during the past year, reflecting 
heavier stocks in both the durable goods 
and nondurable goods categories. 

Borrower role. The problems of inven- 
tory finance remain mostly the problems 
of the borrower, just as they were a 
century ago. The lenders, for the most 
part, put up the required sums against 
unsecured promissory notes — balance 
sheet loans. If the borrower’s credit is 
good the lender has no worries and is not 
concerned either with what may be in the 
inventory nor what the goods may be 
worth. 

The lender, today, takes as gospel 
what his dealer tells him about the need 
for variety and the requirement for more 
money to carry his stock in trade. The 
bulk of inventory lending by banks is 


_ still done on the “say so” of the borrower. 
| Only when the lender is dealing with a 


| goods in 


“yisky” borrower, who lacks his own 
financial means and _ has _ insufficient 
equity in the business, are there created 
intricate problems for the lender of the 
funds. These “risky” loans bring into 
use a variety of devices designed to pro- 
tect both lender and borrower and to 
provide some measure of control over the 
inventory pending their dis- 


| tribution to the ultimate buyer. 


Straight or revolving? Business corpo- 


| ration borrowers of high credit standing 


| unsecured note basis, 


get their inventory loans on a straight 
for 90 days or 
slightly longer, or on the so-called “re- 
volving credit.” The revolving credit is 


| a standby loan for which a commission 


is paid, but on which interest is charged 
only on the amounts used. The interest 
rate on inventory loans of the unsecured 
nature ranges from the “prime rate,” 


| now around 4 per cent, to 5 per cent or 


more depending upon the credit of the 
borrower. 

The corporation of sub-par credit 
standing may finance inventory by loans 
against receivables, sale of receivables, 


| or by loans against specific items of in- 


ventory. Loans against specific items in 


| inventories are naturally least popular 
' in banks, although many finance com- 


panies are well equipped to handle them. 
The reason they are unpopular with 


banks is that frequently they involve 


“headaches” in evaluation of values along 
with an amount of supervisory work that 
is out of proportion to the interest earned 
on the loans. 

Are goods “fungible’’? Specific security 
for an inventory loan usually means that 


| the goods that are the basis for the credit 


have to be stored in some recognized pub- 
lic or private place, such as a warehouse, 
and supervised in the matter of with- 
drawals from and additions to stock. The 


| question of “fungibility” then becomes 
| important, for a loan against goods that 


| changeable—means 


inter- 
bookkeeping 


are not “fungible’—meaning 


more 


| than is the case with “fungible” goods. 


Fungible, incidentally, is a word wide- 
ly used by warehouse companies. Mr. 


| Webster says that a fungible classifica- 


tion “is important with reference to the 
rights of the borrower in the contract of 


| mutuum, the usufructuary of goods that 
' perish or are alienated in the using.” Mr. 
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Rising trend affects credits 


Webster further says that mutuum is to 
be defined as a loan of fungible things to 
be restored in kind and in the same quan- 
tity and quality; in other words a con- 
tract in which movables are so loaned. 
Despite the highly technical wording, the 
general idea is clear. 

What price jalousies? One can only 
demonstrate these technicalities by eat- 
ing the pudding, so to speak. There was 
a good example recently of a fungible 
inventory loan in a large metropolitan 
bank which paid off 100 per cent even 
though the borrower of the money went 
through bankruptcy. The inventory in 
this particular case comprised aluminum 
storm and screen windows, doors and 
jalousies, all in an infinite variety of 
styles and sizes, together with an equal- 
ly infinite variety of glass and semi- 
fabricated metal out of which these 
articles were made. 

In making its loan against this fright- 
eningly varied inventory the bank was 
smart enough to specify that the amount 
lent at no time should exceed 90 per cent 
of the scrap value of the metal and the 
glass. Had it not been for this wise 
proviso the bank might have found itself 
in the storm window and screening busi- 
ness for an indefinite period. In practice 
all it had to do after the bankruptcy of 
the client was to take possession of the 
inventory and divide it up among other 
manufacturers at whatever price _ it 
could get above scrap value. Eventually 
some money was returned to the bank- 
rupt firm’s receiver. 

Where to keep goods. Field warehous- 
ing as a device for transferring owner- 
ship and controlling goods under inven- 
tory loans is in wide use today and is 
a satisfactory basis for bank credit. 
Goods under such loans often are stored 
on the borrower’s premises; the space 
they occupy is leased for a nominal sum, 
say $1 a year, to a warehouse company, 
which then appoints a trusted employee 
of the borrower to supervise withdrawals 
and additions to the inventory, paying 
the employee a stipend for doing this 
nominal amount of work. There are often 
specific limitations on the handling of 
such goods, and funds obtained from the 
sale of items withdrawn are turned over 
to the warehouse company to be remitted 
to the bank that has lent the money. The 
warehouse company may be compensated 
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The First National Bank 
of Chicago 


Statement of Condition March 14, 1957 
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Chairman of the Board, 
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President 
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Chairman of the Board, 
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ASSETS 

Cash and Due from Banks ‘ ‘ ‘ $ 598,814,377.55 
United States Government Obligations . ° ° ° 695, 283, 363.87 
Other Bonds and Securities - ° ° ° 162, 643, 256.88 
Loans and Discounts : -  1,468,690,361.65 
Real Estate (Bank Buildings and Adjacent Property) . 1,351,359. 79 
Federal Reserve Bank Stock ‘ . e 6,600, 000.00 
Customers’ Liability Account of Acceptances ° ° 2,970, 845.92 
Interest Earned, not Collected ‘ ‘ ° ° e 7,816, 900.32 
Other Assets . ‘ . . . e e e ° 882, 281.01 

$2,940, 052,746.99 

LIABILITIES 

Capital Stock . . .~ . ° ° - e«  « §$ 100,000,000.00 
Surplus. . ‘ ° ° ° 120, 000, 000.00 
Undivided Profits ‘ ° ° e 10,307, 439.94 
Discount Collected, but ant Berned ‘ ° e e 5, 892, 493.37 
Dividends Declared, but Unpaid . ‘ ° ° ° 4,000,000.00 
Reserve for Taxes, etc. “ i > e ° 36, 022,320.07 
Bills Payable . ° ° ° 166,600, 000.00 
Liability Account of Acceptances ° ° ° ° 5,113, 966.30 
Time Deposits . $ 530,195,010.17 
Demand Deposits i 1,825, 564,161.71 
Deposits of Public Feels ‘ ‘ 136, 357,355.48  2,492,116,527.31 








$2, 940, 052,746.99 








United States Government obligations carried at $314,186,350.00 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 


11 

















Acid test tells if coin is of real gold 








Coin edges are important; counterfeiters often neglect them 





Scales are also used to detect forgeries 














Library helps build collectors knowledge 














A spurious coin is sometimes either too small or too large 


Six tests to aid the coin and paper money collector in detecting forgeries 


either by the lending bank or by the 
borrower—usually by the borrower. 

Many large corporations are using 
public warehouses because the warehouse 
company takes care of stand-by labor, 
insurance, taxes, building maintenance 
and investment depreciation. Non-perish- 
able goods are well adapted to handling 
through public warehouses. 

Cost of inventories. The cost of carry- 
ing inventories is more complicated than 
it looks. Always, of course, there exists 
the simple interest cost of borrowed 
money, plus the interest cost of what- 
ever portion of a firm’s own capital that 
may be so employed, plus the cost of 
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labor, handling, and insurance. Even 
things like stored steel have to be in- 
sured, for a fire may render them un- 
marketable except for scrap. 

Over long periods most items of cost 
vary, although for short periods they 
are fairly stable. Today it is probable 
that inventory carrying costs are at the 
highest level in 30 years. The oppor- 
tunities for reducing such costs can come 
about only through speeding up inven- 
tory turnover, through decreasing the va- 
riety of items—a hard thing to do in 
this day and age, or cutting costs 
through greater efficiency in handling 
the fixed charges. The individual busi- 


ness man, with the advice of his banker, 
must decide for himself which of these 
various alternatives may offer the great- 
er opportunity. 
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Foiling Counterfeiters 
Of Rare Money 

Counterfeiting to deceive collectors of 
rare coin and paper money is a most 
skillfully practiced art. The accompany- 
ing photos show a variety of tests used 
by dealers to detect forgeries and will 
be of interest to many of the numerous 
collectors among the bank and other fi- 
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nancial officer readers of Burroughs 
Clearing House. 

Ever since the Phoenicians first coined 
money back in the 8th Century B.C., men 
the world over have been hard at work 
making counterfeits for their own bene- 
fit. With the advent of printed paper 
money in the 17th Century in Europe and 
even earlier in China, counterfeiting be- 
came even easier. 

As time went on and as once-stable 
governments themselves resorted to in- 
flation, printing numerous and diverse 
issues of paper money without adequate 
gold backing, the black art of counter- 


feiting flourished as never before. The | 
people in those countries often had no | 


way of knowing which was good or which 
was bad money. 
Usually, the counterfeiter’s profit lies 


in the use of inferior metal for his prod- | 
uct. However, in recent years there have | 


been notable exceptions, such as the 
counterfeit British pounds circulated in 
Italy and Greece two years ago. The 
counterfeits were made of better gold 
than the genuine.issues simply because 
a British gold sovereign was worth more 
than its metallic content. 

Rare coins, or rare varieties of com- 








MINERAL PRODUCTION in the southern half of California totalled a record 
$1,320,000,000 during 1956. Included were petroleum, natural gas, and natural 
gas liquids valued at approximately $1,096,000,000 (96% of the State total) , and 
other minerals valued at $224,000,000 (63% of the State total). The mineral 
output of the southern half of California is exceeded in value only by that of two 
states —Texas, and all of California. Only 11 states exceed Los Angeles County, the 


leading mineral producing county of California. 





























ai cell5 
7 be ea 


i NA 


STATEMENT oF CONDITION 


MARCH 31, 1957 


tg med RESOURCES 
mon collectors’ coins, have been imitated 
either through casting or die work. Com- Ce A Ge CN ac cc cccccncccncssescscsnes $ 485,699,759.11 
mon varieties frequently have been al- U.S. Government Securities ....... $1,057,802,119.20 
tered into rare ones by hand. State and Municipal Securities...... 93,204,404.14 


At such dealers as Stack’s in New 
York City, where the accompanying pic- 





Other Bonds and Securities ........ 
Loans (less reserves) 


30,746,798.17 


ee 





1,181,753,321.51 


879,017,956.21 
tures were taken, the man who tries to 




















ees ROONEE OCI IIIIG vc o:05ncssinn vn sssaesssvens 9,336,951.73 
pass a fraudulent coin is up against a | Customers’ Liability— Accept. and L/C............+00. 8,898,291.65 
barrier of technique and knowledge that | Be Ss nitesdoscsadceadsnecesenetctsicnienees 6,866,032.38 
makes it almost impossible for him to | ER vnicnddcnsckdsed- ose Nakendbunweanaennaen 226,862.73 
weceope. Git ictsbasacnkesanebesaedbniamexenmuienade $2,571,799,175.32 
 ¢ ¢ LIABILITIES 
q iiss cscrcnakwannsiinbndsiinl $ 59,262,500.00 
Consumer Credit Volume PR chi neunkedininnnnddmundesinnites 59,262,500.00 
To Double by 1965? Undivided Profits ..............0+5 59,419,170.71 $ 177,944,170.71 
; The level of consumer instalment credit Reserves sor Ensesest, TAWeh, OlCiecosccccsscswesssscce 18,500,899.18 
is considered high today, but a study Interest Collected—Unearned............--sceeeeeeeee 6,708,789.91 
by Stanford Research Institute indi- Acceptances and Letters ot Credit .............0000008 8,898,291.65 
cates that the peak has by no means IE cc cxcnssicercncssenietnntesassmnerenas 420,781.44 
been reached insofar as such borrowings Deposits—Time ...........0s0s0008 $ 819,530,393.40 
of this type are concerned. Nationally, —Demand. cesses _1,539,795,849.03 2,359,326,242.43 
consumer instalment credit outstanding ic ucemne eet eeeittes $2,571,799,175.32 


| is now at $31*% billion, and it is expected 
; to increase to nearly $60 billion by 1965, 
or virtually double the current level. 
The statistical estimate was part of 
a study made by the Institute for Pacific 
Finance Corporation, Los Angeles, which 
has had no small growth in past years. 
Maxwell C. King, president, recently told 
members of the Los Angeles Security 
Analysts Society that the company’s out- 


Securities carried at $328,717,579.00 are pledged to secure trust tunds and U.S. Government, 
State and other Public Moneys, and for other purposes as required or permitted by law. 
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standings had increased from $48,800,000 Ch . 
 iietean ie ester A. Rude Gabriel C. Duque . 
ker, at the end of 1946 to an all-time high of Vice Chairman Attorney ¢ Pn) tf 
nese $330,826,053 at the end of 1956. Using Lloyd L. Austin Bryant Essick Supply Co. of California 
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ing envisaged by Stanford Research, out- Philip S. Fogg President, Carnation Co. 
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standings for Pacific Finance would 
reach $648,000,000 by 1965 if it did no 
more than hold its share of the market 
{ in its present area of operations. 

Mr. King also discussed with analysts 
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Vice President and General 
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advantages. I think most business organ- 
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izations are put on their mettle when 
they face a limiting factor like tight 
money, and if they weather the situation, 
it can have a healthy effect on the whole 
tone of their operations. That’s what has 
happened at Pacific Finance. We have, 
during the past year, become more se- 
lective and more critical. We’ve up- 
graded our entire level of efficiency in 
our operations and we are seeking new 
and better methods for the way we do 
things. In short, spurred by the knowl- 
edge that money was getting tighter and 
costing more, we worked harder to man- 
age our money better and our business 
better.” 

As a result, the company had record 
earnings of $4.28 a share this past year, 
despite the fact that its total cost of 
money increased .89 per cent per annum 
since August 1, 1955. 
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Banker Defends Loans 
For Fixed Capital Purposes 


In answering critics who claim that 
too much of the credit being used by 
business to finance expansion comes from 
banks rather than from the capital mar- 
kets, George Champion, president of The 
Chase Manhattan Bank of New York, 
recently suggested that they study “the 
unique character of the times in which 
we live.” 

Citing the increasing demand for loans 
to finance the construction of plants and 
equipment on the part of industry, and 


the marked technical progress which 
entails research budgets totaling $6 bil- 
lion a year, Mr. Champion stated that 
medium term bank loans which extend 
over a period of three to seven years are 
playing a necessary part in financing 
future economic growth. 
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Sources of Funds 
for Growth Companies 


Internal and external resources that 
can be utilized by growth companies to 
foster their expansions were put under 
expert scrutiny by 
one of banking’s 
top loan officers, 
at the American 
Management As- 
sociation’s recent 
general manage- 
ment conference 
in Los Angeles, 
California. His 
talk could well 
serve as a model 
for other bank of- 
ficers, in ad- 
dressing similar 
groups. 

Internal resources. Before consider- 
ing sources of outside funds, Ted W. 
Johnson, vice-president and senior loan 
administrator at Security-First National 
Bank of Los Angeles, first emphasized 
that growing firms should make maxi- 
mum utilization of internal resources. 











T. W. JOHNSON 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 65 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 
Throughout the Country 


$ /.80,000,000.00 
$/.71,471,203.69 


“Peru's Oldest National Commercial Bank" 
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For example, this would involve making 
the most advantageous use of inventory 
control, production scheduling, quality 
control, traffic management, and similar 
phases of the business operation. 

“Certainly, good accounting and finan- 
cial planning are musts, if the company 
is to get the maximum benefit and fullest 
employment and use of its own capital 
and resources,” said Mr. Johnson, who 
is a past national president of Robert 
Morris Associates. 

A frequent cause of bankruptcy, he 
added, is the excessive and unwise di- 
version of current assets and/or working 
capital into permanent investment, for 
the purpose of expanding the plant and 
equipment or payment of unwarranted 
dividends. 

Good human relations and proper dele- 
gation of authority were other factors 
Mr. Johnson cited as having a serious 
bearing on full utilization of internal 
resources. 

Outside helps. Only after he had fully 
explored the inner possibilities did Mr. 
Johnson turn to external resource possi- 
bilities. 

Permanent or venture capital should 
be provided by the owners or stockhold- 
ers of a business, he asserted. Among the 
temporary sources of funds he discussed 
the role of bank credit, trade credit, ac- 
cumulated tax funds, etc. In the latter 
connection, Mr. Johnson warned against 
using withholding tax money as operat- 
ing capital, stating that it should be 
considered a “trust fund” and retained 
in the form of a cash reserve. 

In winding up his discussion on loans 
and other forms of external sources of 
funds, Mr. Johnson sounded this note of 
caution: “In some cases, loans or other 
capital serve only to cover up mistakes 
of management, and hence such loans or 
capital constitute a danger to the bor- 
rower. In some instances, if such loans 
or capital could not be obtained, man- 


| agement would be forced to analyze its 





basic problems and take corrective steps. 
More money is not always the solution 
to problems. Too much money is as bad 
as too little. Basically, the problem might 
be (1) poor credit risks on accounts re- 
ceivable, resulting in slow pay; (2) ex- 
cessive or unbalanced inventory, contain- 
ing, possibly, obsolete merchandise. In 
either instance, loans would only sub- 
sidize management’s inefficiency, with 
possible dire results. The real answer, 
rather than to borrow money, would be 
to collect the accounts, or balance the in- 
ventory and move out post-haste the de- 
teriorating merchandise and thus pos- 
sibly avert an ultimate major financial 
crisis.” 

Long experience. The major part of 
Mr. Johnson’s activity over the past 30 
years has been devoted to the financing 
of growth companies. He has specialized 
in the operation of “making big ones out 
of little ones,” and his long study has 
brought him unusual understanding of 
their problems and what makes business 
“tick.” 

His talk produced an excellent audi- 
ence response, and resulted in many re- 
quests for copies by management execu- 
tives. Mr. Johnson states that he still 
has a supply of texts available for others 
who may request them. 
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Will it still be your customer's business 


...when one of the owners dies? 


7 DEATH of a partner or working 
stockholder can deal a hard blow to 
any business. But bankers can help their 
customers to be prepared. Connecticut 
Mutual business life insurance cushions 
such blows by providing money to solve 
the problem. 


- How can your customer protect 
himself against an inexperienced 
heir coming in to run his business ? 


A; First a buy-and-sell agreement 
must be prepared by an attorney. 
This will make it possible for the 
surviving owner or owners to buy 
the deceased associate's share. Con- 
necticut Mutual business life imsur- 
ance will supply the money. 


. Acustomer firm would like to plan 
to continue paying part of each 
partner's salary to his family in case 


. Where would a customer get mon- 
ey to find and pay a replacement 
for an owner-executive ? 


A: Connecticut Mutual business life 
insurance will provide funds to 
make a sound financial arrange- 
ment with a good new man. 


Because business life insurance is so 
important to every financial and man- 
agement man, Connecticut Mutual years 
ago set up a special department for it. 
There are Connecticut Mutual men near 
you who are trained in funding buy- 
and-sell agreements for partnerships 
and closely held corporations. 


Th 


Founded in 1846, Connecticut Mutual 
was one of the earliest and is today one 
of the largest writers of life insurance 
for specialized business. purposes. Not 
only are its policies particularly adapted 
to business life insurance needs, but 
comparisons will show that its costs are 
among the lowest. 


FREE BOOKLETS ON 
BUSINESS LIFE INSURANCE 


Particularly useful to bankers who are 
concerned with the continued financial 
soundness of their customers is a series 
of booklets, one on each of the basic 
kinds of business life insurance. Send 
for one or all of them. Most of your cus- 
tomers really need one or more of them 
to assure the lives of their businesses. 


one of them dies. But without his 
contribution to the firm, how can 
they afford to do this? 


A: Connecticut Mutual business life 
insurance will guarantee such an 
income. 


Q- Would a customer have to liquidate 
the business to give a partner’s 
heirs their share ? 


A: Not when there’s Connecticut 
Mutual business life insurance. It 
will provide funds to pay the real 
value of a deceased partner's share. 
Liquidating might yield only a 
fraction of real value. 
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CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY « HARTFORD 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
DEPT. BU-5, HARTFORD, CONN. 

Please send, without obligation, booklets on the subjects checked: 
(_] Partnership life insurance 


(_] Proprietorship life insurance 
[-] Close Corporation life insurance 


[_] Key Man life insurance 


Name 
Bank 
Street 
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it’s time to call the people at Chase Manhattan 


At exactly 10:30 of a recent Monday morning, an 
officer here at Chase Manhattan picked up his tele- 
phone and heard a voice say: 


**T’ve got a note here on my pad to ‘talk to the people 
at Chase Manhattan.’ So here I am, and I’m ready 
to talk.” 


The gentleman, it turned out, was a banker who 
had been reading our advertisements and who finally 
decided to accept our invitation to ‘‘talk to the people 
at Chase Manhattan.” There was nothing unusual 
about that, of course. 


What did arouse our curiosity was his cryptic refer- 
ence to that “note here on my pad.” Well, it turned 
out the gentleman had written the note to himself. 
Seems he had been thinking of coming in to see us for 
a long time, but had never found a particularly pro- 
pitious moment. Finally, he jotted down the note for 


an exact hour and day in the future. When the time 
rolled around, he just made the call automatically. 


His method struck us as an excellent one, and we pass 
it along to like-minded bankers. In honor of the 
gentleman who gave us the idea, we’re going to keep 


special watch on our phones every Monday morning 
at 10:30. 


THE 


CHASE 


MANHATTAN 
BANK 


HEAD OFFICE: 18 Pine Street, N.Y. 15 


Member Federal Deposit Insurance Corporation 
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SEE COVER: Auto-Ramic banking, 
an ultra-modern concept of service 
to the motorist, is now a reality for 
customers of the Texas Bank and 
Trust Company of Dallas, Texas. 
The futuristically-styled building 
places nearly all banking services at 
the customer’s car door 


Drive-In Variations 

Banking’s quest to attract and better 
serve its customers has led to swift 
adoption of drive-in facilities. A recent 
survey, for example, revealed that more 
than 50 per cent of all A.B.A. member 
banks have, or soon will have, either 
drive-in or parking facilities. 

One of the most outstanding and elab- 
orate examples of motoring facilities 
has just been opened. It is the Texas 
Bank and Trust Company of Dallas’ 
highly futuristic-appearing Auto-Ramic 
Bank, which provides the latest innova- 
tions in banking-parking and drive-in 
service. 

Tripled work area. The block-long, 
$1,800,000, reinforced concrete structure 
is engineered to provide the motorist 
with virtually every banking service, 
within a few steps of his car. In addi- 
tion, the building permitted the bank to 
nearly triple its operational areas; it 
now encompasses 95,000 square feet of 
floor space compared with 35,000 square 
feet which are still occupied in the re- 
modeled main bank building next door. 

The drive-in customer has access to 
banking services on three floors of the 
new Auto-Ramic addition. At the street 
level are five drive-through teller islands 
where he can transact all of his routine 
banking. These islands also handle in- 
stalment payments, opening of checking 
or savings accounts, cashiers checks, 
Christmas Club payments, and, by pre- 
arrangement, conclude commercial and 
investment contracts. 

Open-type windows. Four of the five 
drive-through stations lack the usual 
bullet-proof glass and conventional two- 
way speaking systems. No glass of any 





Texas Bank and Trust Company, Dallas, Texas 


Open-type teller stations provide wide service range 


kind separates the customer from the 
teller. They can converse in normal 
tones, since sound conditioning deadens 
the engine noises. A ventilating system 
removes exhaust fumes from the build- 
ing. 

As a security measure, the open type 
teller stations do not keep large amounts 
of cash on hand. When deposits are re- 
ceived, the excess cash is transmitted via 
pneumatic tubes to individual cash vaults 
in another part of the building. Another 
pneumatic tube system connects the sta- 
tion with the bookkeeping department. 

Special window. The fifth drive-through 
window is a high-security type station. 
It has bullet-proof glass, a two-way 
communication system and is used for 
commercial deposits, company payrolls, 
and the like. 

The second floor of the bank-garage 
houses the bank’s trust department, ex- 
ecutive offices, correspondent bank de- 
partments, and the comptroller’s office. 

A lower level, below the drive-through 
stations, has a free parking area for 
customers. Other parking space is avail- 
able to them on the second floor. 

Operational areas. A second lower 
level, not accessible by car, houses the 


Sidewalk cages permit convenient after-hours banking for customers 


Community National Bank, Pontiac, Michigan 
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heating and air conditioning equipment 
for the Auto-Ramic bank and the ad- 
joining 12-story main building. Also lo- 
cated here are the stock room, and ac- 
counting machines. 

The mezzanine is also inaccessible by 
automobile. Its 10,000 square feet of 
floor space house the bookkeeping, proof 
and transit, auditing, and charge-it de- 
partments. 

‘The crossing ramps between the sec- 
ond floor and the lower level, plus the 
circular ramp leading from the second 
floor to the top of the structure is 
known, architecturally, as a “double 
scissor helical” design. It is a relatively 
new principle in vertical transportation 
by car. 

Other drive-ins. Design of other drive- 
in installations has been varied, suiting 
itself to the needs of many types of 
buildings now offering drive-in service. 
Where present banking quarters are not 
suited for flush exterior windows, archi- 
tects have proposed such alternate de- 
signs as “leanto” buildings that butt into 
main quarters, island teller cages that 
are separated entirely from the main 
bank building, and even elevator cages 
that appear and disappear from sidewalk 
locations. 

In downtown locations where alley- 
ways separate the bank from adjacent 
store buildings, drive-through facilities 
have become particularly popular. In 
those instances where property is avail- 
able, most drive-in installations are con- 
nected to off-street parking areas, elim- 
inating traffic congestion. 

Extend banking hours. An example of 
the elevator-type teller cage is in opera- 
tion at the Community National Bank of 
Pontiac, Michigan. When not in use, 
the cage is lowered into the sidewalk 
until the top of the cage is flush with 
the sidewalk. Operation of the cage out- 
side of regular banking hours has enabled 
bank management to extend window- 
service banking hours from 9 a.m. to 6 
p.m. Monday through Saturday and from 
9 a.m. untii 8 p.m. on Fridays. 

Another type of construction is fea- 
tured at the Bank of Belmont, North 
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Checks Pop Up Like 
A Jack-in-the-Box! 


Lift the PENDAFLEX “Checkfiler” 
frame and folders out of the drawer, 
lower the folders on the check-lifter 
rod, and every check in the drawer 
sticks up in plain view, ready for quick 
distribution to statements! 


Here is speed and convenience possible 
only when checks are filed the new way 
in Oxford PENDAFLEX hanging fold- 


ers, 


Practically ends misfiling! No rummag- 
ing through hundreds of guides for a 
missing check. No re-alphabetizing of 
guides. Here is a saving of 25% on 
checkfiling costs, as now experienced 
by many prominent banks, names on 
request, 


See your local office supply dealer for a 
trial PENDAFLEX installation or send 


coupon for fact-filled case histories. 





Forty drawer PENDAFLEX 

Checkfiler installation at the 

Bank of Rockville Centre Trust 
Co. 


CHECKFILER 


Oxford Filing Supply Co., Inc. 
100 Clinton Road 
Garden City, N.Y. 


Send Pendaflex catalog, and proof of 
CHECKFILER efficiency. 











Oxford Pendaflex” 























Cass Bank and Trust Company, St. Louis, Missouri 


Dual-purpose unit used for drive-in and walk-up services 


Carolina. It installed drive-in facilities 
in back of the bank building. The new 
unit includes a closed vestibule to keep 
walk-up customers out of the weather 
when transacting business. The drive- 
in building is connected to the main quar- 
ters by a tunnel. 

Meantime, Cass Bank and Trust Com- 
pany, St. Louis, Missouri, has utilized 
“leanto” construction in its drive-in addi- 
tion. One of the three drive-in cages that 
project from the side wall of the bank 
includes a walk-up window, as shown 
above. This window is located in the 
booth nearest the bank’s front entrance. 

Lobby window. Two walk-up windows 
were recently installed in the entrance 
vestibule of The Middletown Savings 
Bank, Middletown, Connecticut. Inexpen- 
sively constructed, the windows enable 
bank officers to close the main quarters 


Lobby installation saves steps 


Middletown (Conn.) Savings Bank 
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of the bank at the end of the regular 
banking day and leave the walk-up win- 
dows open an additional two hours daily. 

Use of the windows has eased the pres- 
sure of the bank’s regular evening hours 
on Friday. Its vestibule location enables 
customers to do their banking protected 
from any inclement weather. 
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Bank Surveys Fruitful 


Whether the methods used center 
around the use of the inexpensive direct 
mail questionnaires or reach the detailed 
degree of on-the-spot interviews, cus- 
tomer surveys are gaining in popularity 
among the nation’s banks and their find- 
ings are fast becoming an active force 
in management planning. 

Banks in New York and Missouri have 
become among the latest devotees of the 
survey system of sampling customer rela- 
tions. Officers of The First National 
Bank in Yonkers, New York, sought 
sound facts concerning potential cus- 
tomers before establishing a branch 
bank. The State Bank of Wellston, St. 
Louis, Missouri, surveyed local residents 
for their opinions on various phases of 
the bank’s advertising. 

Results gratifying. Both banks ex- 
perienced side benefits to the actual 
answers they initially solicited. And both 
banks were equally pleased with the re- 
sults of the surveys. While taking the 
economical direct mail method of query- 
ing past, present and potential cus- 
tomers, the State Bank of Wellston 
gained not only valuable information on 
the effectiveness of their advertising 
program, but also received many com- 
ments and suggestions for improving 
customer service. These suggestions 
ranged from lobby directories to im- 
proved methods of reactivating dormant 
savings accounts. 

The personal interview survey con- 
ducted at First National, more compre- 
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“Our West Coast branch 
is opening today... 


! Thanks to The Bank 
| of California’ 
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S- ‘Never thought we’d get our new office open 
= SO soon, and we probably wouldn't have 
ed without the help-of The Bank of California. 
Of course they’ve been taking care of 
our home office needs for years—supplying 
, credit information, handling collections, 
fis giving us a one-account concentration of 
ect . our western funds. But when this expansion 
“ne 4 ‘. move came up we discovered we needed 
‘ity & a lot of local, on-the-scene information. 
nd- v With their own offices in major cities along 
— the Coast, The Bank soon had the answers 
ave we needed and helped us draw some 
ol conclusions. No wonder they’re known as 
ela- 
anal 3 the businessman’s bank of the West Coast.” 
ght 
= The Head Office of The Bank of California 
nt is at 400 California Street, San Francisco 20, 
ents California. 
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i - The Bank of California has offices in all three Pacific Coast states Baya 
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WIN 
$100 
ADD-ON 





78 Other 
Exciting 
Prizes! 


We're in a spot... and you can help us. After 
wrestling with the problem of how we can best 
serve you, we decided the way to find out was 
to ask you, our customers and friends. 


FIRST PRIZE 


SECOND PRIZE 


You are our best judge. And the only way we 


we're strong and where we're weak and what can 
be done that we're not doing now. At the same 
time, tell us what you do like about our bank. 


So won't you take just a couple of minutes to 
check off the questions listed on the inside? Don't 3 abner 
and your honest opinion. 


Enclosed is a self-addressed envelope for your 
convenience. 











































CERTIFICATE! 


$100 Add-On Certificate 


count 


can improve and grow, is by knowing where a ere ee 


pull any punches . .. we want the straight facts sista toy ot ee 


a | 
i 


Which of These Services Do You Use? 


(C Savings (2 Sefe Deposit (1 Avto Loans 
(1: Sevings Certificotes (> Christmas Civb C2 Persona! toons 
(). Reguler Checking (9 Vacation Club [] Home toons 


(1D Economy Checking 
(C Other (please specify) 


(CD Business Loans 











How Often Do You Use These Services? 


Never Oceasioneily — C7 Regularly 


Rooftop Parking { rm 0 
Additional Parking Lot, 1520 Kienlen o 4 f { 
24-Hour Outside Envelope Depository oO c mr oO 
Outer Lobby and Rush Hour Depository oO oO oO 
Bank-by-Mail (for Checking) tT} ry oO 


Bonk-by- Mail (for Savings) [ nl oO aa} 
Pay Telephone Bills here ] 0 } 
Pay Gas Bills here C a 
Pay Electric Bills here re 0 oO oO 
Renew Driver's License or Stote Auto 

license here c a} 


Pay Metropolitan Sewer Bills here 0 Qo o C 


Do You Use Our Rooftop Tellers’ Service? 


[) Never ™} Occasionally Fairly Often [) Alwoys 


For What Banking Service Do You Use Rooftop Tellers? 


Regulor Checking Economy 


Checking 


[) Christmas Club [7] Vacation Club 


] Other (please specify) 








Do You Watch Our WeatherCaster for Changes in the Weather? 
2 Yes (1 No 
Do You Receive the Prompt, Courteous Service You Expect When 
You Bank Here? 
CO Yes CO Ne 


Comment 
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Do You Believe We Provide All the Facilities o Progressive 
Bank Should? 


0 Yes C) No 


Comment 























Would You Classify our Services and Facilities as: 


() Peor (1 Above Average 


() Average 0 Excellent 


Do You Recommend Us to Your Friends and Associates? 


(-D Never (0 Occasionally C0 Foirly Often (0 Whenever You Can 


Do You See or Hear Our Advertising? 
if so check the ones you've seen or heard. 

{} Post-Dispatch ads 
() Glebe-Democrat ads 


[) Weliston Journal ads 
[} Billboards 


[(D Television Spots, KWK-TV 

( Radio, KSD, “Something to Think About” 
[) Radio, WEW, Skeets Yaney 

(2 Direct Mail Folders and Letters 


Other 











Please list any suggestions you may have for the improvement of 
our services or facilities. 




















Signature 
Address 
City Stote 











Direct mail piece ferreted out customer ideas on service, aided Bank of Wellston advertising program 


hensive in scope, provided scores of ideas 
on improving bank services, in addition 
to showing what facilities would be 
needed at the bank’s proposed branch. 
In both instances, the banks found 


-- \LET’S GET CONDITIONED 


/ Time was when supplying a customer 
with checks involved merely reach- 
ing for a book or filler and handing 
it to him . . . the so-called “over the 
counter” checks constituted the bulk 
of check usage. Later, when im- 
printed business checks and person- 
alized checks became popular, the 
handling of thousands of individual 
orders proved to be time consuming 
indeed. Now, with the trend toward 
the adoption of account numbers, 
supplying checks to customers be- 
comes a major task. 


Well, we cannot expect to reap the 
benefits of labor-saving operations 
without adding something to pre- 
paratory cost. If the bank check is to 
serve as a source document upon 
which banks will depend for accu- 
rate posting, then banks must get 
conditioned to paying out more 
money and spending more time in 
assigning account numbers and pre- 
paring check orders. 


For banks who have adopted account 
numbers, or who plan to do so, we 











that the people questioned were, for the 
most part, more than willing to discuss 
their likes and dislikes about bank serv- 


ices. 


Management at First National care- 





























would earnestly recommend a 
“Check Desk” with a top-notch 
young woman in charge. Here the 
master file of account numbers could 
be maintained and the young woman 
could be trained to assign them ac- 
curately. She could pan the sig- 
nificance of account numbers with 
respect to both deposits and with- 
drawals. She could help the customers 
select the styles of checks they liked. 
She would SELL more than she 
would give away. Here, then, is a 
new job in a bank that calls for tact, 
salesmanship, and extreme accuracy. 





This account numbering problem 
involves the straight numeric method 
for extremely large banks and the 
alpha-numeric for most banks that 
will use semi-mechanized handling. 
All sorts of minor variations of each 
method already exist. We believe 
that banks must have someone on 
the job who can give the printer ac- 
curate copy, and printers must learn 
that numbers mean accuracy and 
accuracy means watchfulness. 








le UXE 


CHECK PRINTERS 
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Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 





fully laid the ground-work to gain an 
effective personal interview program. 
An outside polling firm was employed 
and great care was taken in the selec- 
tion of interviewers. Those making the 
actual calls were thoroughly schooled in 
all phases of the bank’s operations. Ques- 
tions regarding the banking affiliations 
and desired services of potential cus- 
tomers were carefully phrased. Inter- 
viewers were given a schedule of calls 
to make, armed with merchandising serv- 
ice reports, and sent into the area under 
consideration. 

Unexpected findings. The survey, ac- 
cording to bank officers, was singularly 
successful from the standpoint of infor- 
mation on new customer development. 
Yet unexpected findings proved equally 
valuable. First, the personal contact 
gained a degree of good will that the 
bank doubts could have been realized un- 
der any other practical means of contact. 
Secondly, the desires of those questioned 
resulted in the creation of a small branch 
office at the New York Central Railroad 
commuters station in New York City. 
The survey also substantiated the bank’s 
belief that a need existed for still an- 
other branch bank in a neighboring com- 
munity, and this information enabled the 
bank to act on plans to establish the 
branch. 

To gain maximum benefits from the 
findings, the bank instituted a compre- 
hensive plan to follow-up every sugges- 
tion reported in the poll. 

Cite direct mail. The largest single 
item in Bank of Wellston’s advertising 
budget, direct mail, was cited by the 
greatest number of those returning its 
questionnaire. Newspaper advertising 
came in second on the poll, followed by 
radio and television. The bank uses two 
radio stations and only one television 
station. 

The questionnaire asked about the num- 
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Cunneen specializeca 





clesigon ‘re 


Let’s suppose that you were to invite two 
designers—one who had worked in a bank 
and one who had not—to submit designs 


for your bank’s renovation project. 


Their sketches would probably look 
alike in many ways—but the plans on 
which they were based would reveal many 
differences. The designer with banking 
experience would put it directly to work 
solving the problems involved in your 
daily operations. His design would have 


function as its core. 


This is a hypothetical case because 
there are few if any bankers who have be- 
come top industrial designers. That is why 
we have developed the team approach to 
solving banking’s physical problems 
through design. 

Every phase of your operation is first 
analyzed by a group of men experienced 
in banking . . . and their findings serve 
as the basis for the creation of fresh but 
workable plans by our skilled industrial 


designers. 
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The results are greater inbuilt efficiency 
.. . lower design and construction costs 
. . . lessened operating expenses—and a 
definite business upswing. 

That — and much more — lies behind 
Cunneen specialized bank design. Wheth- 
er the project you have in mind involves 
limited remodeling or an entirely new 
building, we would like to point out first- 
hand the many advantages of our services. 

The best time to investigate the worth- 
while differences Cunnéen design can 
make in your operations is at the very 
beginning of your modernization discus- 
sions. We shall be glad to have our rep- 
resentative meet with you at your con- 


venience — at no obligation, of course. 





COMPANY 


Designers of Distinctive Buildings 
for Financial Institutions 


1622 Chestnut Street, Philadelphia 3, Pa. 


New York @® Chicago @® Los Angeles 
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ber of banking services used by custom- 
ers, and carried a contest on customer 
suggestions. Less than 10 per cent of the 
returned sheets carried any criticism of 
bank services, and the bank has taken 
steps to correct these areas of discontent 
wherever possible. 


. * e 


Pushing Toward 
Electronic Bookkeeping 


Announcing its desire to push forward 
toward electronic bookkeeping, The First 
National Bank of Atlanta, Georgia, has 
asked leading equipment manufacturers 
to submit bids on a complete system. The 
bank is believed to be the first of any but 
the nation’s largest to take this step. 





The move was taken as a desire to re- 
duce operating costs in the bank’s book- 
keeping department. It followed more 
than a year’s study of the questions in- 
volved in the electronic handling of ac- 
count transactions, by a management- 
appointed task force. First National 
President Edward D. Smith reported that 
the research substantiated the bank’s be- 
lief that such a system is practical. He 
said that it would utilize electronic proc- 
esses already in existence in other indus- 
tries. 

Three years away. As to the economic 
feasibility of such equipment, Mr. Smith 
said that this cannot be determined ex- 
actly until manufacturers have submitted 
specific proposals and definite prices. He 
estimated that it might take two years to 
produce this system, with a third year 
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necessary to complete conversion from 
the bank’s present manual bookkeeping 
operation. 

In addition to seeking bids on a com- 
plete electronic system, Mr. Smith stated 
that the bank is interested in proposals 
involving semi-electronic operations and 
other processes that might be used in 
the event a fully automatic system 
should prove economically unfeasible. He 
added that rising operating costs make 
it mandatory that banks take advantage 
of automation as rapidly as possible. He 
estimated that an electronic system 
would cut in half the amount of book- 
keeping personnel required. 

Various tasks. Specifications for the 
First National’s program were outlined 
as follows: 

That the system would have to be of 
an “open end” type to provide for vir- 
tually unlimited expansion by the addi- 
tion of more equipment without the 
necessity of revising the basic proce- 
dures. 

That it would capture data with a 
minimum number of manual key strokes, 
preferably only once in the entire proc- 
ess. 

That it provide, as a by-product, for 
account analysis, a recap of check activ- 
ity for both company accounts and for 
special checking accounts, uncollected 
funds, closed accounts, significant chang- 
es in accounts and other special studies 
desirable for the bank’s planning and ac- 
count service. 

That it serve an average of 100,000 
accounts, with 220,000 daily items, 
190,000 items to be up-dated daily, and 
68,500 accounts changing daily. 

That the problem of handling of paper 
items, a question that has had great at- 
tention from the American Bankers As- 
sociation and operating people generally, 
be set aside and not considered as a 
problem for the electronic bookkeeping 
system. 

That data processing procedures and 
equipment be compatible with standards 
now being developed by the ABA so that 
they could be modified in the future to 
take advantage of paper handling tech- 
niques and character scanning. 

The task force, established in Jan- 
uary of 1956, consisted of a committee 
headed by J. B. Kirk, second vice-presi- 
dent and assistant controller, and includ- 
ed second vice-presidents Edward F. 
Keen and J. W. Busby, and Jack Carru- 
thers, manager of the tabulating depart- 
ment. The committee worked under the 
general direction of Winslow E. Pike, 
operations vice-president. 


° e ° 


| Instalment Credit 





Undergoes Brainstorming 


Among the highlights of the American 
Bankers Association’s national instal- 
ment credit conference, at the Conrad 
Hilton Hotel, Chicago, Illinois, were the 
brainstorming sessions. 

Comprehensive analysis. The 1,600 
bank credit executives attending the 
three-day program broke up into 20-odd 
discussion groups to exchange ideas and 
opinions on current business conditions 
and instalment credit. Their comments 
were recorded and summarized by ex- 
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WHOO works “night-owl” hours to serve correspondents? 


PNB—with a transit operation that works round-the-clock, 
round-the-week, round-the-year, clearing one of the largest 
volumes of transit items of any bank in the country. Fast, 
too—as your own comparison of date-stamps will show you. 


That’s why some of the wisest birds in banking use PNB’s 


complete correspondent services. 
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Informal brainstorming sessions evoked much interest 


perts in the various fields of farm equip- 
ment financing, property improvement 
loans, equipment financing, and the like. 

This informal approach provided a 
candid audience review of instalment 
credit, and prompted Joseph C. Welman, 
A.B.A. vice-president, to label instalment 
credit “as one of the real bargains of 
our day.” 

“Notwithstanding the curtailment of 
some of the amounts allocated for this 
purpose, or the complaints of some that 
funds are hard to come by, there is no 
scarcity of credit of this type,” said Mr. 
Welman, who is president of the Bank 
of Kennett, Kennett, Missouri. 

Many pressures. Carl A. Bimson, chair- 
man of the A.B.A.’s host instalment 
credit commission, said, “under the pres- 
sures of our increased productive facili- 
ties and rising prices, bankers will be 
persuaded to lend larger amounts, 
lengthen loan maturities, and reduce 
down payments as an inducement to 
people to buy more durable goods and 
to maintain full employment and high 
incomes. 

“Credit men must insist upon the 
maintenance of proper equities in the 
case of hard goods and hold to reason- 
ably short terms for cash advances,” 
added Mr. Bimson, who is president of 
the Valley National Bank, Phoenix, 
Arizona, 

Controls unfeasible. In summarizing 
comments made on credit policies during 
the spirited brainstorming discussions, 
James P. Winchester, vice-president of 
the Norfolk County Trust Company, 
Brookline, Massachusetts, noted that no 
hard and fixed formula could possibly be 
devised to regulate and control the ratio 
of various classes of loans. 

“The true test,” he added, “is whether 
or not the bank is meeting the credit 
needs of its customers. Our primary re- 
sponsibility is to administer instalment 
credit as wisely as we know how, and to 
continue to check the individual applica- 
tion carefully, to avoid the extension of 
credit to those people who have already 
assumed large personal obligations.” 

Better coordination needed. At the 
same time, he continued, the questions 
raised in the discussion groups conveyed 
a need for a deeper understanding of 
bank management problems and better 
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coordination of the instalment loan func- 
tion with other loan functions of the 
bank. Also desired was a greater partici- 
pation in management decisions with re- 


gard to the operation of their depart- | 


ments. 

“Concern was expressed in the event 
that if, by any chance, we should en- 
counter a major period of readjustment, 
the banking system would be hard 
pressed to absorb the impact of any sub- 
stantial loan loss,” said Mr. Winchester. 
“Adequate and proper reserves should be 
established now, during a period of pros- 
perity, and the men who are charged 
with the responsibility for supervising 
instalment loan portfolios should make 
every effort to see that bank manage- 
ment is fully informed about this im- 
portant problem.” 

“To most of the participants in the 
bull sessions ‘equipment’ meant heavy 
road building equipment and other indus- 
trial machinery,” said A. F. Wagele, 
vice-president, Bank of America, San 
Francisco, California. ‘Not all banks indi- 
cated that equipment is financed in the 
consumer credit department. A few han- 
dle it in commercial departments since 
the average transactions approximate 
large amounts and the equipment is in- 
come producing. However, the great ma- 
jority consider the field one of instal- 
ment credit, because it is liquidated in 
instalments; there is generally a fac- 
tory, dealer, and bank relationship not 
typical of other types of commercial 
lending; and it is better understood in 
that department.” 

Several factors involved. With regard 
to all types of equipment financing, it 
was felt that a program is not complete 
and adequate, added Mr. Wagele, if it 
provides the funds alone. To be success- 
ful, he continued, a bank must offer 
facilities for prompt credit investigation, 
quick and accurate credit judgment, 
speedy discounting of paper, and effective 
collection procedures. 

It appeared from the opinions ex- 
pressed, said Keith G. Cone, vice-presi- 
dent, La Salle National Bank, Chicago, 
Illinois, that the trend in the past year 
or so has been toward more extensive use 
of conventional property improvement 
loans, because the restrictions of Title I, 
particularly in the matter of rate, made 
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it advisable for the leaders to do so. 

Relative to F.H.A. Title I extension to 
five years and $3,500, Mr. Cone said, a 
surprising number of bankers indicated 
that they were not making the five-year 
loans at all. Those who indicated a policy 
of five-year contracts, he continued, were 
limiting these longer terms to advances 
in excess of $1,200 to $1,500, rather than 
the $600 minimum permitted by Title I. 

Competition tough. Most lenders seem 
to prefer to hold new-car terms to a max- 
imum of 30 months, said John L. 
Gibson, vice-president, Republic National 
Bank of Dallas, Texas. In too many 
cases, he added, competition has made 
a 36-month payment plan the standard. 

Entirely too many dealers, finance 
companies, and instalment lending de- 
partments of banks, he continued, have 
been putting some paper on their books 
with a hope and a promise. “Some of us 
have been on a sort of credit binge dur- 
ing the last two years,” he noted, “and it 
is now time for sobering up.” 
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Management Encyclopedia 


Designed to be of maximum practical 
value is a new encyclopedia of bank man- 
agement, Tested Techniques in Bank Op- 
erations, written by John Y. Beaty, for- 
mer editor of Bankers Monthly. 

Within the 519 pages of the book, Mr. 


| Beaty has amassed over 400 bank ideas 


and experiences in handling banking op- 
erations from A to Z. Believing that in- 
formation on techniques actually applied 


| can serve the banker more ably than the 


theories, the author covers banking op- 
erations from personnel “absences” to 
“wrapped coins” by describing proven 
methods used by various banks. 

The applications are alphabetized and 
cross-indexed by category for the read- 
er’s convenience. As the author points 
out, one of the major benefits in reading 
the book is that a banker can compare 
the effectiveness of his present opera- 


| tions with methods used at other banks. 





Published by Bankers Publishing Com- 
pany of Boston, Massachusetts, the book 
sells for $12. 
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New Remittance Envelope 
for Safe Deposit Rentals 


A remittance envelope used for pay- 
ment of safe deposit box rentals is prov- 
ing very successful at the Republic Na- 
tional Bank of Dallas, Texas. 

In addition to providing a standardized 
form for billing safe deposit customers, 
the envelope contains a convenient, ad- 
dressed envelope for returning payments 
for box rentals. It also has a check form 
and permanent record for “stubbing” the 
check, according to George J. Watts, vice- 
president, who designed the new remit- 
tance envelope combination. 

The back side of the check stub por- 
tion, which is normally retained by the 


| customer, carries an advertising message 


about the many valuable documents and 
personal records that should be protect- 
ed in a safe deposit box. 

A spot check on the use of the new 
envelope showed that nearly 26.3 per cent 


Burroughs Clearing House 











ay- 
Ov- 
N a- 


zed 
ers, 


nts 
orm 

the 
‘ice- 
mit- 


por- 
the 
sage 
and 
tect- 


new 
cent 


ouse 








of the bank’s safe deposit customers used 
the envelope to pay their rental fees in 
a recent month. 
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New York Banks Speed 
Travel Reservations 


The era of advanced electro-mechan- 
ical developments in the communications 
field has taken the leg work and guess- 
work out of travel reservations with the 
Pennsylvania Railroad for two New York 





Reservations by wire 


City banks. The latest customer service 
system added by the Pennsylvania road 


is direct ticket facsimile transmission be- | 


tween Penn station and several large 
New York firms. The system, based on 
the use of Intrafax machines, has been 
installed by Western Union Telegraph 
Company in both Bankers Trust Com- 
pany and Guaranty Trust Company. 

Developed by Western Union, the ma- 
chines transmit requests for travel reser- 
vations directly from each bank’s travel 
desk to the Penn Station ticket bureau. 
The messages are electronically “read” 
and a master ticket removed from the 
ticket board at Penn Station, placed on 
the transmitting roll of an Intrafax ma- 
chine, and sent to the bank by wire. The 
facsimile recorded on the bank’s machine 
becomes the only valid ticket for the 
reservation. 

Quick action. The entire transaction 
covering the reservation request and the 
filling of the request is completed within 
a few minutes and has eliminated the 
need for messenger service to pick up 
the reservation. Both banks agree that 
the system has proved more accurate 
than the former telephone method used in 
making reservations. 

Cancellations for space are handled 
equally as fast and each bank has a 
direct line for settling questions on de- 
parture times and other travel informa- 
tion with the Pennsylvania railroad. 
Complex travel arrangements, involving 
tickets on other roads to supplement 
‘travel on Pennsylvania, are also handled 
easily by the machine. 

The Intrafax system is used in con- 


May, 1957 











Register Checks—the insured remittance service—bring 
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junction with Ticketeer machines that 
automatically handle the issuance and 
accounting of tickets. 
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A New Souree of 
Bank Building Ideas 


Bank Building and Equipment Cor- 
poration of America’s new world head- 
quarters building in St. Louis, Missouri, 
cleverly combines design and decor to 
gain much needed office space and, at the 
same time, serve as an effective show- 
place for modern financial building 
equipment. 

Many materials used. The two-story 
structure, with its full-length basement, 
provides 62,000 square feet of floor space 
for its executives and the professional 
staff. In line with its dual-purpose func- 
tion, all offices and departmental areas 
in the building are finished in a wide 


variety of wall coverings, carpeting, 
floor surfaces, ceiling materials, and 
lighting fixtures so that customers may 
acquire a first-hand view of the multitude 
of combinations available. 

Most of these materials may be seen in 
the firm’s unique sample room. In this 
area there are samples of the many tap- 
estries, plastics, decorative materials, 
stone, glass and tile which customers may 
wish to use in their building plans. 

Efficient office layouts. Another section 
of the sample room contains various 
furnishings set up in many practical of- 
fice layouts. Modern furniture and color- 
ful accessories enhance these functional 
groupings. Here, as in other parts of 
the building, rare woods are used to 
show the beauty of paneling or other 
decorative effects. The executive offices 
also feature the latest innovations in de- 
sign and colorful decor. 

Marble is widely displayed to demon- 


Combination workshop-showplace of latest construction trends 


Ebony walk, large glass areas highlight new design of Bank Building office 




















Architects coordinate functional ideas into modern banking structures 
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; Statement of Condition 
= 
: MARCH 14, 1957 
. \, RESOURCES LIABILITIES 
.. Cash and Due from Banks... .$131,889,047.25 Capital Stock.................$ 12,000,000.00 
4 U.S. Government Obligations... 83,374,608.31 —— 1 alae ial et 
pas ndivided Profits.............. ,185,473. 
al Other Bonds & Securities..... 28,710,659.60 Reserve for Contingencies.....  1,000,000.00 
of Loans & Discounts............ 220,646,036.36 Reserve for Possible Future 
LO Stock in Federal Reserve Loan Losses....... cetawnccnn Se 
oY ER coveseccecce 810,000.00 Reserve for Interest, 
es Customers’ Liability on eo eee anecewkess (eee 
e- Acceptances ..........eee00+ 2,018,095.95 Income Collected but not 
Income Earned but not MEE stdtrestensacctcesecne Se 
- Collected .......... eseeeee 906,990.28 — of Credit and 
. P cceptances ........ coscccce atneeee 
Bootes ee? Furniture & 5.953,386.70 ‘Federal Funds Purchased. ..... 12,000,000.00 
Other R 154,991.80 Bills Payable..... ccccccccscecse REED 
ther Resources ......++++++. your. EE 650.04 500esncsenneee<se Se 
Total Resources..............$474,423,816.25 Total Liabilities.............$474,423,816.25 


United States Government and other securities carried at $74,461,863.88 are pledged 
to secure public funds and trust deposits and for other purposes as required or 
permitted by law. 
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strate its value in institutional construc- 
tion. The lobby floor, for example, is of 
white Alabama marble, while a part of 
the lobby wall includes a floor-to-ceiling 
motif of more than 30 types of marble 
being utilized in construction. 

Well coordinated. The three floors of 
the headquarters building are arranged 
to handle the three basic services and 
functions performed by the firm. The 
second floor, for instance, is reserved for 
the professional groups and the execu- 
tives who guide them. These groups in- 
clude architecture design, decorating, 
mechanical engineering, electrical engi- 
neering, and_ structural engineering. 
Sales offices are also located on this 
floor. 

The basement area houses. service 
equipment for the other two levels. Lo- 
cated there are the mechanical rooms, 
boilers, air conditioning, fan rooms, and 
the electrical and telephone nerve cen- 
ters. The office service department, with 
its blueprinting equipment and other 
duplicating machines, is located in the 
basement, as are the cafeteria, recrea- 
tion rooms and unassigned areas cur- 
rently used for storage. 
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Training Manuals 

Working Together is the title of new 
manuals aimed at assisting new em- 
ployees in banks. Published by the Na- 
tional Association of Bank Auditors and 
Comptrollers, the manuals are designed 
to acquaint new employees with bank- 














I 








Practical indoctrination guide 


ing and to supplement bank training 
programs. 

Pages concerning bank policies and 
other information pertaining to banks 
are followed by blank pages on which in- 
formation pertinent to the particular 
bank may be printed. The books are 
bound so that pages can easily be re- 
moved and reinserted. 

Published in two forms, one manual 





concerns commercial banks while the sec- 
ond concentrates on mutual savings 
banks. Both manuals contain descrip- 
tions of various bank operations, de- 
partments, and functions, as well as 
listings of suggested reading on banking 
and glossaries of banking terms. 

Nonmembers may obtain copies of 
either manual for $1.50 by writing 
NABAC, 38 South Dearborn Street, Chi- 
cago 3, Illinois. 
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A.B.A. Recommends Coding 
At Bottom of Cheeks 


Automation in check handling was 
brought closer still with the announce- 
ment that the Technical Committee on 
Mechanization of Check Handling of the 
American Bankers Association has rec- 
ommended that the proposed coding of 
checks by magnetic ink characters be 
placed adjacent to and along the bottom 
edge of each check. 

Details in future. Member banks of 
the A.B.A. will be given details of the 
recommendation in the near future 
when they will receive a report of the 
Commission’s Technical Committee of 
Mechanization of Check Handling, along 
with an explanatory letter from Harold 
E. Randall, chairman of the commission, 
and vice-president and comptroller, The 
First National Bank of Boston, Massa- 
chusetts. John A. Kley, vice-president, 
The County Trust Company, White 
Plains, New York, is chairman of the 
committee which prepared the report. 





Mr. Banker 


‘DO SOME OF YOUR ACCOUNTS. 
REQUIRE SPECIAL FINANCING 


Through the years, our banker friends have re- 
ferred their customers to James Talcott, Inc. for 
Special Financing Services. Talcott has created 
special financing plans for these customers, and 
our banker friends have retained their customers 
as pleased depositors. 








When these customers no longer require Talcott’s 


Specialized Financing Services, they return to 
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The new recommendation follows by 
nine months the announcement by the 
commission that “magnetic ink charac- 
ter recognition” had its approval as the 
“common machine language” for auto- 
matic processing of checks. The estab- 
lishment of the “‘common machine lan- 
guage” meant in effect that the banking 
business was requesting that all elec- 
tronic machinery for automatic check 
handling, regardless of manufacturer, be 
able to read and process checks coded 
with figures printed in magnetic ink. 

Provides solution. However, before 
true standardization of check coding 
could be attained, so that banks using 
automatic machinery made by one manu- 
facturer can process checks from banks 
using equipment made by other firms, 
decisions also had to be made on other 
questions such as placement of the cod- 
ing, shape of the characters to be used, 
what information to encode on the 
checks, and the like. The present re¢om- 
mendation solves one of these problems. 

Coding by machine language refers to 
the way in which such information as the 
bank’s A.B.A. transit number, the cus- 
tomer’s account number, and the amount 
of the check are put on the check itself 
in a form that can be read by machine. 

Several methods considered. Although 
where to place the magnetic ink figures 
on the face of the checks might seem a 
simple problem, it presented a serious 
hurdle to the development of a standard 
coding method. A majority of the ma- 
chine manufacturers showed a prefer- 
ence for coding along the bottom edge of 
the checks rather than the top edge and 
advanced as reasons that this resulted in 
fewer mutilations during processing, bet- 
ter economy in equipment and operation, 
and greater customer acceptance. The 
one difficulty was in finding a bottom- 
edge coding system that would be com- 
patible with punch card checks. It was 
further advanced that about 14 per cent 
of the checks now handled by banks are 
of the punch card type, and it was feared 
that the bottom row of holes on a punch 
card check would negate the magnetic 
ink characters if the two were located in 
the same area. 

In seeking a solution to this problem, 
the technical committee conducted inten- 
sive studies of punch card check activity 








in three cities. The results showed that | 


the majority of punch card checks do not 
contain more than 22 columns of punch- 
ing and that the exceptions are concen- 
trated in relatively few accounts. On the 
basis of these findings, it appeared possi- 
ble to confine punching on punch card 
checks to one area and encoding with 
magnetic ink characters to another. 

Suggest pre-printing. With this in 
view, the committee has recommended 
that “for all checks, except 80-column 
punch card checks, both pre-printing and 
post-printing should be confined to a band 
%-inch wide, located %-inch from the 
bottom edge’? and that “magnetic ink 
characters pre-printed on 80-column 
punch cards be positioned parallel and 
adjacent to the bottom edge, and below 
the 9’s punched hole position. Post-print- 
ing for these checks should be at the 
same location designated for other types 
of checks.” 

In addition to Mr. Kley, the members 
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She’s saving you 4 days 


HOW? She’s proving and sorting checks. 


LET’S SAY you’re one of our correspondents. 
YOU'VE SENT checks to us for clearing. 

WE PROVE totals, sort by city and banks... 
USING the most modern equipment available. 
YOUR CHECKS leave our bank the same day. 
WE AIR MAIL clearances to you direct. 

YOU SAVE time. Up to 4 days. 

OUR correspondent family is nation-wide. 
WE'LL BE GLAD to give you complete details. 
JUST ASK one of our officers to drop by. 

OR VISIT owr main office, 15th and Chestnut Sts. 


Banking since 1782 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


30 offices — Serving more people more ways than any other Philadelphia bank 


Member F.D.1.C. 
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of the technical committee are: Herbert 
R. Corey, vice-president, The First Na- 
tional Bank of Boston, Massachusetts; 
L. A. Erickson, vice-president, First 
National City Bank of New York, New 
York City; David H. Hinkel, assistant 
secretary, The First National Bank of 
Chicago, Illinois; Raymond C. Kolb, 
assistant vice-president, Mellon National 
Bank and Trust Company, Pittsburgh, 
Pennsylvania; Edward T. Shipley, audi- 
tor, Wachovia Bank and Trust Company, 
Winston-Salem, North Carolina; A. R. 
Zipf, assistant vice-president, Bank of 
America N.T. & S.A., San Francisco, 
California; and Melvin C. Miller, deputy 
manager, A.B.A., New York City, secre- 


| tary. 
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Bank’s Movies Boost Area, 
Gain Valuable Publicity 

Filmed reports by the Security-First 
National Bank of Los Angeles on various 
phases of California’s economic activity 
have reaped many promotional rewards 
during the past three years. 

At least once a month, the bank’s ad- 
vertising and publicity departments com- 
bine their talents and prepare one of the 
films. They have covered such diverse 
topics as department store sales, the 
boom in trailer living, the growth of 
the electronics industry, California-styled 
furniture, and mineral production. Sta- 
tistical information supplied by the re- 
search department is used to support the 
filmed report. 

The films and supporting copy are then 
released as news items to local TV out- 
lets in the form of one-minute film strips. 
The movies have helped educate the pub- 
lic and, at the same time, earned the 
bank credit for production of the ma- 
terial. 

The use of the film is on a news basis, 
as opposed to paid advertising, making 
the mention of the bank’s name highly 
effective. Also, the response of newsmen 
has been quite enthusiastic. 
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Invisible Door 

“The Breeze and I” may become the 
theme song of The Knickerbocker Fed- 
eral Savings and Loan Association, New 
York City, which has replaced its con- 
ventional entrance with an _ ingenious 
“Doorless Door.” 

The new device, a Swiss engineering 
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Test of “doorless door” 


development, creates a continuous air 
curtain at the door opening, insulating 
the interior of the office building against 
all outside weather conditions. 

In operation, the mechanism blows air 
down from above the doorway and it is 
drawn through a grating in the floor. 
People entering and leaving the building 
are not affected in any way by the gentle 
breeze of the air flow, according to Louis 
T. Boechte, president of the association. 

The “open door” policy is only main- 
tained during business hours. Thereafter, 
aluminum and glass doors slide out and 
are locked in place until the following 
morning. 
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Education. Training 
Are Different Functions 


Education is “know why” while train- 
ing is “know how.” Such was the text 
of a message delivered before the Eighth 
Southern Regional Convention of the Na- 
tional Association of Bank Auditors and 
Comptrollers in Oklahoma City, Okla- 
homa. The address was given by A. 
Gordon Bradt, second vice-president of 
the Continental Illinois National Bank 
& Trust Company, Chicago, Illinois, on 
“Staff Training—How and Why.” 

Citing the different concepts of edu- 
cation and of training, Mr. Brandt stated 
that training teaches an employee how to 
do a particular procedure, while educa- 
tion teaches him why it is being done. 
He added that unless an employee has 
the “know why” and the motivation that 
goes with it, he may accomplish little for 
himself and the bank. 

Mr. Bradt also urged bank manage- 
ment to get closer to their employees. 
“Employees he stated, are “hungry for 
such conversations” that concern their 
questions, mutual problems, their place 
in the bank and the future of their jobs. 

Finally, he pointed out the importance 
of stressing good public relations with 
bank tellers and other employees who 
deal with customers daily. 
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Publie Relations Contest 


Employees of The Lancaster County 
National Bank, Lancaster, Pennsylvania, 
recently received a thorough review of 
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WHICH ONE 
WORKS 
FOR YOU? 


Have you ever seen the embezzler’s second self? Most 
employers never do—until losses have been disco 
Both selves may be on your payroll, so it’s important 
covered for the defaulter’s EQ or EMBEZZLEMENT Quot 
That’s the total loss he can cause. Ask the Indemnity agent 
to show you a copy of our Portfolio of Protection for Banks. 


vered. 
to be 
IENT. 
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Protect what 
you have© 






INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


PHILADELPHIA 


One of a group of companies which are headed by 
insurance Company of North America, founded 1792, 











LOOK 
TO ABBOTT 


FOR COMPLETE 
BANKING EQUIPMENT 


CALENDARS 
AND DESK SETS 





A completely new line of decorator 
designed perpetual calendars and 
desk sets in satin finished brass or 
chrome, single and double faced 
calendars with or without pens. 
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BYVAL 


LATEST 3% 
DIVIDENI AR 


SIGNS 


Illuminated signs, beau- 
tifully hand-etched in 
plate glass. Standard 
engraved floor and 
counter signs. Name 
plates of all types. 


COIN COUNTING MACHINES 


Hi 





ABBOTT MODEL 49 


The world famous line of Abbott 
coin counting and sorting ma- 
chines in hand operated and heavy 
duty electric models. 


Also: Abbott quality coin wrappers, coin 
and currency trays, etc., etc. 


WRITE FOR COMPLETE CATALOG 


ABBOTT COIN COUNTER CO. 


143rd-144th STREETS & WALES AVE. 
NEW YORK 54,N. Y., U.S.A. 
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public relations through an essay contest 
on the subject “As Bankers, What Do We 
Owe the Public?” All entries were lim- 
ited to 300 words or less. 

In setting up the inexpensive contest, 
the bank noted that its public relations 
involves the whole staff, on the job and 
socially. All of its staff members, it 
added, are in the public relations depart- 
ment and it is important that they learn 
to do and say the right thing at the 
proper time. 

All staff members, except officers, di- 
rectors, solicitors and the editorial staff 
of the bank’s house organ, were eligible 
for the contest. First and second prize 
winners received $10 and $5, respectively. 
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**BanCall Kit?’ 


Every retail banking service can be 
conveniently pre-sorted in a novel, copy- 
righted envelope design called “BanCall 
Kit.” 

Developed as a customer-teller aid, the 
envelope contains six separate pockets. 
Each pocket is used for a different bank- 
ing function, such as: checks to be cashed, 
loan or mortgage payments, checking ac- 
count deposits, savings account deposits, 
Christmas Club or other special savings 
accounts, and papers to be deposited in 
a safe deposit box. 

According to the manufacturer, the kit 
not only saves the customer’s time but 
also helps the teller, for it eliminates 
confusion and fumbling in the sorting of 
money, deposit slips, and the like, at the 
bank. 

In addition, it is considered an excel- 
lent merchandising piece for selling 
banking’s many customer services. 

Produced by Koster, Dana and Barrell, 
Incorporated, 30 Broad Street, New York 
City, the kit is designed to handle the 
bank’s own imprint. The back of the en- 
velope details the many advantages of 
one-stop banking. 
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Robertson Bill Summary 


A 35-page booklet summarizing major 
provisions of the “Financial Institutions 
Act of 1957,” the bill approved March 21 
by the U.S. Senate, has been published 
by the American Bankers Association. 

The new booklet describes 58 sections 
of the pending legislation and states the 
position taken by the A.B.A. with respect 
to each section. It presents in readable 
form brief explanations of those pro- 
visions of the popularly known Robert- 
son Bill which would have the most di- 
rect effect upon the banking business. 

Copies of the booklet may be obtained 
by writing to the American Bankers 
Association, 730 15th Street, N.W., 
Washington 5, D.C. 
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Unusual Statements 


Interesting departures from the con- 
ventional statements of condition have 
been published by the New American 
Bank of Oshkosh, Wisconsin, and Wash- 
ington Federal Savings and Loan Asso- 
ciation of Miami Beach, Florida. 

















Meant to be heard 


Utilizing the common four by nine inch 
three-fold statement, the New American 
Bank statement is illustrated by exterior 
views of nine churches of the community. 

Washington Federal management chose 
a non-breakable, 78 rpm record to carry 
its year-end report to interested parties. 
The recording, cut on one side of the rec- 
ord, carries a message by Washington 
Columnist Drew Pearson on the associa- 
tion’s past and future. Volume figures on 
assets and liabilities are printed on the 
recording side of the record. The reverse 
side contains a personal message from 
officers of the association. 
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Reserve Bank Fellowships 


The first four “working fellowships” 
financed by the Federal Reserve Bank 
of Chicago, Chicago, Illinois, to graduate 
students from Midwestern universities 
were awarded in April. 

The awards, intended to promote ad- 
vanced study in money and banking in 
working with the problems of the na- 
tion’s central banking system, went to 
students at Michigan State University, 
University of Chicago and State Uni- 
versity of Iowa. 

The fellowships include alternate 
periods of work and study over a 15- 
month period, beginning this summer. 
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Workshops Urge 
Industry Expansion 

Several specific suggestions to stimu- 
late expansion of industries in local com- 
munities were presented to bankers and 
civic leaders recently at meetings held at 
Holton and Minneapolis, Kansas. 

The program outlined by the business 
development workshops included: em- 
phasis on the community’s planning for 
industry; the importance of an indus- 
trial survey; the creation or backing of 
a strong chamber of commerce; the use 
of clubs and merchant groups in setting 
up a program; continued investigation of 
school, hospital and highway needs; and 
a persistent campaign of selling the com- 
munity. 

Close cooperation between nearby 
towns to attract industry through area 
development was also recommended. 
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Knowing how to get things done in New York is a business in itself 


Is New York a bottleneck 
for you or your customers? 


Do you or your customers have problems tocommunications, fashion, finance, or other 
in clearing or forwarding freight coming markets centered in New York. Whatever 
from or destined for foreign ports? they are, you'll find it’s always a big help 
If you do, it’s no wonder, what with ex- to call your man at the Irving. He has the 
port declarations, foreign consular invoices, | know-how and contacts at his fingertips to 
insurance, letters of credit, customs regula- _ get right after your problem, for New York 
tions, quarantine regulations, marking and _is his special business. And he is always 
packaging requirements, appraisals, entry ready to help out-of-town bankers get the 
clearances, title documents to name a few. services they need for themselves or their 
—Or perhaps your problems are related customers in this highly specialized city. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $125,000,000 Total Assets over $1,500,000,000 
Ricuarp H. West, Chairman of the Board Grorce A. Murpny, President 
Domestic Banking Division—Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





May, 1957 


35 











largest companies 
use Peoples First 


banking services 


Their products range from alumi- 
num to atomic power plants... 
candy to chemicals . . . opticals 
to oil drilling equipment. 

Peoples First serves the diverse 
banking requirements of all these 
different industries . . . together 
with many others in Pittsburgh 
and throughout the country. _ 

With this broad background of 
experience in nearly all fields of 
industry, Peoples First is 
uniquely equipped to handle any 
correspondent service you require 
in the Pittsburgh area. 


PEOPLES FIRST 
NATIONAL 





ih, BANK & TRUST 
PEOPLES COMPANY 
FIRST Pittsburgh 30, Pa. 
Member F.D.I.C. 








Bank Services For Vacationing Customers 


By Verlie Forsyth 
The First National Bank in Fort Lauderdale, Fort Lauderdale, Florida 














“Your customers will travel, whether 
it’s to the east or west, to the north or 
south, and always uppermost in your 
mind is the thought, will they receive 
the same consideration and assistance to 
which they have become accustomed 
here at home?” 

This is the first sentence of a letter 
which The First National Bank in Fort 
Lauderdale, Florida, recently sent to 
some 2,500 bank presidents throughout 
the United States and Canada. And 
what was the reasoning behind the let- 
ter? It was the same reasoning that pre- 
vails for every bank: keep your customer 
happy wherever he may go. 

Banks help vacationing customers 
through the convenience of travelers 
cheques, letter of credit, and the like. 
They also write letters to banks in resort 
or vacation areas to arrange for check 
cashing privileges or other banking serv- 
ices for these customers. The resort area 
banks, meantime, feel that it is im- 
portant for the hometown bank to know 
more about the facilities available, and 
they go to great lengths to tell about 
their services. 

Introductory cards. The Security-First 
National Bank of Los Angeles sends out 
“introduction cards” to other banks. 
These cards are divided into three sec- 
tions. The upper part is addressed to 
Security-First National and is used by 
the out-of-state bank to introduce cus- 
tomers planning to use Security-First 
National banking services. The center 
portion is a wallet-size identification card 
for the out-of-state customer’s use. The 
third portion indicates what branches are 
to be affected; it is kept at the home 


office to facilitate keeping of records. 

Security-First National’s introductory 
cards are distributed with a circular en- 
titled, “A California Welcome for Your 
Customers.” The circular details how the 
cards are to be used and what benefits 
the out-of-state bank’s customers will 
enjoy by having the identification card at 
their disposal when they arrive in Cali- 
fornia. 

Bank of America uses a little packet 
idea that includes a card listing the Cali- 
fornia cities where branches are located, 
a card for the customer and a third card 
for the visited branch. 

Special form. The First National City 
Bank of New York City, in addition to 
letters to banks requesting check cashing 
privileges for specific customers, uses a 
special form for both foreign trips and 
travel within the United States. Made 
up in folder style, the form is addressed 
to representatives and correspondents in 
various countries that are listed. It has 
remarks concerning the customer or spe- 
cial requests. The bank numbers each 
letter of introduction and also indicates 
an expiration date. 

The Royal Bank of Canada with its 
more than 800 branches, paves the way in 
a well-organized program of taking care 
of not only its own customers, but the 
customers of other banks as well. One 
phase of the bank’s program is the pub- 
lication of such booklets as ““Handy Maps 
of London and Paris,” “A Booklet for 
Business Men Going to Canada,” “Cat- 
alogue of Royal Bank Services,” and a 
general pamphlet entitled, “Canada.” 

In Chicago, Continental Illinois Na- 
tional Bank and Trust Company will, if 


Some of the many banking aids that help vacationing customers 
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requested, write a special letter of in- 
troduction. In this letter, time and 
amount limits are specified to indicate 
the extent of the bank’s liability. Such 
letters incur possible liabilities, advises 
Second Vice-President Frank Richmond, 
Jr., who states, “We record them on our 
contingent liability ledger and watch for 
expiration dates on customers’ accounts.” 

Cardpak developments. In originating 
the customer introductory cardpak for 
The First National Bank in Fort Lauder- 
dale, we felt that the package would aid 
in simplifying the detail work necessary 
on the part of hometown banks. However, 
that first cardpak lacked completeness. 
In 1955, we hit upon the idea of the card 
combination which gives the customer a 
wallet-size card for personal identifica- 
tion upon arrival; the other portion of 
the card has space for any pertinent in- 
formation that the bank feels we should 
know to better serve its customers. We 
wanted to make all our friends aware of 
our services, so we decided to mail these 
cardpaks to some 5,000 bank officers in 
about 1,200 banks throughout the U.S. 
and Canada. 

Our cardpaks are sent out with an ac- 
companying folder titled, “You can’t go 
with ’em—but you sure can help ’em.” 
To this folder, we attach an officer’s call- 
ing card and then mail the compact unit 
to bank executives having positions sim- 
ilar to those of our officers. The returns 
made us realize that we had hit upon a 
unique way of helping our Northern 
friends in making banking “down our 
way” a little easier for their customers. 

No losses sustained. The First Na- 
tional Bank of Pompano Beach, Florida, 
uses our original cardpak in their cus- 
tomer solicitation. In the two _ short 
years of this bank’s existence, the serv- 
ice has been widely used and E. G. Stead- 
man, executive vice-president, writes: 
“Incidentally, we have yet to suffer a loss 
on any of these checks we have cashed.” 

The Sarasota Bank and Trust Com- 
pany, Sarasota, Florida, is another insti- 
tution that is making banking services 
available to tourists in our state. 

The identification card is really an 
“open sesame” to check cashing privi- 
leges for the vacationer or tourist. No 
more is the quizzical eyebrow raised, no 
minute scanning of the check to afford 
the visitor undue embarrassment, and no 
turning the wallet inside-out for means 
of identification. Now there is just a 


friendly, “Hello! We’ve been waiting | 


for you to drop in. Let me verify the sig- 
nature with our file.” After this initial 
introduction has taken place, our recep- 
tionist is then in a position to approve all 
future checks that the customer may 
wish to cash at the bank. 

Remember the customer. So, regard- 
less of where your customers, or our cus- 
tomers go, good public relations demands 
that we provide them with banking serv- 
ices, 

There are many banks throughout the 
country that have some special way of 
handling this particular problem of cus- 
tomer solicitation through check cashing 
and the like. The hometown banks pave 
the way in most instances. Consequent- 
ly, it’s good business to tell your banking 
friends that you are ready to help them 
help their customers. 
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New 4-second copy maker 
simplifies banking paperwork 
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New, low-cost machine gives you copies 
of trust transactions, reports, confidential 
data, etc., right when you need them. 


Modern simplicity and efficiency come to office copying with this 
brand new THERMO-FAX “‘Secretary’’ Copying Machine. All 
you do is place the written, typed, printed or drawn material you 
need copied on any of the five color-coded papers and feed both 


ec, 
& 
"Cnet 


into the machine. And, 4 fast sec- 
onds later, out comes the original 
and a ctisp, correct copy. No proof- 
reading. No smears. No wet spots. 
This new machine is fully All-Elec- 
tric . . . costs only $299*. Exclu- 
sive dry process copying method 
eliminates chemicals and special in- 
stallations. For full details on the 
fastest, lowest cost way to simplify 
paperwork in your office, send the 
coupon below today. 

*Suggested retail price 
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thermo-Fax 
COPYING PRODUCTS 





The terms THERMO-FAX and SECRETARY are trademarks of Minnesota Mining & Mfg. Co., St. Paul 
6, Minn. General Export: 99 Park Avenue, New York 16, N.Y. In Canada: P.O. Box 757, London, Ont 
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4 
Minnesota Mining & Manufacturing Company | 
Dept. KR-57, St. Paul 6, Minnesota | 
Send full details on the time-saving new THERMO-FAX “Secretary” | 
Copying Machine. | 
Name. ; 
Bank | 
Address 
City. Zone State. | 
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New and Remodeled Bank Interiors Stress Beauty and Functionalism 


Bankers turn to maximum utility of space for customers and employees, in modern approach to lobby design | 
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Bank Building Corp. of America Bank Building Corp. of America 


Danville, Pa. Wear-resistant, three-foot vinyl tile Kalamazoo, Mich. The Crosstown Parkway branch of the First 
runners are among interior improvements at the National Bank and Trust Company features a completely- 
remodeled First National Bank. Note effective va- carpeted lobby with a customer’s lounge. It has 11 teller cages. 


riety obtained by contrasting color scheme 


Main floor has an employees’ lounge and community room 
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New York, N.Y. Terrazzo flooring and a luminous plastic ceiling Richmond, Va. Escalators, four drive-in tellers win- 
dramatize the main lobby of Dollar Savings Bank’s new 170th dows and a sidewalk teller window are among the 
Street Office. Stairway leads to safe deposit vault, employee’s features at the Southern Bank and Trust Company’s 
locker rooms, lounge and building service facilities downstairs recently-completed headquarters building 











Bank Building Corp. of America 


Evansville, Ind. The brick interior wall accentuates the Lewiston, Ida. The new Lewiston Office of The Idaho 
modern motif in the West Side branch of The Citizens Na- First National Bank combines combed aluminum rail- 
tional Bank. Office has two drive-in tellers windows ings with black walnut fixtures in its spacious lobby 

















St. Louis, Mo. A new addition to house the commercial de- New Hartford, N.Y. Remodeled quarters of this branch 

partment of The North St. Louis Trust Company highlights of The Oneida National Bank and Trust Company of 

the use of stone in contrast to smooth, modern fixtures and Utica offer an enlarged, modern lobby with low tellers 

walls. Compact, accessible check desks add to modern look cages. Officers area and workroom were expanded 
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Bank Building Corp. of America 


Garnett, Kans. The unique use of Roman brick, plaster and 
modern walnut fixtures present a unified area concept in the 
lobby area of the remodeled Garnett State Savings Bank. Sus- 
pended check desks and bright drapes accentuate spaciousness 








as 


Woodward, Okla. Walnut paneling and fixtures add 





Cincinnati, O. The new Walnut Hills branch of The Provident 





Manchester, N.H. The enlargea lobby area highlights 
complete renovation of the Amoskeag Bank Building, 
housing The Amoskeag National Bank and the Amos- 
keag Savings Bank. Drive-in windows were added 





utility to remodeled quarters of The Bank of Wood- Savings Bank and Trust Company has 11 teller cages and a 
ward. The bookkeeping area was moved upstairs to closed television circuit to its drive-in window. A drop 


gain needed space in the modernized lobby area 









Bank Building Corp. 


and new lighting were included in the bank’s remodeling 





Bank Building Corp. of America 
Fairfield, Conn. The interior of the new Peoples Savings Bank 


of Bridgeport branch is carpeted except for work areas. The 
curved, sloping wood counters accommodate six teller stations 
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of America 
Newark, N.J. Marble fixtures and wainscoting dominate the 
interior of The United States Savings Bank. Steel back counters 





ceiling concentrates light on the tellers’ working area 

















Laurel, Del. The recently remodeled and expanded 
office of The Sussex Trust Company features low, 
modern teller counters and marble deal plates. 
Splayed corners provide customer convenience 
and maximum privacy. Note clever blending of 
contrasting colors in highly functional work and 
lobby areas. Space-saving check desk at left har- 
monizes with the other lobby furnishings 
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*An average, based on total transactions last year 


--.a seller makes a sale, a buyer makes a buy 


in the big high-speed Government bond market at the 
Continental Illinois 


Government bonds turn over like hotcakes here at the Continental Illinois. 
When you phone us to sell, the chances are the sale will be made before 
you hang up. When you phone us to buy, we’ll probably have what you 
want “‘in stock”’ or close by. 

This is one of the largest primary markets for U. S. Governments in the 
world. It is used freely by our customers, our correspondents, and their 
customers. Why don’t you try us? Phone STate 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Member Federal Deposit Insurance Corporation 


40 Burroughs Clearing House 














use 








BURROUGHS CLEARING HOUSE, scax. 1957 





Tellers receive guided practice in dealing with customer types such as these 
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The bank’s window people, thanks to some advanced training 
techniques. have developed new skill in handling customers 


OMEONE raised a challenging 
question in a meeting of top man- 
agement a couple of years ago. He 

wanted to know “Are our people 
vetting all the help they need in their 
efforts to enhance our reputation as 
The Friendly Bank’? Isn’t it our re- 
sponsibility not only to encourage them 
but also to find ways to help them im- 
prove their efforts?” 

An immediate consequence was that 
the bank retained public opinion 
experts to make a survey among cus- 
omers of the bank. The survey com- 
»ined random interviews and repre- 
entative sampling. The _ resultant 
‘eport confirmed our belief that our 
ank is very well regarded, but it gave 
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By 
HAROLD F. MOELLER 
Executive Vice-President, 


The Chase Manhattan Bank, 
New York 15, New York 


us no basis for real complacency. 
For the purposes of this article we 
can disregard comments that did not 
bear upon human relations. Most 
customers gave us a pat on the back 
for staff performance. But there was 
more than a scattering of adverse 
comments about treatment received in 
dealing with Chase Manhattan people. 
Many considered other banks just as 
friendly. Yes, we had a competitive 
edge—but it needed sharpening. 


Since four out of five bank custom- 
ers deal solely or usually with tellers, 
it seemed clear that the best start on 
improving our customer relations 
would be to enlist the help of our win- 
dow personnel. Also, the steadily in- 
creasing importance of consumer 
banking makes the teller an ever more 
vital member of the banking team. 

The criticisms fell into definite pat- 
terns. To call them by their proper 
names without sugar coating, some 


were: impersonal treatment, indif- 
ference to the customer’s_prob- 
lem, unfriendly attitude, inatten- 


tion, apparent disinterest. With due 
allowance for crotchety customers in 
the sample surveyed, we recognized 
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WHAT GOOD TELLERS OO 


i. GREET THE CUSTOMER PROMPTLY 
ik A TRIENDLY MANNER 
2 DETERMINE THE SITUATION 
3. DECIDE wHaT Must BE DONE 
BY THE TELLER 


BY THE CUSTOMER 











A training session: customer appears on screen, tellers take turns handling problem involved 


the possibility of these criticisms 
being justified. 

Clearly the situation demonstrated 
a need for teller training. The assign- 
ment was handed to the personnel 
administration training staff, with in- 
structions to block out a program 
for management’s consideration. When 
the program was approved, the train- 
ing staff worked it out in full detail 
with the aid of audio-visual experts, 
namely Seminar Films, Inc. The actual 
working tools around which the pro- 
gram was developed are a sound film, 
“For Greater Usefulness,” that shows 
people in the bank at their daily work 
handling customers with professional 
skill, plus a set of loop films that shows 
typical window situations, all of which 
will be explained more fully later in 
this article. 


UR bank’s training activities are 
predicated upon the basic policy 
that training is primarily a responsi- 
bility of the line management. The 
staff is here to help the line people. The 
end purpose of all our training is to 
bring about a desired change in the be- 
havior of the trainee. The change oc- 
curs when the trainee begins doing the 
job in the better way. Therefore we 
emphasize a built-in follow-up to make 
sure each individual utilizes what is 
learned. This requires the active sup- 
port of management at all levels. 
When the teller training program 
Was ready in every respect, it first 
was shown to all management people 
concerned. They observed the mate- 
rials to be used and the methods of 
instruction. We stressed too, the fol- 
low-up upon which the actual results 
depend. Enthusiasm thus generated in 
the official and supervisory staff as- 
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sured management backing through- 
out all phases of the program. 

Next step was to train a corps of 
group leaders. Selected operating offi- 
cers were given intensive training. 
Each received a leader’s guide, or 
manual, of 70-odd pages. 

With leaders ready, we got under 
way. Training was by the conference- 
discussion method, with ten to twelve 
tellers in a group. Each group was 
chosen with the intention of providing 
a cross-section of the total teller force 
as respects age, service, and other 
characteristics. Incidentally, the diffi- 
culties of scheduling a set of tellers 
into such a group, giving due weight 
to differences in peak times at various 
locations, can hardly be exaggerated. 


The 90 minute sessions started at 
9:15 a.m. We set up several training 
rooms at the head office and in 
branches well distributed through our 
territory. Tellers were assigned to 
groups close to their home bases. 

It should be emphasized this pro- 
gram was based on our conviction that 
handling customers is not an un- 
changeable inborn attribute, but a 
skill that can be acquired and improved 
by conscious study of the art. Since 
people in general strongly believe that 
if you don’t get along with folks, well, 
you just don’t, this was a hurdle to 
overcome. We first had to change this 
attitude, then work on the skill in 
human relations. 

Here is the pattern: at the outset of 


Officers were briefed on program, their support enlisted 


For management group, Mr. Moeller (standing, left) launches demonstration of the 
program by Assistant Vice-President Harold B. Coburn (right), training officer 
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Operations officers were group leaders, used this manual 






TELLER TRAINING PROGRAM 
Leader’s Manual 





Window People Training Program 


Manual for 


CORRESPONDENT BANKS 


















Condensed manual version sent to correspondent banks 


Basic tenet: ability to handle customers is not an inborn trait, but a skill that can be acquired 


the first meeting, the group leader in- 
troduced a vice-president, who assures 
the group of management’s support 
for the program and requests full co- 
operation. He then withdraws leaving 
the leader to carry on. 


HE leader lays the groundwork for 

the subsequent sessions in which 
the tellers do most of the work. He tells 
the members the program is designed 
to “enable you window people to give 
exceptionally fine service to our cus- 
tomers,” and develops agreement that 
“as you improve your own abilities 
for the greater usefulness of the bank 
you increase your own value.”’ 

He guides their discussion toward 
the conclusion that if all of us in our 
contacts with customers would stress 
friendliness more people would prefer 
to do business with us. He strives to 
get everyone thinking together that 
this can be accomplished by improving 
our skill in human relations. 

At this point the sound film is shown 
and discussed. Its purpose is to help 
the group visualize the importance of 
people, that our bank is people, our 
customers are people, and handling 
people skillfully makes for our success. 
The film says nothing about the serv- 
ices we offer nor about the mechanics 
of anyone’s work. Rather it brings 
out friendliness as an effective method 
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of bank competition and one in which 
the teller is a key man. 

After the film, the leader makes the 
point that skill in handling people, 
like golf, can be improved best by 
guided practice. Each member of the 
group joins in establishing what can 
be agreed on as guidelines. The leader 
uses a flip chart to establish what good 
tellers do. It notes that they: 1. Greet 
the customer promptly in a friendly 
manner. 2. Determine the situation. 
3. Decide what must be done, by the 
teller, by the customer. 4. Get it done, 
pleasantly. 5. Close on a friendly note. 

Then the leader guides the dis- 
cussion into the “how” of performing 
the following five basic steps: 

1. How to greet a customer: Speak 
pleasantly; appear friendly; use cus- 
tomer’s name if possible. 

2. How to determine the situation: 
Listen alertly; give all your attention; 
study the transaction carefully; ob- 
serve the customer; work out best way 
to get the facts, check carefully what 
banking problem is involved, any miss- 
ing facts, does customer understand 
the problem, what are his feelings, 
does he need other service? 

3. How to decide what must be 
done: Choose best solution to the prob- 
lem; use good judgment; if necessary, 
consider to whom the customer should 
be referred; select points needing 


further explanation; consider custom- 
er’s feelings. 

4. How to get it done: Explain care- 
fully, speak customer’s language; 
make sure he understands the situa- 
tion and your attitude; speak pleas- 
antly; appear friendly; do your part 
promptly; be customer-centered; see 
his viewpoint; stress his advantage; 
work in his interest. 

5. How to close on a friendly note: 
Speak pleasantly ; appear friendly; use 
customer’s name. 

Agreement is developed that in es- 
sence the guidelines mean: Treat the 
customer as you like to be treated. 
When he has a problem or needs an- 
other service, convince him you are his 
friend—‘“get on the customer’s side 
of the counter.” 

When these points have been estab- 
lished, the first session is ended. In 
the entire program, the leader is truly 
a leader, not a lecturer. He is not 
telling the group; he is leading the 
discussion, keeping it on the track 
and going in the direction that leads 
to the desired conclusions. But the 
group members make their own con- 
clusion based on their own experiences. 
In this way, they learn with and from 
each other. 

Session 2 opens with a brief review. 
Now that the guidelines have been 
See HUMAN RELATIONS FOR TELLERS—Page 100 
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Branching privileges, new holding companies, 
legal challenges, and moves to national 
charters are seen to be involved 


Mill State Bank bans - 
fo roning Fressures: 


ation of bankers a test seems 
to be in the cards, maybe this 
year, maybe next, on the question 
of how far States may go in pre- 
venting the expansion of nation- 
ally chartered banking institutions 
where such expansion is in conflict 
with State laws. 
The test may be postponed by a 
liberalization of State laws which 


| er the first time in this gener- 


- will permit banking, virtually the 


only segment of industry that is 
allotted the areas in which it may 
do business, to follow customers 
into suburban areas and jump 
county lines. If State laws are not 
changed or are even made more re- 
strictive, they are going to be chal- 
lenged. 

If the States lose, their banking 
laws will have to be hurriedly re- 
vised to check a wholesale exodus 
of State regulated banks to the 
more liberal federal field. If they 
win, pressure will build up further 
for State law changes. 

National banks, operating under 
laws and regulations that generally 
are more conservative than are 
State laws, have found in recent 
years a more or less comfortable 
basis for coexistence with State 
banks under the general rule that 
they can do in most vital cases what 
State banks can do in the matter of 
branching, merging, and_ several 
other things. State chartered banks 
and State chartered savings banks 
are increasingly faced with the 
danger that, one of these days, they 
can’t do what federally chartered 


*Mr. Tyng, an associate editor of the New 
York Journal of Commerce, has made a spe- 
cial study of this timely, important subject. 
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By 
ED TYNG* 


institutions can do, or perhaps can 
do. It is small wonder that there 
has been such increased interest in 
federal charters. 

The need for metropolitan banks 
in big cities, where both individuals 
and industries are moving to sub- 
urbs, to expand into populous terri- 
tories surrounding them is easily 
demonstrable. For many years 
country and small city banks have 
been growing much faster than 
have the city institutions long con- 
fined within county and adjacent or 
“contiguous” county lines. The big 
city banks have tried to maintain 
relative positions by mergers, where 


State restrictive laws have pre- 
vented other and more natural 
expansion. 


Possible Solutions 


Widening the areas of districts 
in which banks now are confined 
probably would meet the problem 
for several years and would obvi- 
ate pressure for Statewide branch 
banking in those States which still 
are resolutely opposed to it. This 
was the objective of a most deter- 
mined effort by banks in New York 
State at the 1957 session of the 
Legislature, but it failed. 

Group banking through holding 
companies is another‘solution which 
has met even more determined op- 
position in many States. Group 
banking differs from branch bank- 
ing in that the identities of the 
component banks in a holding com- 
pany system are maintained and 








( 





even strengthened; in branch bank- 
ing the component parts lose their 
identity to become offices of one 
bank. 

Without discussing the relative 
merits of the systems, which differ 
according to the areas to be served, 
it may be noted that there has come 
about a complete change in concep- 
tions of bank holding companies. 

The change dates from enact- 
ment of the Federal Bank Holding 
Company Act of 1956. Conceived 
and advocated first as a means of 
regulating the growth of such com- 
panies under State laws in the Far 
West, the law as finally passed pro- 
vided for federal charters, through 
the Federal Reserve Board, for new 
and existing holding companies. 
Congress said, in effect, that bank 
holding companies, duly regulated 
by the Reserve Board, were in the 
public interest. 

It also said that nothing in the 
new law would contravene any State 
measure restricting such com- 
panies, or any State measure to be 
enacted. It is on the basis of an 
interpretation of this proviso that 
many States have forbidden, or are 
about to forbid, the formation and 
operation of bank holding com- 
panies. States which already have 
such holding companies which have 
been guilty of no abuses are re- 
stricting their further growth, 
freezing them in a status quo. 

If the Federal Reserve Board 
should sanction a holding company 
controlling banks in two or more 
counties, finding no anti-trust or 
other reason to deny such an appli- 
cation, the way would then be open 
for a challenge of State laws. A 
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state law forbidding holding com- 
panies already has been held un- 
constitutional by an Illinois State 
court and is now on appeal to that 
State’s Supreme Court. The Illinois 
case is believed not to apply to spe- 
cific situations in other States, so 
that even if the Illinois Supreme 
Court upholds the lower court, the 
ruling may not be a decisive one. 
That would mean further tests in 
other States along parallel but indi- 
vidually different lines and eventu- 
ally a review by the United States 
Supreme Court. 


Change in Status 


The outstanding feature of the 
Federal Bank Holding Company Act 
is that for the first time in nearly 
30 years bank holding companies 
have become recognized as a respec- 
table division of the banking busi- 
ness, with clear provisions for their 
getting born, operating and expand- 
ing as needs arise. Formerly they 
were State enterprises, with their 
legal status often in doubt, forever 
threatened with a “death sentence’”’ 
and with much doubt as to what 
agency or agencies, Federal or 
State, were charged with the duty 
and power of overseeing and regu- 
lating them. The Reserve Board, in 
consultation with other bank regu- 
latory agencies and State banking 
departments, now has the exclusive 
regulatory power over them. 

What has raised the issue of pos- 
sible conflict between national and 
State authority is the application 
of the First National City Bank of 
New York for a charter for the 
First New York Corporation, a 
holding company that would control 
the First National City, its affiliate 
the City Bank Farmers Trust Com- 
pany, and the County Trust Com- 
pany, the largest bank in West- 
chester County, adjoining New 
York. New York banks cannot now 
have offices in Westchester. 

An integral part of the First Na- 
tional City plan is to nationalize the 
City Bank Farmers Trust Company 
and the County Trust Company. As 
national banks, all three units of the 
proposed First New York Corpora- 
tion could challenge some forms of 
State restriction. 


“Constitutional Questions” 

It is not to be supposed that the 
challenge will come without long 
study and research, including the 
most extensive legal examination of 
all precedents. Also, since legal 
action might take even longer than 
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would a successful effort to change 
State laws, it may be found more 
feasible patiently to await a more 
liberal attitude by New York State. 
This may come about in 1958 after 
a special Joint Legislative Commit- 
tee now working on revision of 
New York’s banking laws comes up 
with its report and findings of fact. 

Another barrier to hasty legal 
testing of the issue is the necessity 
for getting federal charters and 
then doing something overt to chal- 
lenge State laws as a basis for liti- 
gation. The barrier laws of New 
York and other States provide fines 
of $5,000 daily for such acts in 
contravention of State law. 

Now we come to the “grave con- 
stitutional questions” which many 
top bankers have said are inherent 
in the controversies that have 
arisen. Nobody yet has explained 
them in detail. But the explanation 
runs something like this: 

Most constitutional lawyers will 
say that when Congress moves into 
a particular field and thereby pre- 
empts it, it is not within the power 
of a State to take away or limit the 
application of the Federal laws so 
enacted. There was the recent case 
in which the Franklin National 
Bank of Long Island won for New 
York banks the right to use the word 
“savings” as descriptive of what 
up to then were thrift deposits. It 
was held that since national banks 
were authorized by Congress to 
take deposits, including savings, the 
State of New York could not take 


away that power by saying that 
only mutual savings banks could 
describe their deposits as “sav- 
ings.” 

The Bank Holding Company Act 
of 1956 represented occupation of 
that particular field by the Con- 
gress. Section 7 purports to declare 
that the act does not take away any 
rights a State now has or may here- 
after have, but some lawyers hold 
that it is merely a statement of fact 
that it does not bar any constitu- 
tional rights a State may have, 
nothing more. Certainly it is in 
contrast to section 3D of the same 
act which prevents acquisition of 
banks by holding companies across 
State lines unless affirmatively ap- 
proved by States. Note particularly 
that section 7 did not grant specific 
power to States to veto. Also to be 
noted is the provision that while 
the Federal Reserve Board must 
give notice to States of various ac- 
tions it may take under the holding 
company act, there is no obligation 
upon the Reserve Board to heed 
State objections. To summarize, the 
validity of the States’ assumption 
that they have prohibitory powers 
under the holding company law may 
be successfully questioned. 


Legal Precedents 
However valid may be_ these 
arguments in questioning State 
rights under the holding company 
law, it will not be necessary merely 
to make a case on those. There are 
See STATE BANKING LAWS—Page 106 
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Why. out of 2,400 farmers in the county, 
1.900 are customers of this bank 


AWAND- 


1) 


UR NAME marks us as a farm 

bank. Half a century ago, the 

bank was named for the long 
staple sea island cotton which then was 
the mainstay of our county’s economy. 
In the interval, the region’s crops have 
changed, but the bank’s function in 
our farming community remains es- 
sentially the same. 

We like to feel that our county’s 
transition from precarious dependence 
upon a single cash crop to its present 
prosperous, diversified agriculture has 
been speeded and smoothed by the aid 
extended by the bank. In consequence 
of the improvement, of course, the 
community in general and the bank in 
particular have enjoyed their full 





Wl 


— 


By 
¢. B. MeALLISTER 


President, Sea Island Bank, 
Statesboro, Georgia 


share of the over-all gains realized. 

We cannot put a finger upon the 
precise incident or instant when this 
bank undertook an active program of 
fostering better agricultural practices 
hereabouts. Probably we always have 
done this to some extent, if only be- 
cause a farm-reared banker cannot 
refrain from giving a customer a push 
in the right direction when he sees an 
opportunity to be helpful. But the 
habit eventually developed into a 








conscious policy, and then into the 
program that we actively pursue today. 

A good many years ago we found 
out that the best way to get authorita- 
tive information on a farmer’s loan 
application is to go out to his farm 
and look it over along with him. Prob- 
ably the strongest push we got in that 
direction came from a local farm 
machinery dealer whose deals we 
financed, with never the slightest dif- 
ficulty in collecting from his cus- 
tomers. One day I asked him, “Just 
how do you judge your farm credits 
so successfully? You certainly hold a 
higher level of credit judgment than 
we at the bank can maintain?” 

“It’s mighty simple,” he told me, in 


With this coveted honor, “Sea Island” joins a select company of outstanding Georgia banks 
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AGRICULTURAL MEMORIAL AWARD 


The agricultural program described ; 
by Mr. McAllister earned for Sea 
Island Bank this year’s Robert Strick- 
land Agricultural Memorial Award. 
This is given annually by the Trust 
Company of Georgia, Atlanta, to a 
bank selected by farm experts for dis- 
tinguished service to agriculture. 

Winners of this award have been: 

First National Bank 

a Wp... 5 So ee ks se es 1947 

The Farmers Bank, Monroe 1948 

First National Bank 


of Cartersville. ........... 1949 
Bank of Screven County, ; 
PWN 5 oo i oes 1950 
The Commercial National | 
Bank, Cedartown......... 1951 
Washington Loan and | 
Banking Company........ 1952 
Citizens Bank, Vienna..... 1953 

The First National Bank, 

TRIO oe os i xe oa 1954 

Alma Exchange Bank, Alma 1955 

Sea Island Bank......... 1956 
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President McAllister 


Ty pifying the transition 


the days before farms had electric or 
gas kitchen ranges. “I just look at the 
farmer’s woodpile. If there’s always a 
good-sized pile of stove-length pieces, 
all split and drying, ready to be carried 
into the kitchen, I know he’s a man to 
rely on. If there is no wood cut, just 
some logs with a rusty axe leaning 
against them, I wouldn’t trust that 
fellow for a dollar. If a man won’t 
trouble himself to keep plenty of good 
stovewood for the woman he’s obli- 
gated to for cooking his meals and 
looking after him, I certainly can’t 
expect him to trouble himself to keep 
up his payments to me, practically a 
stranger to him.” 

In the course of going out to “look 
at woodpiles,” we inevitably observe a 
good many ways to help the farmer 
make money. Through the years we 
have nudged many a Bulloch County 
farmer into planting trees on an 
eroded field, adding beef cattle to 
round out his activities, buying port- 
able irrigation pipe and pump and 
constructing a series of farm ponds 
to guard against drought conditions. 
Much of this was done before we set 
up anything we could dignify by call- 
ing it a formal program. For a long 
while, such work was handled by our 
bank officers as an added activity be- 
yond their ordinary banking duties. 

Eventually we decided to add a 
specialist for extending and improving 
this side of our institution’s work. It 
was easier to make the decision than 
to find the right man. We required 
someone with the general ability and 
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(left) and R. W. Williams (right), 


é4 





horse-sense to become a good banker, 
for we had no intention of keeping our 
farm department in a specialized niche 
separate from our banking functions. 
At the same time, the basic require- 
ment was a sound technical training 
in scientific agriculture. We likewise 
needed someone experienced in work- 
ing with farm groups and, preferably, 
with other farm agencies. 


T TOOK us more than two years to 

locate such a man. Since then, we 
have built him and his activities into 
the bank’s organization. Now, after 
this has been going on for several 
years, the community looks to our 
institution as one of the principal 
sources of farm progress, and we look 


bank’s farm agent, admire customer’s purebred Herefords 





to more diversified farm programs, a trend greatly expedited by the bank 


to farming for an even greater share 
of .our total earnings than before. 

In recent years, we have averaged 
somewhat above $1,000,000 in farm 
loans of various kinds. During 1956 
we made a total of 1,471 farm loans 
to farmers and to 4-H and F.F.A. 
members. 

Our collection experience with farm 
credit has been uniformly good. Two 
years ago, our area suffered the most 
damaging drought within recent dec- 
ades. Many a field of corn or cotton or 
peanuts was not worth harvesting. Yet 
our collection loss following that catas- 
trophe was less than % per cent, which 
is by far the worst we have experi- 
enced within the past 25 years. 

At the heart of our farm program 


The bank was named for a type of cotton, once the area mainstay 
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is what we call our “‘trade information 
policy.” The word “trade” is used here 
in the sense of “swap.” We operate 
with the various agricultural agencies 
in the county on a reciprocal arrange- 
ment by which they keep us informed 
as to any changes in their programs 
and we, in turn, keep them informed 
as to any changes in our loaning 
policies. 

From time to time, when some prob- 
lem of mutual interest arises, the 
various farm agencies meet with us 
to talk it over and work out a mutually 
satisfactory solution. Personal consul- 
tations between representatives of the 
yarious agencies and bank officials 
occur frequently. Last year we kept 
count and discovered that there were 
37 such sessions. 

Twice during the past year the bank 
has been host at dinner meetings to 
all the agricultural agencies and to the 
county agricultural program planning 
committee. This committee is com- 
posed of farm leaders, both men and 
women, from every community in the 
county. The outcome of these meetings 
has been a unified county agricultural 
program, 


NATURAL consequence of this 

relationship is that farmers come 
into the bank every day to talk over in- 
dividual situations. The county has 
just under 2,400 farmers. Of these, 
1,900 are customers of our bank. Dur- 
ing the past year, between farmers 
visiting us and our calls on farmers, 
we talked with 1,214 of our farmer 
customers. In every one of these con- 
tacts, we urged the farmers to make 
use of the programs and services avail- 
able to them through the various agen- 
cies. We explained Social Security reg- 
ulations to 671 farmers, and assisted 
711 farmers with farm records. We 











The bank constantly “swaps’’ ideas with farm agency people 


made out and analyzed 509 financial 
statements for farmers, pointing out 
their strong and weak points. 

Our farm agent, because of his tech- 
nical background and his close cooper- 
ation with the farm agencies, is fre- 
quently drafted for specific projects 
undertaken by the agencies. For ex- 
ample, he talked to some 800 farmers 
in six group meetings on soil and 
water conservation, as part of educa- 
tional programs being conducted in 
the county by the Soil Conservation 
and Extension services. He cooperated 
with the county agent in arranging 
12 educational meetings that dealt 
with tobacco, cotton, corn, peanuts, 
small grain, and soybeans. These con- 
tacts not only gain stature for the 
bank among the farmers, but they also 
rather naturally direct the farmers’ 
attention to this bank as a source of 
loans when needed for projects stem- 
ming from these programs. 

Quite frankly, we do everything we 
can to bring farmers into the bank. 
One effective method is that we pro- 
vide a rack in the lobby containing 
strong paper sacks in which soil sam- 


“We do everything we can to bring farmers into the bank” 


Trees are a major local crop; this exhibit applies directly to the area 
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ples can be mailed for analysis. We 
also supply these bags to farm agencies 
working in this field, so that they can 
distribute them. Last year we gave out 
more than 5,000 to farmers. Practi- 
cally every one of these represents a 
soil analysis actually made, and pre- 
sumably a soil analysis leads in most 
instances to corrective action by the 
farmer. Therefore, the bank had at 
least a finger in bringing about several 
thousand soil improvement projects in 
the county during a single year. 

When opportunity arises, we place 
interesting exhibits in the bank lobby. 
In cooperation with the state forestry 
department, we showed a forestry ex- 
hibit for a full week, drawing a steady 
stream of interested farmers. Trees 
are a major crop here, and good for- 
estry is of maximum importance. When 
we offered the lobby space, the forestry 
folks made up a special exhibit that 
directly applies to this county and the 
farm woods areas here. They also sup- 
plied a competent man to stay with 
the exhibit to answer questions and 
explain it. The results were very in- 
teresting. A farmer would saunter up 
to a display board, examine the cross 
section of a damaged tree, then ask 
a question. The forestry man would 
answer his question, elaborate a little. 
There would be more questions. Be- 
fore the subject was completed, his 
audience would have grown to half 
a dozen or more. 


T THE beginning of last year we 
built a bulletin display rack and 
placed it in the lobby of the bank. Bank 
tellers and personnel in the farm loan 
department keep informed on what the 
rack contains, and they frequently in- 
vite farmers to help themselves to this 
material. Material for the rack is gen- 
erally selected in cooperation with the 
county agent, so that it represents in- 
formation that fits into his program 
for the area. We also mail out bulletins 
and pamphlets that we believe will be 
helpful to farmers. All told, last yea 
we distributed from our rack and by 
mail more than 18,000 printed pieces 
See AWARD-WINNING PROGRAM—Page 109 
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A threat to adequate supervision 


of the nation’s banks 


ACED with an increasingly criti- 

cal shortage of bank examiners, 

not long ago the State of New 
York scheduled its third emergency 
civil service examination for the posi- 
tion in less than fourteen months. 
Fewer than a _ hundred applicants 
appeared; only fifty-one registered 
passing grades; and when appoint- 
ments were eventually made, more 
than one-third of those who had 
qualified turned down public employ- 
ment, preferring instead to accept 
offers made to them by business and 
industrial concerns. 

Commented a harried state bank- 
ing official: “I just don’t know what 
we’re going to do. The situation seems 
to be deteriorating steadily and it 
is becoming more and more difficult to 
uncover enough well trained personnel 
to meet our needs. Something will 
have to be done—and it will have to 
be done quickly—if our bank examina- 
tion system is not to break down for 
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want of qualified experts to carry out 
its various functions.” 

Serious though its examiner prob- 
lem may be, however, New York is far 
from alone in its present predicament. 
All over the nation, bank super- 
visory agencies are facing tremendous 
obstacles in their attempts to carry 
out their duties. For example, only 
recently, referring to the situation in 
his area, Wisconsin Deputy Bank Com- 
missioner W. E. Nuesse reported that 
as a result of the shortage of examin- 
ers confronting him, his department 
has been unable for several years to 
carry out the required annual inspec- 
tion of 75 banks in the state. More- 
over, he announced, he has asked for 
permission to reduce the frequency of 
these examinations to once in every 
18 months, until it is possible to re- 
sume a normal inspection schedule. 
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“We’re really up against it,” he ex- 
plained. “Without additional help, this 
agency cannot function properly and 
cannot perform the activities expected 
of it. That help has not been forth- 
coming in recent years and will prob- 
ably be most difficult to obtain for 
quite some time to come.” 

Meanwhile, in Sacramento, Cali- 
fornia officials are being confronted 
with similar problems. Formerly ex- 
tremely proud of the efficiency and 
the thoroughness with which it super- 
vised its banks, the state has been 
forced to curtail its examinations and 
other work drastically—and still fur- 
ther cuts are in prospect. And in Penn- 
sylvania, Harrisburg points out that 
while, thus far, it has managed to meet 
its bank examiner needs, most of the 
men serving with its inspection unit 
have reached, or passed, retirement 
age and that replacements have not 
been found. 


Vermont, Maine, Virginia, Texas, 


The article cites views of supervisory leaders on the problems involved, and indicated solutions 
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One Possible Solution: 
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designated banks. 


Department. 





NEW YORK'S EXAMINER TRAINEE PROGRAM 


. Eligibility is limited to college seniors who expect to graduate this June. 

. Candidates were selected by competitive examination held in March. 

. The training program will last a full two years, starting this July. 

. The first year will be devoted entirely to on-the-job training in one of several 


5. Here the trainee will study and participate in the detailed work and operation 
of the bank, with guidance provided by an experienced member of the institu- 
tion’s staff under a curriculum provided by the New York State Banking 


6. Included in the training will be such fundamental operations as proof and | 
transit, demand ledgers, commercial tellers, savings, loan cage, installment | 
loans, credit files, general ledger, investment functions, auditing, trusts. 

7. The trainee’s second year will be spent in a district office of the Banking 
Department, learning the fundamentals of bank examining. 

8. For the first year, the trainee’s salary will be $4,028; for the second, $4,228. 

9. Upon satisfactory completion of the program, the trainee will be appointed a 
junior bank examiner at a salary of $4,430. 

10. However, in about 18 months after the start of the training, an appointee will 
be eligible to compete in a promotion test for bank examiner. This position 
carries an annual salary of $5,390 to $6,620. 











A new “earn while you learn” plan for college graduates 


and Washington also report growing 
shortages, while in Florida and Loui- 
siana, the lack of trained bank exami- 
ners has already done considerable 
damage to the supervisory work done 
by agencies in those states. 

A study conducted in New York 
by a group of private bank officials, not 
long ago, found that financial rewards 
and opportunities in state bank super- 
visory departments have failed to keep 
pace with the times. 


T THE beginning of this century, 

there was no shortage of bank ex- 
aminers, for the simple reason that ap- 
plicants were offered excellent salaries 
and a chance to climb. In 1910, for 
example, a top examiner was earning 
close to $5,500 annually, at a time 
when the sum still really meant some- 
thing. 

In the four decades that have en- 
sued, however, when compared with 
the immense strides taken by other 
professions, the gains registered by 
examiners have been relatively small. 
The cost of living and taxes, on the 
other hand, have skyrocketed. 

Nevertheless, while his financial re- 
wards have not kept up with the 
changing times, the demands being 
made on the typical examiner have 
more than done so. Schooling and ex- 
perience aside, his job today has be- 
come extremely complex and his re- 
sponsibilities increasingly widespread. 

At Columbia University’s School of 
Business, they define a bank examin- 
er’s present duties in these terms: ‘“‘He 
should be highly trained in several 
fields of commerce and banking and 
should have more than a casual ac- 
quaintance with a wide variety of 
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other ones. His knowledge should en- 
compass such aspects of the American 


economy as insurance, stocks and 
bonds, pensions, trust, and sales 
finance. 


“Furthermore, he must be thor- 
oughly familiar with local, state, and 
federal banking regulations and must 
be ever alert to new rulings. To per- 
form his duties properly, he must also 
be well-versed in the latest bookkeep- 
ing machinery and should know how 
to handle most of these devices as 
adeptly as a_ secretarial school 
graduate. 

And, of course, he must develop 
a maturity, a balance, and a desire 
to serve far greater than that required 
of most men.” 

Andrew Wilson, board chairman of 
the County Trust Company of White 
Plains, New York, headed a New York 
State Bankers Association Committee 
that surveyed the current examiner 
shortage. In summarizing his group’s 
findings, he noted: “We make a wide 
variety of demands on our bank exami- 
ners. We must be realistic about their 
needs. The responsibilities they bear 
call for men of experience and mature 
judgment, men who have both the 
training and the talent to qualify them 
as shepherds of more than $50,000,- 
000,000. Hence, we will never succeed 
in recruiting young men equal to the 
challenge unless we offer them ade- 
quate financial inducements and a 
fair prospect of advancement.” 

According to Mr. Wilson and others 
who have painstakingly analyzed the 
situation, to a large extent today’s 
examiner shortage has been stimulated 
by current state civil service proce- 
dures and beliefs. Bank examiners, in 


so far as their salaries are concerned, 
are unlike any other branch of the 
local public employ. Officially, they 
receive their paychecks from the state. 
In reality, however, the funds from 
which they are paid stem from the 
inspected banks themselves. Neverthe- 
less, despite this financial arrange- 
ment, they are classified as members 
of civil service and are subject to regu- 
lations governing such employees. 


HE various states readily admit 

that present examiner incomes are 
far from satisfactory. But they also 
point out that to raise examiner 
salaries would be tantamount to un- 
leashing a whole host of new pay de- 
mands on the part of other under- 
paid civil service workers—demands 
which could not be met without the 
imposition of new taxes on an already 
harassed public. “Find us a solution 
to our problem and show us how we 
can raise examiner pay scales without 
being forced to meet similar requests 
on the part of other groups,” they 
promise, “and we will gladly do what 
we can to eliminate all shortages.” 

Thus far, however, despite the 
efforts of a number of groups around 
the nation, this key obstacle still 
stands. What’s more, it is unlikely that 
a new formula will be evolved in the 
near future, unless state bank super- 
visory units are given special status 
and are made far more independent of 
the civil service. 

Meanwhile, unwilling to wait for 
future developments to come to his 
aid, New York’s Superintendent of 
Banks, George A. Mooney, recently 
launched a new statewide program 
aimed at luring bright young college 
graduates into bank examination. 

Under this system, an “earn while 
you learn” arrangement has been cre- 

See BANK EXAMINER SHORTAGE—Page 111 


Headed state association study 
of the examiner dilemma 
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WASHINGTON VIEWPOINT 








Senate Seizes Probe 
After Patman Debacle 

What football fans would call a 
“sleeper” play settled the final score in 
the contest over the who, what and 
why of the proposed monetary and 
credit study—widely recognized as a 
national need, since no such broad- 
scale inventory has been conducted 
since the probe which led to the enact- 
ment of the Federal Reserve Act a 
half-century ago. 

The match was played in four quar- 
ters: 

First, the President sent to Con- 
gress a proposal for authorizing the 
appointment of a Commission of “‘out- 
standing citizens” to conduct a thor- 
ough study of the nation’s monetary 
and credit policies. This was in close 
accord with the recommendation of the 
Advisory Committee to the Senate 
Banking Committee during its consid- 
eration of provisions which later 
passed the Senate in the Financial In- 
stitutions Act of 1957. Legislation to 
authorize the appointment of the Com- 
mission was introduced by Senator 
Homer E. Capehart and other Repub- 
lican members of the Senate Banking 
Committee. 

Second, political overtones intruded 
when several key Senators and Repre- 
sentatives objected to giving the Pres- 
ident a free hand to select the Commis- 
sion members. Suspicion was voiced 
that Republicans would probably dom- 
inate, the chairman would undoubtedly 
be a Republican, and in any event “the 
bankers should not be chartered to in- 
vestigate themselves.” After some in- 
formal talks, the Administration gave 
its blessing to a substitute bill which 
would add to the Commision the key 
leaders of the Banking Committees of 
both parties in both Houses. This was 
duly introduced by Rep. Henry O. 
Talle, ranking Republican member of 
the House Banking Committee. 

Third, Rep. Wright Patman entered 
a bid of his own, with the hearty sup- 
port of Speaker Sam Rayburn and at 
least the acquiescence of Rep. Brent 
Spence, chairman of the House Bank- 
ing Committee. This was a repeat of 
a previous play for House approval of 
a resolution giving to a House Bank- 
ing Subcommittee, headed by Mr. Pat- 
man, the same plenary investigative 
powers intended to be bestowed on the 
Presidential Commision. During the 
84th Congress the Patman resolution 


May, 1957 


By JOHN DONOGHUE 


Washington Correspondent 


was defeated, largely on the ground 
that there was no need for the pro- 
posed investigation. This time, many 
voices, including the President’s, were 
calling for the study. It appeared for 
a time that Mr. Patman had a clear 
field ahead of him for a touchdown 
run, with Speaker Rayburn running 
interference, but on the final House 
vote a sufficient number of Southern 
Democrats sided with the Republicans 
to defeat the resolution by a decisive 
vote. 

Fourth, the Senate Finance Com- 
mittee, in dealing with the matter of 
interest on U. S. Savings Bonds, ex- 
tended its questioning of witnesses to 
include interest rates in general. Dr. 
Burgess was subjected to the most 
scrutinizing questioning on the pol- 
itics and economics of interest rates. 
He was placed in the position of hav- 
ing to defend both the Treasury and 
the Federal Reserve, and later com- 
mented that it was hardly appropriate 


to load upon the savings-bonds interest 
rate matter the question whether in- 
terest rate changes develop from sup- 
ply-and-demand factors, or perhaps 
represent a political philosophy (even 
a sinister one, it might be). It devel- 
oped that all this was preparatory to 
tossing a long forward pass into the 
end zone—completed. The Finance 
Committee, on its own authority, need- 
ing no Senate resolution or appropria- 
tion or any other sanction, will conduct 
the study, under the chairmanship of 
Senator Harry F. Byrd. 

The Finance Committee announced 
plans to engage a high-calibre staff to 
guide its inquiry into all the matters 
proposed in the original White House 
proposal. The Committee acknowl- 
edged that there may be some over- 
lapping of legislative jurisdiction with 
the Senate Banking Committee, which 
will be respected when actual lawmak- 
ing is to come about. 

That last-quarter Finance Commit- 








In the POWERFUL 


Pacific Northwest 
They look to NBofC 


Oil and gas are wealth—and an ever- 





increasing supply flows from northern and 
midland fields to facilities of the Pacific 
Northwest. The pulse of this vital area is 
felt by N BofC — interpreting the great 
Pacific Northwest to the financial world. 





BANK OF 


OF SEATTLE 
MEMBER F.D.I.C, 





INTERNATIONAL BANKING DEPARTMENT 


A NATIONAL 
COMMERCE 
















a 


51 





tee surprise play appeared to settle the 
match—unless, from another surprise 
angle, someone finds a way to challenge 
the result. As this issue goes to press, 
the outcome seems to be accepted by 
the various participants in the four- 
stage scrimmage. 
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F.D.I.C. Assessment Base 
Still a Nut to Crack 

William G. Loeffler, Comptroller of 
the Federal Deposit Insurance Cor- 
poration, has a hatful of problems 
arising from the agency’s recent dis- 
closure of plans to substitute a stand- 
ard deduction of 15 per cent from de- 


mand deposits and 1 per cent from 
time deposits, on an average annual 
basis, in computing deposit insurance 
assessments. This would be based on 
four condition reports each year, and 
would be in lieu of the present complex 
and sometimes argued-about method 
of figuring the assessment. 

The Research Committee of the Na- 
tional Association of Bank Auditors 
and Comptrollers is negotiating with 
the F.D.I.C. in the matter. Its repre- 
sentative spokesman is Howard A. 
Lief, vice-president of the Bank of 
America, San Francisco. 

Based on 1956 figures, the proposed 
flat-deduction plan would bring direct 
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assessment-cost advantage to 11,603 
banks. But 1,665 banks would have to 
make larger assessment payments. Ob- 
viously, the new plan is popular with 
the 11,603 banks and not so pleasing to 
the 1,665 who may have to pay more. 

The N.A.B.A.C. negotiators are ask- 
ing the F.D.I.C. to let the 11,603 take 
the new plan and allow the 1,665 to re- 
tain the old. In short, the deal would 
leave it up to any bank to select the 
formula which it prefers. The F.D.I.C. 
is against this, not so much on the 
basis of a small dollar loss, but on the 
ground that a double computation 
throws out the window all the advan- 
tages of a single simple system. 

The flat-rate discount system, the 
F.D.I.C. claims, offers advantages both 
ways. The F.D.I.C. will gain by econ- 
omies in mechanizing its bookkeeping, 
thereby offsetting the minor loss of in- 
come that the new operation would en- 
tail. Moreover, most of the banks that 
might have to pay more would find 
their assessments boosted by less than 
$100 a year; these banks might easily 
save more than $100 in the simplifica- 
tion of bookkeeping costs under the 
new plan. 

But don’t fire the bookkeeper yet; 


| whatever plan comes out must still be 





approved by Congress. 
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F.D.1.C. Nomination 
Raises Future Issues 

President Eisenhower has a delicate 
task in choosing a successor to the late 
Maple Talbot Harl as the Democratic 
member of the three-man Board of Di- 
rectors of the Federal Deposit Insur- 
ance Corporation. Mr. Harl’s sudden 
death April 17, after nearly 12 years 
of service as director and chairman of 
the F.D.I.C., brings into focus the pe- 
culiar qualifications required in a man 
who undertakes to step into his job. 

Fundamentally, the F.D.I.C. is an 
insurance company, with the primary 
function of assuming risk on bank de- 
posit losses up to $10,000 per account. 
It holds reserves of $1°4 billion, and 
an absolute total of its liabilities for 
losses would amount to about $120 bil- 
lion. 

In the conduct of its insurance bus- 
iness, F.D.I.C. has always insisted on 
being free to “look at the risk”—that 
is, to examine the asset condition of 
banks whose deposit accounts are in- 
sured. By the mutual agreement work- 
ed out at the time F.D.I.C. was estab- 
lished, the insurance agency would di- 
rect its examination activity primarily 
toward State banks not members of 
the Federal Reserve System. As for 
looking at its risk in national banks 
and Federal Reserve member banks. 
the F.D.I.C. would be normally content 
to form its judgments on receiving 
copies of examination reports from the 
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Comptroller of the Currency and the 
Federal Reserve Board. 

This concentration of examination 
activity by the F.D.I.C. in State non- 
member banks has had two most im- 
portant results. First, it gave to these 
mostly smaller banks a direct liaison 
with Washington—a chance to pour 
out their troubles about taxes, Fed- 
eral laws and regulations, money man- 
agement policies and what-not, when- 
ever the F.D.I.C. examiner would ask: 
“Well, now, what can we do for you?” 
Second, it brought the central and re- 
gional staffs of the F.D.I.C. into close 
touch with the Banking Commission- 
ers of the 48 States, plus territories 


and possessions, by reason of their 
mutual interest in bank examination. 
Thus the F.D.I.C. became, in effect, 
the spokesman for the State-bank half 
of the “dual banking system.” 

Mr. Harl brought to his job as 
F.D.I.C. Chairman a set of qualifica- 
tions which admirably suited him for 
the job of bringing the agency up from 
a state of youthful tenderness to full 
maturity. He had experience as a 
banker and practicing lawyer; he was 
nationally known as a former Com- 
mander of the Disabled War Veterans; 
he was State Bank Commissioner for 
Colorado and influential in the affairs 
of the National Association of Super- 
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visors of State Banks, which he helped 
to build. 

As F.D.I.C. Chairman, Mr. Harl de- 
voted himself to a clear-cut program of 
making more close the ties between the 
agency and State banks, as well as the 
State supervisors. In legislative hear- 
ings before Congressional committees, 
he would invariably defend the rights 
and aspirations of the State banks and — 
resist any encroachment on the equal- 
ity of the dual banking system. 

It is no secret that when a Republi- 
can vacancy occurred on the F.D.I.C. 
board during Mr. Harl’s chairmanship, 
he strongly recommended to President 
Truman that the nominee should be 
chosen from the ranks of the State su- 
pervisors. He thought that H. Earl 
Cook of Ohio would be the man for the 
job. Mr. Cook is now rounding out his 
fourth year as F.D.I.C. chairman. 

The question now is, how is the late 
Mr. Har] to be replaced? It is a rather 
narrow question, for the job requires 
specialized experience and talents. The 
President will consider, of course, that 
whoever he names will be in office tem- 
porarily until Sept. 6, and then perma- 
nently until September, 1963—well 
into the tenure of Mr. Eisenhower’s 
successor. A change from Republican 
to Democratic control of the Adminis- 


| tration in the 1960 elections would 
| project this year’s nominee into the 
| F.D.I.C. chairmanship. 


There are strongly expresed hopes 


| that the President, and those who 
| make nomination recommendations to 


him, will resist the temptation to as- 
sign the minority directorship of the 
F.D.I.C. to any one other than the best 
qualified man in terms of the require- 
ments of the job. The feeling in Wash- 
ington circles is that the appointment 
of a less qualified person on a political 
deal would be a serious error, for it 
would threaten to undermine much of 
the late Mr. Harl’s accomplishments. 

Finally, it should be noted that a di- 
rector of the F.D.I.C. is in an entirely 
different position from a Governor of 
the Federal Reserve Board. A Gover- 
nor of the “Fed” is given a 14-year 
term for the express purpose of shield- 
ing him from politics; moreover, such 
major decisions as changing the dis- 
count rate or naming Reserve Bank 
presidents are made by the directors 
of the Reserve Banks, subject only to 
the Board’s approval. Thus the politi- 
cal element is carefully filtered out of 
the Federal Reserve Board actions. 

In the F.D.I.C., however, the com- 
plexion of action-taking is quite dif- 
ferent. There is the Chairman, repre- 
senting the party in power; the Comp- 
troller of the Currency, also represent- 
ing the party in power, is vice-chair- 
man. The third man, minority direc- 
tor, is of the opposite party. Moreover. 
there are no regional boards of direc- 
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Any way you look atit...it’s acar... 
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Any way you look at insurance 
Old Republic has the answer 


You’re in a service business. You know 
from experience how much all-round serv- 
ice can mean in attracting new custom- 
ers—and keeping old ones. And you can 
well realize what an advantage it would 
be to you to have a single source for all 
types of automobile insurance coverages. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 





That’s where we come in! The Old Re- 
public companies provide the most com- 
plete specialized insurance market for 
financial institutions engaged in diversi- 
fied instalment credit—including credit 
life, accident and sickness insurance and 
automobile physical damage coverage. 


Old Republic 


Insurance Company 
Greensburg, Pennsylvania 
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new Burroughs SENSITRONIC 


bank bookkeeping machine 


Take a close look at this new high-speed 
Burroughs Sensitronic. At its compact- 
ness and ultra-simplicity of operation. 

It’s engineered to give unsurpassed 
efficiency to your commercial book- 
keeping operation—electronically. To get 
the work done faster, more accurately, 
automatically. 


In fact, the Burroughs Sensitronic is 
the ONLY machine that COMPLETES 
the automation of bank posting! 


Not only does the Sensitronic give 
you (1) automatic pickup and printing 
of old balance; (2) automatic selection 
of correct posting line; (3) automatic 
progressive check count; and (4) auto- 
matic trial balance listing and balance 
transfer . . . but it follows through to 
complete the job! 


LOOK AT THESE 
SENSITRONIC EXCLUSIVES: 


= Automatic extension of new balance. 
® Positive, automatic proof that figures 
as read and printed agree exactly with 
figures that are electronically recorded. 


new Burroughs SENSITRONIC @; 


“Burroughs” and ‘Sensitronic’’—TM’s 
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This applies to old balance pickup, and 
to new balance storage. 

® Quick change to any verification pro- 
cedure required: first item only, or first 
check and all deposits, or all checks and 
all deposits. 

= Automatic notice of stop-payments 
and holds . . . without loss of verification 
feature. 

® Printed symbol on the statement and 
journal for supervisory control of stop- 
payments and holds. 

® Individual signals alert operator to 
exceptions to normal accounting routines 
—visibly name each exception. 

= Automatic posting of fixed account 
maintenance charges. 

= Automatic accumulations of all nec- 
essary totals for account proving—old 
balances, checks, deposits, new balances 
—with zero proof of accuracy. 

= Faster form handling—rhythmic and 
synchronized—the result of the scientific 
machine design. 

® Form alignment and old balance pick- 
up may be performed by the operator, if 


necessary—identified by audit symbols 
printed on statement and journal. No 
partially filled statements or unnecessary 
transcript preparation. 

® Single, compact, short-cut keyboard 
assures top speed, maximum accuracy, 
greatest operator comfort. 

® Completely visible posting at all times 
—no blind posting. 

= No time lag in posting. Operator may 
immediately index first item while elec- 
tronics align form, verify account selec- 
tion and pick up old balance. 

Truly, only the leader in the com- 
bined fields of electronics and auto- 
matic bank accounting could build all 
these into one compact, highly flexible 
taskmaster—the Burroughs Sensitronic. 
One that’s years ahead of the field in 
both concept and function. 


THE FULL STORY 


For a complete fill-in on the Sensitronic’s 
amazing capacities and benefits, call our 
nearby branch office today. Burroughs 
Corporation, Detroit 32, Michigan. 
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‘ Here's A Aoi for Tired Feet 


that’s eliminated with 


HYGIENIC 


Foot Compont 
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MATS and RUNNERS 


The quality floor mats that re- 
‘duce fatigue and increase effi- 
ciency for all who must work 
standing. 





, SE 38, 

i . I 
i AWeres the S — 
A beautiful rubber tile floor- : 
; ing bonded toa sponge | 
y rubber base provides proper | 
{ support without being ! 
| “mushy.” 
ee 


Available in 8 Marbleized Colors 


See your BANK OUTFITTER or OFFICE 
SUPPLY DEALER or write for prices and 
literature to FLOORING DIV., DEPT. 0. 


THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 





tors nor regional executives to assume 
responsibility; each F.D.I.C. director 
must hew his own wood and haul his 
own water. 
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Savings Bonds’ Yield 
Raised to Meet Market 

Any time the Treasury Department 
sees a need for a change in the laws re- 
lating to management of the public 
debt, the top management knows full 
well that it must bulldoze its way 
through a mountain of Congresional 
opposition. It is as difficult as altering 
Federal tax laws, if not more so. This 


| was demonstrated, with renewed em- 
| phasis, in the Treasury’s recent only 
| partly successful drive to increase the 
| interest return on United States Sav- 
| ings Bonds. 





Undersecretary W. Randolph Bur- 
gess went before the House Ways and 
Means Committee prepared to testify 
to a fact, a conclusion and a proposal. 

The unquestionable fact was that 
the rate of maturity cashings and re- 
demptions of savings bonds has been 
rapidly outrunning the speed of sales. 
During calendar 1956, the Treasury 
barely managed to push sales ahead of 
redemptions by some $250 million; al- 
ready during 1957 there is a sales lag 
of the same amount and the trend, 
from weekly reports, is worsening. 

The conclusion presented by Dr. 
Burgess was that the cause of the ad- 
verse trend must be tracked down and 
corrected; otherwise the Treasury 
would face serious problems in main- 
taining its program of broadening the 
base of public debt ownership. An es- 
sential element of his conclusion was 
to note that the rate of return offered 
to small savers on other forms of in- 
vestment—savings accounts, savings 
and loan shares, credit union divi- 
dends, and the like—has been steadily 
increasing, while the ceiling rate on 
savings bonds is fixed by law at 3 per 
cent. On its face, this is a disadvantage 
which savings bonds must overcome, 
he concluded. 

The proposal was to permit the 
Treasury to set the interest rate on 
savings bonds at a maximum 414 per 
cent, thereby providing some leeway 
for future adjustment if needed. At 
the same time the Treasury announced 
that its present program would be 
based on a basic 314 per cent rate. In 
the hope of arresting the redemption 
trend, pending passage of the proposed 
measure, the Treasury asked that the 
new rate be made retroactive to all 
savings bonds purchased since Febru- 
ary 1, 1957. 

The House of Representatives 
agred to accept Dr. Burgess’ facts, 
conclusions, and up to a point his pro- 
posal. The only major change was to 
say that the leeway up to 414 per cent 


should be reduced to 3% per cent. 
Since the 4% per cent figure was prob- 
ably an asking price, it was no sur- 
prise when Dr. Burgess went before 
the Senate Finance Committee ready 
to support fully the House bill. 

During the discussion, Dr. Burgess 
told the Senate Committee that the 
Treasury would not budge from its 
position that at least 314 per cent is 
essential, and that an added one- 
quarter per cent is most desirable for 
contingency leeway. In true Senate Fi- 
nance Committee tradition, the mem- 
bers acknowledged the basic facts, ac- 
cepted some of the conclusions, and 
turned down the amended 3% per cent 
Treasury proposal. They allowed only 
the 314 per cent. 

A highlight of the debate was the 
observation by Dr. Burgess that the 
rate of return should not have had any 
bearing on the attractiveness of sav- 
ings bonds to the small purchasers 
being courted by the Treasury’s exten- 
sive promotional activities. He stated 
his view that wage-earners who place 
a portion of their income into savings 
bonds are interested primarily in the 
safety of the securities acquired, and 
ordinarily do not sharply compute dif- 
ferences of return in comparison with 
other forms of saving. Early this year, 
Dr. Burgess testified, some widely- 
read financial writers raised a ground- 
swell of opinion that savings bonds are 
no longer a bargain, and as a result 
of this adverse (unjustified, in his 
opinion) publicity, the sales of savings 
bonds suffered. 

A final point: Will holders of 3 per 
cent bonds find it advantageous to cash 
in their holdings and buy the 314 per 
cent issues. The Treasury answer is 
that any holder of a savings bond 3 
years old or more can gain nothing, for 
his return on a yield-to-maturity basis 
is now on the climbing segment of the 
sliding interest scale. 


° . 4 Sd 





CAPITAL NOTES 











Fred C. Scribner, attorney from 
Portland, Maine, formerly general 
counsel of the Treasury, has been ap- 
pointed as Assistant Secretary of the 
Treasury, succeeding Andrew N. Ov- 
erby. 

. 


During 1956, the F.D.I.C. paid out 
$3 million to cover deposit insurance 
liabilities in two banks where major 
shortages were uncovered. The total 
deposits involved were nearly $12 mil- 
lion. Liquidation of the assets of the 
two victimized banks are expected to 
recover a “substantial” portion of the 
$3 million cash outlay. 
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Gloria Gay Smith cleared her desk in the 
bank’s bookkeeping Department for the next 
batch of checks. The top name was Avery. 
She loved Mr. Avery’s account. His signature 
was careful and unequivocal, his figures clear 
—and he always kept a comfortable balance. 

She clicked up his checks and deposits 
on her machine . . . nodded triumphantly. The 
phone rang, and it was Mrs. Clayton, who 
could hardly count to ten and spent money 
with a most disorderly joy. 

“I just had a feeling, Gloria Gay,” Mrs. 
Clayton began. “I almost wrote a check for 
some twenty-five dollar shoes ... and oh, 
dear, | thought, Gloria Gay will be upset if 
I overdraw!” 

“Better let me check, Mrs. Clayton,” 
Gloria Gay replied eagerly. She got out Mrs. 
Clayton’s account and looked at the balance. 
“Oh, my, Mrs. Clayton,” she said softly. 
“You've only got fifteen dollars!” 

Mrs. Clayton shrieked. “Goodness! What- 
ever would I do without you, Gloria!” 

Gloria Gay tucked the sheet back in the 
file with a glow of accomplishment. Mrs. 
Clayton was safe, again! 

She checked disbursements against depos- 
its of Mason Memorial Sunday School Class 
of which she was treasurer. Then she an- 
swered the phone to promise Mr. Evans she’d 
work on the Community Chest drive again 
this year. 

Gloria posted Mr. Zachary’s checks ... 
the last batch for the day. 

Then with a tremor of excitement, she 
ran up her totals. They balanced out right, 
and she breathed a happy sigh of relief and 
satisfaction. 

Gloria Gay loved bookkeeping at the 
bank, because it was the business of keeping 
things balanced and right ... for almost the 
whole town. 


THE Fit NATIONAL BANK OF ATLANTA 


This is the fourth in a series of advertisements dedicated by The First 
National Bank of Atlanta to—the people of the bank. 
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THE PERSONALITY SPOTLIGHT 








Henry T. Bodman, general vice-pres- 
ident of the National Bank of Detroit 
was elected president of the Associa- 
tion of Reserve City Bankers at the 
close of the Association’s 46th annual 
convention in Palm Springs, Florida. 





— 


=" 
HENRY T. BODMAN 





Heads Reserve City Bankers 


He succeeds James D. Robinson, Jr., 
chairman of the First National Bank 
of Atlanta, Georgia, 

Elected vice-president was Gordon 
Murray, president of the First National 
3ank, Minneapolis, Minnesota. Richard 
A. Aishton, senior vice-president of the 
Continental Illinois National Bank and 
Trust Company, Chicago, Illinois, was 
re-elected treasurer and _ Secretary 
Joseph J. Schroeder will remain in that 


post. 
. 


Important shifts in the higher exec- 
utive levels have been made at the First 
National City Bank of New York City 
in line with the bank’s policy of shifting 
executive duties on all levels to pro- 
duce a flow of seasoned leadership. 


J. Ed Warren and Leo N. Shaw have 
been promoted to senior vice-presi- 
dents. Mr. Warren, who has been in 
charge of the bank’s petroleum depart- 
ment, and Mr. Shaw, who has been 
executive vice-president and manager 
of the overseas division, will have 
broader general responsibilities in their 
respective fields. 

Direct supervision of the overseas 
division will be assumed by George S. 
Moore, executive vice-president, who 
will be assisted by Frank T. Mitchell, 
vice-president, newly promoted to man- 
ager of the overseas division. 

J. Howard Laeri, executive vice-pres- 
ident, who has been in charge of the 
bank’s 74 offices in Greater New York, 
will take charge of the domestic divi- 
sion, which had been supervised by Mr. 
Moore since 1952. 

In other First National City changes, 
Kenmore L. Emerson was made assist- 
ant cashier in the overseas division, and 
Robert C. Paradise, assistant cashier in 
the special industries group of the do- 
mestic division. 

= 

New president of the National Sav- 
ings and Loan League is W. Franklin 
Morrison, executive vice-president of 
the First Federal Savings and Loan 
Association of Washington, D.C. James 
E. Bent, president, Hartford Savings 
and Loan Association Hartford, Con- 
nectieut, was elected vice-president of 
the league. The two men will take office 
for the coming vear at the league’s 
annual convention in Boston this sum- 
mer. 

Mr. Morrison, who succeeds George 
W. Greenwood, president of the To- 
peka Savings Association, Topeka, 
Kansas, has been active in savings and 
loan association work for 30 vears. 

So 

Joseph C. Broadus, Bob T. H. Hul- 

sey, and Robert J. Pollock have been 


Senior, executive vice-presidents named at First National City Bank 


L. N. SHAW J. E. WARREN 


G. S. MOORE J. H. LAERI 
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appointed vice-presidents of The Chase 
Manhattan Bank. 
Formerly assistant 
vice-presidents, Mr. 
Broadus and Mr. 
Hulsey are in the 
petroleum  depart- 
ment. Mr. Pollock 
is in the personnel 
administration divi- 
sion, 

Mr. Broadus who, 
joined the bank in 
1934, was promoted 
to assistant vice-president in 1951. Mr. 
Hulsey became assistant vice-president 
in 1954, after serving the bank for five 





R. J. POLLOCK 





T. H. HULSEY J. C. BROADUS 


Promoted at Chase Manhattan 


years. Mr. Pollock was named an as- 
sistant vice-president in 1953. He has 
been with the bank for 30 years. 

o 

Arthur S. Carruthers and Harold A. 
Shircliffe have been elected vice-presi- 
dents in the trust department of the 
California Bank, Los Angeles. 

Active in eastern banks from 1925 
until the first of this year, Mr. Car- 
ruthers joined the California Bank as 
trust administrator. Mr. Shircliffe was 
active in Chicago banking circles until 
he was elected trust officer at California 
Bank in 1956. 

Sd 

Citizens National Bank, Middleport, 
Ohio, recently advanced Rodney 
Downing to the presidency of the 
bank to succeed his father, John B. 
Downing, who became chairman. The 
senior Mr. Downing has been with the 
bank since it was formed 51 years ago. 

+ 

Seven foreign bankers, representing 
central and private banks, participated 
in an informal discussion of American 
bank operations and controls spon- 
sored recently by the National Asso- 
ciation of Bank Auditors and Comp- 
trollers, Chicago, Illinois. The  far- 
ranging session was arranged between 
the International Cooperation Admin- 
istration and N.A.B.A.C.’s_ executive 
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Foreign bankers join discussion on American bank operations 


director Dr. F. Byers Miller. 

Participants in the meeting are 
shown from left to right in the accom- 
panying photo: N.A.B.A.C.’s executive 
vice-president Darrell R. Cochard; 
Ivan Polich, Central Bank of Chile; 
Irma Gonzalez, Bank of Costa Rica; 
Dr. Miller; Byung Eun Lee, Korean 
Reconstruction Bank; Jai Ryong Yoo, 
sank of Korea; Seung Hi Hong, 
Korean Reconstruction Bank; Gien 
Ying Yu, The Bank of Taiwan, China; 
and Dong Soo Lee, Commercial Bank 
of Korea. 

. 

The World Bank has created a new 

Far East Department of Operations in 


the bank. Martin Rosen has been 
named director of the new department 
and Ian P. Cargill will become assistant 
director. 

The department will take over opera- 
tional responsibilities in Burma, Cey- 
lon, China, Indonesia, Japan, Korea, 
Philippines, Thailand and Viet-Nam. 

Bernard Chadenet will succeed Mr. 
Rosen as assistant director of the De- 
partment of Technical Operations. Mr. 
Rosen has been with the bank since 
1946. Mr. Cargill, with the bank since 
1952, has been an officer in the Middle 
and Far East department. 

In another move, Gail A. Hathaway 
has been appointed as an engineering 


consultant in the Department of Tech- 
nical Operations of the World Bank. 
He has been with the Office of the 
Chief of Engineers, Department of the 
Army since 1938. A past president of 
the American Society of Civil Engi- 
neers, he is now president of the Inter- 
national Commission on Large Dams. 


* 


New president of the Society Na- 
tional Bank, Cleveland, Ohio, is Wil- 
liam Harvey 
Kyle, elected re- 
cently to suc- 
ceed Mervin B. 
France. Mr. 
France, who had 
served as the So- 
ciety National’s 
president since 
its formation, in 
January, 1956, 
will continue in 
his present posi- 
tions of presi- 
dent and trustee of the Society for 
Savings, Cleveland, as well as director 
of the Society National Bank. 

Prior to accepting his new post, Mr. 
Kyle for almost twelve years was in 
charge of Bankers Trust Company’s 
Fifth Avenue and 4th Street office in 
New York City. 


In addition to his 





W. H. KYLE 


banking career 
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“Hop in, Mac! I’m not carrying any cash... 


just Bank of America Travelers Cheques!” 
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BANKERS! Here’s why you should sell Bank of 
America Travelers Cheques... 


POPULARITY ! They’re the world’s best-known 
bank travelers cheques. 


ADVERTISING I They’re advertised all year ’round 
in top national magazines. 


PROMOTION! Colorful wallets, blotters, travelers’ 
memo books, lobby cards, leaflets and a complete Seller’s Manual 
give you plenty of sales aid right in your own office. 


CUSTOMER SATISFACTION! Your customers 
will like knowing their cheques are issued by the world’s largest 
bank —and if their cheques are lost or stolen, they'll like our 

fast and liberal claim service. 


COMMISSIONS! You keep 90¢ for every $100 you sell. 


Bank of America 


NATIONAL {RUS VS? ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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which he began in 1938, Mr. Kyle also 
has a distinguished military history. He 
is a graduate of West Point Military 
Academy and served as executive offi- 
cer and military aide to Secretary of 
War Henry L. Stimson during World 
War II. In this capacity he carried 
the atomic bomb papers on his person 
to the Potsdam Conference in 1945, and 
was the first individual to receive the 
coded message announcing the success 
of the initial test atomic explosion in 
Almagordo, New Mexico, which at that 
time was one of the most important 
secrets ever kept. 
” 

Two new vice-presidents have been 
named at the Bank of America, San 
Francisco, California. They are Darrow 
L. Sutton, Atlantic seaboard repre- 




















E. A. IVERSEN D. L. SUTTON 


Bank of America vice-presidents 


sentative of the bank, and Everett A. 
Iversen, of the loan supervision de- 
partment. 

In other Bank of America changes, 
vice-president Hartley G. Weichert has 
been named manager of the San Jose 
office, succeeding Frank C. Mitchell, 
retired after 40 years; and Kenneth A. 
Willis has been promoted to assistant 
vice-president and will serve as the 
bank’s representative in southern and 
southeastern states. 

o 

Named vice-president in charge of 
public relations, new business develop- 
ment and advertis- 
ing of The First 
National Bank & 
Trust Co. of Scran- 
ton, Pennsylvania 
is William T. Ed- 
dins. He has been 
active in banking in 
New Orleans and 
at one time served 
with the Federal 

W. T. EDDINS Reserve Bank of 

Atlanta, Georgia. 

A former assistant director of market 
research at Tulane University, he has 
been a member of the faculty of The 
School of Banking of the South at 
Louisiana State University. 





Sd 


Helen T. Frey has been elected presi- 
dent of the Flatbush Federal Savings 
& Loan Association, Brooklyn, New 
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The Service Man— 
how fieldmen spark HOME service 


Your agent or broker of The Home Insurance Company 
has at his command an army of assistants—thousands of 
skilled insurance people using the most modern methods 
to serve you, the policyholder. 


The Home fieldman is the link between your agent and 
every resource of the Company. He is a man of many 
talents. By his safety recommendations, countless lives 
and millions of dollars of damage have been saved. He 
helps your agent help you in many ways. 


It pays to buy the best—Home Insurance—from the man 
best qualified to serve you—your agent or broker of 
The Home Insurance Company. 


See your HOMEtown agent now. 


Cfusurence cane 


Home Office: 59 Maiden Lane, New York 8, N. 

FIRE e« AUTOMOBILE -« sauanes 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 
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York. Miss Frey is the first woman 
president and director of any Federally- 
chartered savings and loan association 
in New York City. She started her 
career with the Flatbush Federal in 
1941; was elected treasurer in 1951, and 
secretary-treasurer in 1955, 


5 


Ralph W. Matteson has been elected 
president of the Savings Bank of New 
London, Connecticut. As vice-president 
and acting president, he succeeds the 
late Nathan Belcher. 

Mr. Matteson has been with the bank 
since 1918. A past president of the 
Savings Bank Association of Connecti- 
cut, he is a former member of the 


executive council of the National Asso- 
ciation of Mutual Savings Banks. 


Sd 


Promotions were in store recently for 
five staff members of American Fletch- 
er National Bank & Trust Company, 
Indianapolis, Indiana. They were: Lex 
B. Wilkinson, vice-president ; Raymond 
M. Neff, assistant vice-president; Ben- 
jamin Hitz, Jr. and John Noller, assist- 
ant cashiers; and Norman McKinnon, 
assistant secretary. 


. 


Vice-presidents are new titles for 
J. Walker Coleman, Jr. and Arthur M. 
Swanson at the First National Bank 








Wish we could bring our entire 
division to the conventions intact! 


85 — 
iA 








But “all” of our new, 
enlarged Correspondent 
Bank Division will be 
there in spirit... 


.-.-and our representatives will speak for all of us when they 
thank you for these 21st century service facilities. Yes, it was 
you -— you and our more than 1,000 other correspondent banks 
— who gave us a need for our beautiful, enlarged quarters. We 
invite you to see them in person next time you’re in town. 


And if you’re not one of our “banking 1,000,” our convention- 
naires will welcome a chance to tell you how these new facilities 
mean exceptional service for your account at “Crossroads, U.S.A.” 


CITY NATIONA 


Established 1913 Member Federal Deposit Insurance Corporation 
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BANK & TRUST COMPANY 


1OTH & GRAND + KANSAS CITY 41, MO. 





























J. W. COLEMAN 


A. M. SWANSON 


Promoted at Charleston 


of South Carolina, Charleston. Mr. 
Coleman joined the bank after the war. 
Mr. Swanson started there in 1950. 


5 


News from the First National Bank 
of St. Louis, Missouri, concerns the 
bank’s president and two of its vice- 
presidents. 

President William McDonnell has 
been elected treasurer for a one-year 
term of the United States Chamber of 
Commerce. 

John J. Griffin, vice-president, has 
been awarded the George Washington 
Honor Medal by the Freedoms Foun- 
dation of Valley Forge, Pennsylvania 
for “an outstanding contribution to the 
American way of life.” Mr. Griffin re- 
ceived the award for an address he 
authored entitled “A United American 








Wins Freedoms Foundation award 


People.” In the photo above Mr. Grit- 
fin, center, is shown receiving the medal 
from Hon. Laurance M. Hyde, Mis- 
souri Supreme Court Justice, while W. 
C. Sawyer, vice president of the Free- 
doms Foundation looks on. 

A veteran of 
First National 
and its predeces- 
sors for forty 
years, William 
Moeller, vice- 
president, was 
recently retired. 
Mr. Moeller 
since 1938 has 
represented the 
bank in Illinois, 
Indiana and 





W. MOELLER 


' Kentucky, and upon retirement, joined 


Burroughs Clearing House 
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SECURITY... 
LIQUIDITY... 
HIGH YIELD... 


TWO PLANS 
ARE AVAILABLE 









A. 


THE DIRECT-BROKER PLAN 


The loans are originated 
by our organization, and 
complete details neces- 
sary to set the loans up 
for your Bank are handled 
by us. After the loans are 
received and accepted by 
your Bank, they are 
handled directly with 
borrowers. 


B 


THE SERVICE-BROKER PLAN 


The loans are made by 
our organization to the 
borrower and are sold to 
the Bank for the amount 
of the note. All details 
incidental to this type of 
investment are handled 
by us throughout the life 
of the loans. 
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All These are Yours... 
with 


Life insurance Loans 


More than $165,000,000.00 of these most 
attractive loans have been placed with banks 
throughout the country by Policy Holders’ 
Service Bureau. 


Bankers like the security, liquidity and high 
return combined in this one type of investment — 
and there are plenty of these loans available. 


Loans are secured by cash values of life 
insurance policies ... They are highly profitable, 
because the collateral is always increasing in 
value . . . They are liquid, too, because your 
money is readily available—loans are callable 
at any time within 150 days or less. 


For More Complete Information and Bank 
References (Banks known to you) write 


Policy Holdew 
SERVICE BUREAU 
ARTHUR | BOREMAN & SONS 


1912 GRAND AVENUE 
DES MOINES 5, IOWA 
CHICAGO + LOS ANGELES 








the investment securities firm of 
Schreiber, Dail & Company, St. Louis, 
to represent the firm in the area. 
° 

After 55 years in banking, George 
Guker, recently resigned as active 
president of the First National Bank 
of Wood River, Illinois, while Charles 
Arbuthnot was advanced from assistant 
cashier to executive vice-president. In 
making the announcement. Mr. Guker 
explained that he would be relieved as 
executive head of the bank but would 


remain in the capacity of president and 
chairman. 

At the same time, H. E. Paton was 
promoted to vice-president and cash- 
ier; Buzetta C. Meyer to assistant vice- 
president; and Thomas J. Korbet to 
assistant cashier. 

° 

New president of the National Bank 
of Logansport, Indiana, is H. B. Robb. 
He succeeds Fred W. Burgman who 
will continue as a director. 

A former officer of several savings 
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FOR HIGH - SPEED COLLECTIONS 


wrkkkKKKK 


IN EVER-GROWING PUERTO RICO 


Thru our net of 16 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 


Our experience and full 


knowledge of local people and conditions are at your dis- 


posal. y 
Banco ‘ ee ee 
CREDITO Y AHORRO PONCENO}ag ii 

Member Federal Deposit Insurance Corporation bal me tsa 









and loan associations, Mr. Robb at one 
time was in charge of a division of the 
U.S. Savings and Loan League. 

* 


Lovely Barbara Stockwell, a book- 
keeper of the Sarasota (Florida) Bank 
and Trust Com- 
pany, has been 
selected as Miss 
Sarasota for 1957 
and will repre- 
sent Sarasota in 
the Miss Florida 
Pageant this 
summer. Miss 
Stockwell has 
been with the 
Sarasota Bank 
for seven months 
and was former- 
ly a bookkeeper 
at the Marshall 
and Ilsley Bank, Milwaukee, Wiscon- 
sin. 











LORY 


MISS SARASOTA 
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Frank T. Millis has been named vice- 
president in charge of the new corre- 
spondent bank program at Fidelity 
Bank & Trust Company, Indianapolis, 
Ind. He is to develop Fidelity’s ex- 
panding banking program with regard 
to other banks throughout Indiana. 

Mr. Millis has spent 20 years in legis- 
lative and administrative posts in In- 
diana state government. His service in 
four terms in the House of Representa- 
tives includes two years as majority 
leader. He also was State Treasurer 
for four years, State Auditor for four 
years, and _ state commissioner of 
revenue. 


° 


David Lee Treadway has been elect- 
ed a vice-president of the Republic 
National Bank of 
Dallas, Texas. A 
past president of 
both the Texas 
and Dallas Mort- 
gage Bankers 
Associations, he 
was formerly 
with the Dallas 
office of Inves- 
tors Diversified 
Services, Inc. 

Mr. Treadway 
was in charge of 
Investors Texas office as well as those 
in Oklahoma, Louisiana, Mississippi, 
Arkansas, and Alabama. He has had 
wide experience in the handling of al! 
phases of conventional, FHA and GI 
mortgage loans. 











D. L. TREADWAY 


J 
Top-management changes at the 
Marine National Exchange Bank, Mil 
waukee, Wisconsin, were made recently 
when John C. Lobb was elected ex- 
ecutive vice-president and director: 
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A portfolio of facts 
for your “Westward-looking”’ 
clients 


Any day one of your most important 
clients may call you and say, “Say, I’ve been think- 
ing about building a plant to take care of my West- 
ern customers. Should I go ahead, or should I wait? 


And where should I put it, if I do go ahead?” 


The answers to such questions will come more easily 
if you have the Metropolitan Oakland Area* Fact- 
fileon hand. Banks and management consultant firms 


throughout the country rely on the MOA Factfile 
for all the facts on Climate, Marketing, Labor Sup- 
ply, Transportation, Living Conditions and Plant 


"Includes all of Alameda County, California 


IMA ...cctitan 
O...\00: 
A SAN LEANDRO 

rea RURAL ALAMEDA COUNTY 


CALIFORNIA 
“ON THE MAINLAND SIDE OF SAN FRANCISCO BAY” 










ALAMEDA 
ALBANY 
BERKELEY 
EMERYVILLE 
FREMONT 
HAYWARD 
LIVERMORE 
NEWARK 
OAKLAND 
PIEDMONT 
PLEASANTON 
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Sites in the West’s 2nd Biggest Market. To save youtime, 
the information is revised periodically and organiz- 
ed into separately-indexed, “find-quick” Data Sheets. 


224 Eastern Companies have already established branch 
plants in MOA. The Factfile indicates why. No other area 
in the West offers business such a profitable combination 
of good weather, good central location and good manufac- 
turing facilities. 


USE THE COUPON BELOW to send for your MOA Factfile to- 
day. Send for as many copies as you want. They are FREE of 
charge. New Data Sheets will come to you as they are issued. 


METROPOLITAN OAKLAND AREA 


SUITE 301 ©1320 WEBSTER STREET * OAKLAND 12, CALIFORNIA 


Gentlemen: Please send me________ sets of the New MOA FACTFILE. 


Name 





Title. 





Name of Bank 





Address. 





City State 
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NO. | TELLERS BUS EQUIPPED 
WITH COIN CONTROL 





VAULT STORAGE LOCKER 
EQUIPPED WITH 
THE STOKES SYSTEM COIN 
CONTROL 


rsh For 
THE STOKES SYSTEM 
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J. C. LOBB J. C. GEILFUSS 





Cc. F. JONES J. P. BOTSCH 


In advancements at Marine National Exchange Bank 


Charles F. Jones and John P. Botsch, 
made senior vice-presidents and execu- 
tive committee members: and John 
C. Geilfuss, named senior vice-president 
and assistant secretary of the board. 

Mr. Lobb joined the bank as a vice- 
president in 1955; Mr. Jones has been 
with the bank since 1922, and a vice- 
president since 1948; Mr. Botsch, since 
1928 and a vice-president since 1950; 
and Mr. Geilfuss, since 1948 and a vice- 
president since 1952. 

In other promotions, C. Edward 
Stevens and Kenneth Johnston were 
made assistant vice-presidents. 


© 
A. Herbert Planteroth has _ been 
elected administrative vice-president 


and director at the Commercial State 
Bank and Trust Company of New York 
City. He was formerly associated with 
the Manufacturers Trust Company of 
New York City for 25 years, serving 
as vice-president and personnel direc- 
tor of that bank. 
. 

First State Bank, Princeton, Illinois, 
has elected Llewellyn Newcomer as its 
new president to succeed the late C. H. 
Coll. Mr. Newcomer has held the posi- 


tion of executive vice-president since 


he joined the bank in 1952. 
Larson, vice-president, 
chairman. 


John C. 
was named 


4 


At the Farmers State Bank, Woods 
Cross Utah, R. N. Schluter has been 
advanced from vice-president to presi- 
dent, succeeding Glen A. Hatch, who 
was named chairman of the board. At 


‘the same time Newell P. Perkin was 


elected vice-president and 
and R. J. Schluter, cashier. 


secretary, 


— 


Directors of The Methuen National 
Bank, Methuen, Massachusetts and the 


Andover and Merrimack National 
Bank, Massachusetts, have voted to 
consolidate the two banks under the 


name Merrimack Valley National Bank. 
Subject to ratification by stockhold- 
ers of both banks and approval of 


banking authorities, the consolidation 
would join the two offices of The 
Muthuen National Bank with the five 
offices of The Andover and Merrimack 
National. An eighth office is now under 
construction. 


If the merger is effected, Abbot 
Stevens will become chairman of the 


board and Charles W. Arnold, Jr., will 
become president. Other officers will 
include: Albion G. Peirce, chairman of 
the trust investment committee; Wal- 
lace M. Haselton, executive vice-presi- 
dent; Albert B. Gordon, first vice-pres- 
ident and trust officer; and Edward A. 
Ingalls, vice-president and cashier. 
a 


Thomas M. Huston has been pro- 
moted to vice-president and appointed 
head of the 
finance division 
of Transamerica 
Corporation, San 
Francisco,  suc- 
ceeding Vice- 
president Willsie 
W. Wood, re- 
tired. 

Mr. 











Huston 
joined Trans- 
america Cor- 
poration in 1954 
and before that 
was investment officer for the First 
National Bank and Trust Company otf 
Santa Barbara, California, a Trans- 
america bank subsequently merged into 
the First Western Bank Trust 
Company, San Francisco. 





T. M. HUSTON 


and 


. 

New vice-president of First National 
Bank, Minneapolis, Minnesota, is 
Arthur E. Nettum. Mr. Nettum, who 
will manage the bank’s North Side 
office succeeds Bernard W. Lohman, 
who is retiring. 

* 


A new high command was effected 


recently at Skandinaviska Banken, 
Stockholm, Sweden, when Gustaf 
Soderlund was elected as chairma", 


Lars-Erik Thunholm, as president to 
succeed Mr. Soderlund, and Sven G. 
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San Francisco from Marin County 
and the Golden Gate Bridge 


San Francisco 
from the Bay Bridge 
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San Francisco shoreline 


from the Pacific Ocean from the new Bayshore Freeway 


WHATEVER YOUR DIRECTION FROM SAN FRANCISCO 
--- CROCKER-ANGLO CAN SERVE YOU WELL AS YOUR 
WEST COAST CORRESPONDENT 


ASSETS MORE THAN $1,500,000,000 


CAPITAL FUNDS OVER $100,000,000 (ROCKE R- yy ( 10 


Head Office: One Sansome Street, San Francisco 


NATIONAL 


Northern and Central California BAN 4 


More than 60 offices in 





Member Federal Deposit Insurance Corporation * Member Federal Reserve System 


May, 1957 69 








Since 1900 


WHEREVER 
MONEY 
IS WRAPPED 


Bill Bands 


Quick, Easier 
| Subdividing 

Made in 3 colors, 7 widths, and 3 
lengths for the easy. fast subdividing 
of currency packages. Many special 
colors available. 


THE 200 SERIES 
Width of Band 






%4” Ye” Ya” 4” 1” 1%” 1%” Color 
Holds 25 — Length 23/,” 
201 241 251 261 271 281 291 Brown 
202 242 252 262 272 282 — Red 
203 2432-253 263 273 283 _ Blue 
. Holds 50 — Length 27/;” 
204 244 #254 264 «+274 #284 294 Brown 
205 245 255 265 275 285 _ Red 
2% = 246 256 266 276 286 — Blue 
Holds 100 — Length 31,” 
— _ — 217 287 287 + ~=#Brown 







New Colorful Catalog 


Write today for free cata- 
log and price list. Save 3 
ways on all money wrap- 
ping supplies. 


MANUFACTURING COMPANY 
WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 





DO YOU 
NEED- 


Mail-EEZ Style 
passbooks and envelopes 


FOR SAVE BY MAIL 


WILLIAM EXLINE INC. 


1270 Ontario Street ¢ Cleveland 13, Ohio 














G. SODERLUND 





L. THUNHOLM 





S. G. MALMBERG 


Stockholm bank experiences major staff changes 


Malmberg, as vice-president in charge 

of foreign operations. Mr. Thunholm 

left his post as president of the Federa- 

tion of Swedish Industries to accept 

the Skandinaviska Banken presidency. 
° 


Michael Sieniawski will become spe- 
cial representative in Brazil for the 
Grace National Bank of New York 
City, New York. He will work from the 
bank’s main office in Sao Paulo and a 
second office in Rio de Janeiro. Mr. 
Sieniawski has 25 years’ experience in 
foreign banking in Latin America, 
Spain and Portugal. 

Sa 


Manufacturers Trust Company, New 
York City, has appointed William J. 
Moller as assistant vice-president, and 
Brian T. Moran, Jr. as assistant comp- 
troller. 

In another promotion at Manufac- 
turers Trust, Howard R. Stengel be- 
comes a trust officer after serving as 
a pension consultant in the bank’s Per- 
sonal Trust Department. 


. 


Maine Fidelity Life Insurance Com- 
pany, Portland, Maine, promotions in- 
clude Raymond W. Hillman as vice- 
president and Leslie A. Higgins as 
assistant secretary. Mr. Hillman has 
been head of the Maine Fidelity under- 
writing department since the company 
was founded. Mr. Higgins has been 
agency coordinator. 

Sd 


Charles L. Childers, a bank examiner 
with the Federal Reserve Bank of 
Dallas, Texas, since 1948, has been 
named vice-president and comptroller 


| of the Tyler Bank & Trust Company, 


Tyler, Texas. 
. 


Advancing to senior vice-president 
and director of the Newton-Waltham 
Bank and Trust Company, Newton, 
Massachusetts, is Nathan I. Greene, 
Mr. Greene was formerly with the New 
York Trust Company and the Canal 





National Bank of Portland, Maine. 

In another promotion, Martin Ben- 
nett was elected assistant treasurer. 
Mr. Bennett has been associated with 
the Newton-Waltham Bank and Trust 
since 1955. 

. 

Cecil K. Sturkie, manager of the time 
payment department of The First Na- 
tional Bank of South Carolina, Colum- 
bia, has been elected an assistant vice- 
president. 

— 


How do you react when a customer 
enters your branch lugging three five- 





19 years of saving pennies 


gallon pickle jugs, some old socks and 
a few cans all full of pennies? 

Floyd R. Robinson, Ferndale, Michi- 
gan, branch manager of the Detroit 
Bank and Trust Company, took it in 
stride. He remembered that the count 
ing job could be accomplished by the 
bank’s counting machine, and the de- 
posit was duly credited for 43,000 
pennies. 

In the photo a surprised Mr. Robin- 
son chats with the customer, Denton 
Hassell, and his daughter, Nancy. The 
pennies were saved over a period of 1" 
years. 

a 


“Small Wonder,” a novel by a Kan 
sas City, Missouri, banker has bee! 
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A MESSAGE FROM HARRIS—THE BUSINESS MAN’S BANK IN CHICAGO 





What is a Banker? 


People expect the Banker to be an expert 
on everything. 


He’s supposed to be a fountain of knowl- 
edge about international affairs, local egg 
prices, and all points between... 


...An enthusiastic backer of new ideas 
(and simultaneously a Fort Knox of 
stability)... 


... A business man’s business man, able 
to talk the language of any industry... 
. .. Family counselor, investment expert, 
lawyer’s aid, business analyst, com- 
munity leader... 


People expect their banker to be all these. 


It’s a mighty big order. But can you 
think of one you’d be prouder to fill? 




























There’s much more to good correspond- 
ent service than services alone. 


At the Harris we provide all the services 
you’d expect. But one of the most valu- 
able things we offer correspondents is a 
combination of broad experience, 
seasoned judgment, and person-to-person 
service that’s our specialty at the Harris. 





This has made us known as Chicago’s 


nd ‘‘Business Man’s Bank.’’ But we find it 







is equally valued by the Business Man’s OUR 
hi- Business Man—the Banker—many of 7. th 
oit whom we serve as Chicago correspondent. 





in May we serve you, too? 
nt 
the 
le- 
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-| HARRIS - BANK 


Organized as N. W. Harris & Co. 1882—Incorporated 1907 
115 WEST MONROE STREET—CHICAGO 90 


Member Federal Reserve System .. Federal Deposit Insurance Corporation 
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KEEP IT 


DESTROY OLD FILES, VITAL 






AUTOMATIC 
OFFICE PAPER 
SHREDDER 
Add filing space by 
destroying cancelled 
ledger sheets, time cards, 
pay vouchers, and obsolete 





checks, 
W2's, 

papers—in your own office! The new 
"SILVER EXECUTIVE AUTOMATIC" 
Paper Shredder is the only automatic 


feed machine ... shreds papers into 
unreadable '/4” strips, in just a few 
seconds! The machine is an attractive, 
typewriter-size, portable desk model, 
with full '42 HP motor. Completely 
safe, and easy to operate. Many other 
sizes available, too. 


Ten-Day Trial on any shredder. 
Write today for literature. 


INDUSTRIAL SHREDDER 
Sind Vilern 


104 MILL ST. + SALEM, OHIO 





SAMPLES AND PRICES ON REQUEST 


WILLIAM EXLINE INC. 


1270 Ontario Street © Cleveland 13, Ohio 
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published by The Macmillan Company 
of New York. The author, Graham 
Porter, is assistant vice-president of the 
Commerce Trust Company. The book 
describes a father’s experiences during 
the advent of the family’s first child. 


5 


Donald L. Henry has been named a 
vice-president of the St. Louis Fed- 
eral Reserve 
Bank and man- 
ager of the 
Louisville, Ken- 
tucky, branch. 
He succeeds 
Victor M. Long- 
street who re- 
cently resigned. 
Before coming 
to Louisville, 
Mr. Henry was 
an agricultural 
economist at the 
St. Louis Fed 
years. 

In two other promotions by the Fed, 
John W. Menges was made cashier, 
and Clarence J. Woertz, assistant 
cashier. Mr. Menges has been at the 
branch since 1943, and Mr. Woertz 
since 1924. 


D. L. HENRY 


for more than seven 


+ 


A number of promotions to trust 
officers and assistant trust officers have 
been made by The United States Na- 
tional Bank, Portland, Oregon. The 
new trust officers include: J. D. Bird, 
W. R. Bradshaw, H. E. Butler, H. F. 
Prideaux, L. S. Severance, and G. M. 
Tretheway. 

New assistant trust officers are: R. L. 
Ameele, W. M. Holmes, W. E. Jordan, 
J. A. Labadie and J. B. Woodward, Jr. 


7. 


A new assistant vice-president, an 
office manager and a trust officer have 
been appointed at the Central National 
Bank, Cleveland, Ohio. 

J. H. Perry is the new assistant vice- 
president, A. F. Busch has been named 
a trust officer, and Donald L. Taylor 
becomes manager of the bank’s Air- 
port Office. 

Directors of The Brecksville Bank, 
Brecksville, Ohio, have voted to merge 
with Central National. Upon approval 
of the merger, Executive Vice-Presi- 
dent Robert D. McCreery of The 
Brecksville Bank will become a vice- 
president of Central National. 

4 

Burdette G. Chamberlin has been 
elected an assistant trust officer of the 
Marine Midland Trust Company of 
Central New York, Syracuse. 


° 


Dr. Grover W. Ensley has been ap- 
pointed executive vice-president of the 
National Association of Mutual Sav- 





ings Banks. Mr. Ensley, who is execu- 
tive director of the Joint Economic 
Committee of the United States Con- 
gress, will assume his post this summer. 

John W. Sandstedt has been ad- 
vanced to the post of administrative 
vice-president. 

Dr. Ensley has been active in finan- 
cial advisory posts for the United 
States, and has served as head of the 
Joint Economic Committee since 1949. 


5 


In four promotions made at the Cen- 
tral Valley National Bank, Oakland, 
California, R. E. 
Wehe has been 
made vice-presi- 
dent; G. J. Ghi- 
selli, cashier: 
Robert E. Gil- 
bert, controller; 
and Mrs. F. W. 
Craft, assistant 
cashier. Mr. 
Wehe will assist 
Charles P. Par- 
tridge, chairman 
and president of the bank, as coordi- 
nator of administration. 














R. E. WEHE 


5 


The new Bank of Henrico, Sandston, 
Virginia, was opened for business in 
mid-April. Officers of the new bank. 
which has a capital structure of $150.,- 
000, are T. G. Layfield, Jr., president ; 
A. J. Penley and John J. Dratt, vice- 
presidents; and Grayson F. Holt, vice- 
president and cashier. Mr. Holt serves 
as chief executive officer. 

* 


Graham B. Blaine, who retired re- 
cently as vice-chairman of the Chase 
Manhattan 
Bank, has _be- 
come a_ general 
partner of Tuck- 
er, Anthony & 
R. L. Day, mem- 
bers of the New 
York Stock Ex- 
change. 

Mr. Blaine will 
continue his as- 
sociation with 
the Chase Man- 
hattan as a mem- 
ber of the bank’s trust advisory board 
He is also a director of Burlington 
Industries, Inc. and a trustee of the 
Dollar Savings Bank of the City oi 
New York. 





G. B. BLAINE 


Sd 

The first woman officer of the Cit 
izens and Southern National Bank 
Columbia, South Carolina, Mrs. Jewel 
S. Breland, has been chosen to direct 
the activities of women’s organization: 
in South Carolina for the promotion o 
U. S. Savings Bonds sales. 

Mrs. Breland is the director of pub 
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INTERNATIONAL REVOLVING DOOR ENTRANCE AT REPUBLIC NATIONAL BANK BUILDING, DALLAS, TEXAS, 1956 OFFICES OF THE YEAR AWARDS WINNER. 
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ARCHITECTS: HARRISON & ABRAMOVITZ, NEW YORK CITY - GILL & HARRELL, DALLAS 


PICTURE OF A VERY MODERN BANK 


building avery comfortable business | 


Successful modern banking emphasizes conven- 
ience and comfort, for customers and employees alike 
— minimizes institutional austerity to the greatest 
practicable degree. That’s why you enter the new 
and completely modern Republic National Bank of 
Dallas, Texas, through revolving doors. 


No other type of entrance could so effectively 
complement the advanced architectural design of 
this beautiful Dallas landmark. None could measure 
up so fully to the high standards of service and ef- 
ficiency. Only revolving doors are “always open” to 


If you have any such entrance problems, you're paying for revolving doors 
— whether or not you’re profiting by them. Write for the proof, right now! 


QnA, 
a% oy 





1339 Edgar St. 


Revolving Door Entrance Division 


INTERNATIONAL STEEL COMPANY 


safely facilitate the flow of even heaviest in-and-out 
traffic... yet “always closed” to outside drafts, dust, 
dirt, and din . always smoothly dependable in 
operation despite highest winds and kept that way 
with an absolute minimum of maintenance. 


More and more banks, subject to stack-draft and 
interior discomfort created by use of swing doors, 
are fast discovering that revolving doors alone in- 
sure the year-round comfort essential to building 
good customer relations and employee morale — and 
building better business as well. 





Send the name of your 


Evansville 7, Ind. her cenviieaumnat 


Modern Entrance Maintenance! 


maintenance superintendent 





lic relations and assistant cashier of the 
Citizens and Southern Columbia office. 
She began her career in 1943 as a sav- 
ings teller with C&S in Savannah, 
Georgia. 
° 
Chicago National Bank, Chicago, 
Illinois, has named Owen M. Lynch as 
assistant vice-president. He is assigned 
to one of the commercial loan divisions. 
° 
Florida National Bank of Jackson- 
ville, Florida, has named Otho B. 
Bruce a vice-president of the bank and 
assigned him as manager of the bank’s 


business development department. He 
joins the bank after a long career as 
the Jacksonville district manager of a 
large industrial firm. 


The offices of comptroller and as- 
sistant comptroller of the Princeton 
Bank and Trust Company, Princeton, 
New Jersey, have been filled by Joseph 
F. Catelli and Melvin P. Taube, re- 
spectively. 

° 


Edwin E. Adams, president of The 
Bank of California, N. A., San Fran- 
cisco, likes to get away from admin- 
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* OF DETROIT * 


When You Need Correspondent Banking 








Service in Michigan... 


Manufacturers National Bank, with offices 
throughout Detroit and the Metropolitan Area, is 
prepared to take care of your every requirement. 


MANUFACTURERS NATIONAL BANK 


DETROIT + DEARBORN + HIGHLAND PARK «+ BLOOMFIELD « GROSSE POINTE WOODS 


MELVINDALE + NORTHVILLE + PLEASANT RIDGE + REDFORD + SOUTHFIELD + VAN DYKE 


Member Federal Deposit Insurance Corporation 











Interchangeable DESK & WINDOW BLOCKS 
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Mr W BENNETT 


CASHIER 








Quality ! 


WINDOW 


Also: 


@ Perpetual Calendars with and without Pen Sets 
@ Holiday and Advertising Standards 
@ Name Plates—F.D.I.C. Signs 

Famous J. A. Reinhardt & Co. Quality 
WRITE FOR COMPLETE CATALOG 


BANK PRODUCTS CO. 


Established 1930 


VEX] 


PLEASE | 





3 PARK PLACE 
NEW YORK 7, N.Y. 
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istrative responsibilities by turning to 
golf or fly fishing in Washington and 
British Columbia. These hobbies are a 








Edwin E. Adams displays catch 


logical development, for he received his 
training for his present executive post 
by serving the bank for many years in 
the Pacific Northwest, as well as at the 
San Francisco head office. 

Mr. Adams joined the bank at the 
age of 17 in 1919; became vice-presi- 
dent and senior loan officer in 1944, 
and executive vice-president and di- 
rector in 1950. He was elected to the 
presidency last year. 

When autumn rolls around Mr. 
Adams is reminded of fishing trips for 
steelhead trout and cohoe_ salmon. 
Over the years he has fished most of 
the streams swirling down from the 
snow-capped peaks of Washington and 
the salmon rivers of British Columbia. 
Golf fills in as his number two hobby. 
In former years he played to a five 
handicap, but since taking over the 
presidency, his associates say his handi- 
cap has climbed to a 10. But his golfing 
companions know they must not rely 
upon that too much, for Mr. Adams 
occasionally shows flashes of his old- 
time form. 


° 
Recent promotions at the New 
Britain National Bank, Connecticut. 


place Roger J. Larson in the post of 
vice-president, John J. Kiernan as 
cashier and Thomas Hughes, assistant 


Connecticut bank promotions 
J. J. KIERNAN 
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8 out of the 10 leading 








banks are now using 
Mosler Revo-Files 


y 


y) REMOVE OR REFILE ONE CARD OR A HANDFUL instantly. Mosler 
+ 


Revo-File is only single drum rotary that holds cards without 
mechanical attachment. No wear on cards or clerk, Real finger-tip 
control, 


FILING IS FASTER, REFERENCE IS QUICKER with Mosler Revo-File as 
» “‘cards come to clerk’ instead of clerk going to cards. Note auto- 
matic visual ‘‘V” permits easy reference to any card. Available 
in manual and automatic electric selector models. 


* * * * * 


For big volume filing Mosler Roto-File can accommodate 
more than 80,000 cards’. . . has all exclusive features 
of Mosler Revo-File. Several clerks can work at same time. 



































USES PRESENT CARDS. With amazing Mosler Revo-File, no costly 
¢ transposition is needed. Save $200 or more in change-over costs. 
Big savings in time and space over ordinary files. 





CARDS CAN'T DROP OuT. Mosler Revo-File is the only file of its 
3. type that doesn’t rely on notched cards that wear out in use. 
The patented, exclusive belt method of holding records in file 
assures complete protection against card “fall-out” or wear. 
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Another fine 
product of 

The MOSLER 
SAFE Company 





HOW TO MODERNIZE AN ACTIVE CARD FILE IN MINUTES 


If you have 3,000 or more active card records of any type 
or size (including tabulating cards) which are used con 
\ prnfle tinuously for reference and posting, mail this coupon foday. 
\ 7009 













REVO-FILE DIVISION e THE MOSLER SAFE COMPANY, 
Dept. BCH-202, 320 Fifth Ave., New York 1, N.Y. 


Please send me complete information on Mosler Revo-File and how 
to modernize an active card file in minutes. 
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FASTER 
through Our 


After Dark 
Direct Sending 


"Worcester County 
Test Company 


Main offi ce: 446 Main St., Worcester, Mass. 


Eleven Local 


and County Offices 


Now... thousands of businesses 


are handling papers faster with 


SORTKWIK 


. .» the invisible finger tip magic for 
SORTING, COUNTING, FILING 





@ “latin press releases with SORTKWIK 
in Burroughs Public Relations Division. 


Burroughs Corporation finds SORTKWIK an 
essential clerical aid to speed up paper hand- 
ling in its Central Regional Office, Public 
Relations Division and other Corporation units. 

SORTKWIK is So easy to use— creates a grease- 
less, stainless, tacky film on the fingers to pick 
up papers quickly, easily. Saves time, saves 
tempers, saves fingers from irritating rubber 
fingers and messy sponges. Speed of paper 
handling is limited only by dexterity of the 
operator. Clerical costs go down . . . clerical 
production goes up. 

Recommended by dermatologists, SORTKWIK 
is non-allergic, washes off easily. 





Ask your stationer for 
Sortkwik or send $1.00 for 
trial offer of two regular 
size containers 


LEE PRODUCTS co. 


DEPT. B-5, 2736 LYNDALE AVENUE SO. 
MINNEAPOLIS 8, MINNESOTA 
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cashier. All three men have served the 
bank over 25 years. Mr. Larson is the 
senior employee of the group. 


« 


New president of the First National 
Bank of Springfield, Illinois, is William 
H. Patton, who was elected recently to 
succeed the late Fred H. Luers. 

Mr. Patton, 
who started his 
banking career 
as an assistant 
trust officer, has 
been with The 
First National 
Bank of Spring- 
field since 1933. 


Other officers 
named to new 
posts include 


Gregory S. Lu- 
thy, vice-presi- 
dent and trust officer to succeed Mr. 
Patton, and G, Crum Walbaum, trust 


W. H. PATTON 





G. C. WALBAUM 


G. S. LUTHY 


Springfield bank names officers 


officer. Mr. Luthy started his career in 
1916 with the Sangamon Loan and 


Trust Company, and Mr. Walbaum 
joined First National’s staff in 1934. 
* 

Manager of Metropolitan Federal 
Savings and Loan Association’s new 
Utica, Michigan branch is Herbert A. 
Miller, His experience includes a term 
as bank officer, as a brokerage official 
and as a mortgage and loan officer. The 
Utica office is Metropolitan’s first 
branch operation. 


6 


Foster W. Doty retired as chairman 
of the Union Trust Company, Spring- 
field, Massachusetts, April 1. From 
1928 to 1944 Mr. Doty was vice-presi- 
dent of the Commercial National Bank 
and Trust Company of New York City. 
He joined the Union Trust in 1944 as 
its president and was elected chairman 
in 1955. 


A plan to consolidate the Union 
Trust Company and the Springfield 
National Bank, both of Springfield, 


Massachusetts, has been approved and 

recommended to stockholders. 
Consolidation, under the name Val- 

ley Bank and Trust Company, would 








create the largest commercial bank in 
Western Massachusetts, with total re- 
sources in excess of $110 million. 

Bruce H. MacLeod would become 
president of the new bank. He is presi- 
dent of Union Trust. Executive vice- 
president would be Walter E. Godfrey. 
Mr. Godfrey is president of Springfield 
National. 

* 


“Outstanding young man” is a title 
bestowed twice in three years by the 
local junior chamber of commerce 
upon David Sursa, president and trust 
officer of the Industrial Trust and Sav- 
ings Bank, Muncie, Indiana. Mr. Sursa 
is one of the youngest bank presidents 
in the country; he was elevated to his 
present post in 1950 at the age of 26. 

s 


Promoted to assistant vice-presidents 
at the First National Bank of Mobile, 
Alabama, are James C. Andress and 
William H. Sadler, Jr. Mr. Andress is 


manager of the bank’s bond depart- 
ment, and Mr. Sadler is in charge of 
personnel. 


° 
Four recent officer promotions at the 
San Diego Trust & Savings Bank in- 
cluded: Kenneth Hallawell to assistant 
vice-president; Melvin L. Etter and 
Glenn E. Zick, assistant cashiers; and 
Lewis Genge, investment officer. 
¢ 


The second birthday of rooftop 
“Banking in the Sky” was celebrated 
by the State Bank of Wellston, St. 








To celebrate two birthdays 


Louis, Missouri, in conjunction with 
the bank’s 5lst anniversary. An all day 
celebration for customers featured 
gifts for all patrons and attracted over 
700 visitors throughout the day. 

In the accompanying picture, Chair- 
man of the Board Philip C. Kopitsky 
(left) is shown sampling the enormous 
birthday cake with President Fred L. 
Wuest. 

. 

Elected as assistant vice-president 
and trust officer at the Third Nationa! 
Bank and Trust Company, Dayton 
Ohio, is Joseph F. Connelly. Mr. Con- 


nelly, who gave up a law practice began 
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command 
decision 


LaSalle and Adams . . . Chicago. An 
urgent decision is being made at this 
great financial crossroads. Tonight, 
the men of City National’s correspond- 
ent division are mapping strategy for 
one of the bank’s customers. This is a 
command decision ... and the talent 
applied is worthy of the problem. 
Every one of these men are offi- 
cers of City National—with the re- 
sponsibility and authority to make key 
moves. These men constitute a “Gen- 
eral Staff” of banking. Their ability is 


an index of the service City National 


at the Mid-America crossroads of the money world 
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renders its correspondent customers. 

Does your bank need the help of 
a powerful partner at the crossroads 
in Chicago? Are there command deci- 
sions to be made for you? If so, why 
not have this staff of City National 
officers handle your affairs for you. 

Remember! Every correspondent 
account of City National is serviced 
by an officer of the bank. This can 
make a vital difference to you—at 
the Mid-America crossroads of the 
money world. We’d like to do business 
with you. 


€Coirinrw NWATIONAL BAN K 


AND TRUST COMPANY OF CHICAGO 


208 South La Salle Street + FRanklin 2-7400 


May, 1957 


Member 
Federal 
Deposit 
Insurance 
Corporation 
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Protection against 
in seconds 














Cuuss Size 2 R.P. Ledger File in open position. 
To close, counterbalanced lid (left) swings 
quickly and easily into position as contents sink 
into body of file. 

Note folding side shelf which is supplied as 
an extra. 


‘In these days of complex mechanised accounting, the effective protection of 
machine-posted cards from fire is more than ever vital to all Banks and business 
organisations. 

CuusB Record Protection Ledger Files provide security combined with rapid 
reference at any time. Fully mobile, they are made in various sizes to suit any 
standard size of card. 

If fire breaks out, the lid of the file can be swung over and locked into position 
in a matter of seconds—and no physical effort is needed. The file then becomes 
a tightly-closed container: a container scientifically tested to resist high tempera- 
tures without damage to its contents. 

The Record Protection Ledger File is the product of over 130 years’ experi- 
ence of designing fire-and-burglar resisting equipment: it embodies the tradi- 
tional craftsmanship that has made the name of CHuBB famous the world over. 

For further details, write to CHUBB Head Office in London, or to your local 
agent. There are CHUBB factories at Toronto, Canada; Sydney, Australia; 
Johannesburg, South Africa; and at Wolverhampton, England. CuusBB have 
appointed agents in every principal country. 
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TO HER MAJESTY THE QUBEN 





PATENT LOCK AND SAFE MAKERS 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 
175-176 TOTTENHAM COURT ROAD, LONDON, W.1 
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eight years ago, in Dayton, will assist 
the bank in the expansion of its service 
facilities and the operation of its trust 
department. 


New president of The Peoples Bank 
of Dayton, Ohio is Robert J. Barth. He 
fills the post re- 
cently vacated by 
the resignation 
of Ray E. Wise. 
Mr. Barth has 
been active in 
Ohio banking 
since 1931, ex- 
cept for a three- 
year span when 
he served as spe- 
cial agent for the 
FBI from 1942 R. J. BARTH 
to 1945, 

He comes to the new post from a 
Cincinnati bank where he was a vice- 
president. He formerly held posts in 
three other banks in that city. 











e 


Mercantile Trust Company, St. 
Louis, Missouri, has announced the 
promotion of Gerard K. Sandweg to 
trust officer; Walter A. Smith, assist- 
ant trust officer; and Otto A. Johnson, 
Jr., assistant secretary. 

Mercantile Trust has also promoted 
Richard J. Mersinger to assistant cash- 
ier in the bond department. 


oa 


Fred M. Parke has joined First 
Western Bank and Trust Company, 
San Francisco, 
California, as ad- 
vertising manager. 
In this post he 
will be in charge 
of all the bank’s 
advertising and 
publicity activi- 
ties. Mr. Parke 
left his post as 
vice-president of a 

F. M. PARKE San Francisco ad- 

vertising agency, 

and before that was advertising man- 
ager of a chemical company. 











° 


Ralph H. Viney has been named 
assistant vice-president of The First 
National Bank of Fort Worth, Texas. 
A petroleum engineer, he will work in 
the bank’s oil loan department. 


5 


A check in the sum of one million 
congratulations, and printed in confec- 
tioner’s sugar on the face of a large 
loaf cake, highlighted a special party 
given to William K. Paton, president 
of the Farmers Bank of the State of 
Delaware recently. 

The bank is celebrating its 150th an- 
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niversary and also the anniversaries of 
many of its staff members. 


e 


In conjunction with a move to ex- 
pand the staff of Burroughs Clearing 
House and to realign editorial respon- 
sibilities, Editor Henry J. Boone an- 
nounces that Harry V. Odle has been 
advanced to senior editor, and that 
Lester H. Mason and Norman E. 
Douglas have been promoted to associ- 
ate editors. Another member of the edi- 
torial staff, Glen Christman, was named 
associate editor in 1955. 

In his 19 years on the magazine, Mr. 
Odle has handled virtually all phases 
of the editorial work and planning in- 
volved in its publication, and he is 
widely acquainted in the banking and 
financial field. He was made associate 
editor in 1944 and senior associate edi- 
tor in 1955. 

Mr. Mason joined the Burroughs 
Clearing House staff in August, 1955, 





L. H. MASON N. E. DOUGLAS 
Staff men promoted 


after gaining experience as a news- 
paper reporter and as a writer for 
Ward’s Automotive Reports. He is a 
graduate of the school of journalism, 
Wayne State University, Detroit. On 
the magazine he has written several 
articles and has most recently been in 
charge of the Banking News and Book- 
let Counter sections, besides editing the 
copy of other writers. 

Another journalism graduate of 
Wayne State University, Mr. Douglas 
joined the Burroughs Corporation in 
1955 after five years of newspaper 
reporting and editing experience. As- 
signed to the writing of marketing 
publicity for the Burroughs advertising 
division, his work has included the ob- 
taining of articles from a number of 
banks and other financial institutions. 
He was recently advanced to the edi- 
torial department of Burroughs Clear- 
ing House. 


o 


The National Bank of Decatur, 
'llinois, has elevated Berlie A. Hart 
rom cashier to vice-president. Other 
romotions include: Auditor Robert 
E. Richie to cashier; Leo R. Mc- 
William to assistant cashier; and Frank 
4d. Rolf to farm manager. 


May, 1957 


























To keep you 
informed on 
business trends 
in Canada! 





Monthly Review 


The Bank of Nova Scotia 





Each month, some matter of current economic 
interest affecting Canadian business is discussed 
by The Bank of Nova Scotia in its bulletin, the 
Monthly Review. 





Information presented in these concise reports 
has proved valuable to a growing number of 
businessmen, and could well be of interest to you. 





If you wish to receive the Monthly Review regu- 
larly, simply complete and mail the coupon below. 
We'll be glad to put you on our free mailing list. 


_ The BANK of 
_ NOVA SCOTIA 


500 branches in Canada and abroad 

















| Economics Department, S-57 
: | The Bank of Nova Scotia, 
: | 44 King St. West, Toronto, Ontario 
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Please put me on your complimentary mailing list to 
receive the Monthly Review. 
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hyn 
of the dollar 
volume we 
send to our 
Michigan 
correspondents 
IS sent 






direct 


And, over 65% of all Michigan banks are correspondents of ours. That’s a lot of direct sending—a lot of float 
reduced, and a lot faster final determination. And it’s a good reason to consider a banking relationship with us. 


More friends because we help more people 


NATIONAL BANK 


OF DETROIT 


Member Federal Deposit Insurance Corporation 
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Drastic Changes Suggested 
by Bank of Canada 


Inflationary trends in Canada lay 
behind three more or less drastic sug- 
gestions for changes made in the re- 
cent annual report of James E. Coyne, 
governor of the Bank of Canada. The 
suggestions included: (1) _ possible 
changes in the Canadian banking sys- 
tem whereby personal savings deposits 
might be segregated for long-term 
investment and housing loans, (2) the 
suggestion that inflation has reached 
the point where the Canadian govern- 
ment might want to consider direct 
controls over the distribution of avail- 
able credit, and (3) a widening of the 
central bank’s control to include in- 
stalment finance and small loan com- 
panies. 

If Mr. Coyne’s suggestion concern- 
ing the segregation of savings were 
to be realized, it would iead the way to 
a reform which many authorities have 
considered desirable: a separation 
in the dual function of Canadian banks 
as both “commercial” and “savings” 
banks. The banks’ short-term com- 
mercial and other lending would then 
have to be backed only by their non- 
savings deposits. Consequently, in 
operating monetary policy, the central 
bank could ignore the chartered banks’ 
savings deposits in the same way it 
ignores those held by trust companies, 
savings banks and other organiza- 
tions. 

In suggesting the possibility of 
direct credit controls, Mr. Coyne 
pointed out that a dangerous condition 
would result if living costs continue to 
spiral at the same pace they did in the 


By JAMES MONTAGNES 
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Behind suggestions for broader central bank controls 


latter part of 1956. At the same time, 
he emphasized that the present tight 
money policy did not hit small busi- 
nesses any harder than others, and 
that the chartered banks are not dis- 
criminating against the small busi- 
nessman in the availability of loans. 
In the statement on finance com- 
panies, Mr. Coyne declared that finance 
companies carry on an operation that 
is essentially banking, but still are not 
restricted by changes in monetary 
conditions. Thus, he said, these com- 
panies compete with the banking in- 
stitutions for deposits through the 
sale of short-term paper, raise funds 
in the securities market, and pay any 
rate necessary since they have a 
greater range in charging higher in- 
terest rates for consumer borrowings. 
“The existence of what amounts to 
a rival banking system,” said Mr. 


Separate operations courses for junior and senior staff members 


Training sessions at one of the Bank of Montreal’s offices 
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Coyne, “competing for deposits and 
short-term funds in order to make 
short-term loans to finance consump- 
tion without supervision or regulation, 
and out of step with the trend of credit 
policy in the regular banking system, 
can be a definite handicap to monetary 
policy during a boom, and will also 
have de-stabilizing effects during any 
recession of activity that may ensue.” 

In recounting the steps taken by 
the central bank to control boom con- 
ditions in Canada, in the past two 
years, Mr. Coyne said that the bank’s 
monetary policy has been designed to 
provide increasing resistance to the 
continuing expansion of credit, to en- 
courage increased saving, and to offer 
some discouragement to increased bor- 
rowing. 


5 ° o 


Bank Training Sessions 

Canadian banks are placing increas- 
ing stress on the importance of initial 
and advanced training for their staff 
members. Three banks that have 
stepped up or augmented their train- 
ing programs this year include The 
Toronto-Dominion Bank, The Bank of 
Nova Scotia, and The Bank of Mont- 
real. 

Early this year The Toronto-Domin- 
ion Bank began new training courses 
for its employees who had recently 
joined branches of the bank in the 
Toronto area. The sessions are held in 
the board room of the former Domin- 
ion Bank in Toronto, and the em- 
ployees receive a 10-day course during 
normal banking hours. Subjects in- 
clude bank history, human relations 
and bank procedures and operations. 
Upon completion of the course, the 
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Filmstrips are used in classes at the Bank of Nova Scotia 


Training programs cover bank history, human relations, procedures and operations 


trainees return to their branches to 
use their knowledge in their daily 
operations. Then after three months 
they receive a final training course at 
the bank’s central schoolroom. The 
bank plans to use the same method in 
other centers across Canada, and to 
expand the training course this year 
to include a special teller’s course. 

The Bank of Montreal has training 
courses for new employees at Mont- 
real, Toronto, Winnipeg and Calgary 
and plans to expand the training to 
other centers. Two courses are in oper- 
ation at Montreal, one for juniors and 
one for seniors. 

At Montreal the course for juniors, 
who have been with the bank from six 
to eight weeks, lasts three weeks. It 
includes a brief outline of the history 
of banking, the functions and services 
of chartered banks, and detailed in- 
structions on the handling of collec- 
tions, exchange, savings deposits, var- 
ious types of withdrawals, the cash 
book, and all the everyday transac- 
tions in which a young banker is likely 
to become entangled. 

The senior course for accountants 
includes routine branch procedures, 
office organization, public relations, 
business development, staff relations, 
training and policy. Plans are under- 
way for courses for assistant man- 
agers and other supervisors. 

The Bank of Nova Scotia has started 
the use of color filmstrips to teach 
a variety of courses. Projectors and 
filmstrips are based at seven centers 
across Canada, and can be easily 
shipped with screen and recordings to 
branches anywhere. The filmstrips 
range in length from 10 to 20 minutes 
and are used with the recordings; in 
other words, no instructor needs go 
with the film. 

The five filmstrips are designed to 
be shown at branches in the course of 
a year and cover public relations and 
salesmanship in the teller’s post, office 
organization, public relations in the 
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accountant’s department, telephone 
courtesy, and techniques in selling. 
Only one filmstrip is shown at a time. 
Neil Speicher, assistant supervisor of 
business development, points out that 
the film can be shown several times at 
one session if need be, for each film is 
a highly concentrated lesson and can- 
not all be grasped in one showing. 
Following the film, the manager of the 
branch holds a discussion and answers 
questions on the subject. Folders on 
main points in each filmstrip are 
handed to staff members for further 
study and as reminders of items cov- 
ered in the lesson. 
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Unprecedented Promotions 
for Bank Women 

Two of Canada’s bank women re- 
cently figured in promotions unprece- 
dented in Canadian banking history 
when they were advanced to assistant 
branch managers of the Bank of 
Montreal. Miss Mary Pollock became 
assistant to the manager at the bank’s 
main branch in downtown Montreal, 
and Miss Amelia Irene Reynolds, an 
assistant manager at the bank’s main 
office in Saskatoon, Saskatchewan. 
Prior to these promotions, executive 
positions held by Canadian bank wom- 


Sets distaff member precedent 


H. LIKEN 


M. POLLOCK 











Embryo bankers receive 10-day course at Toronto-Dominion Bank 





en had been limited to assistant ac- 
countants or occasionally as head of a 
branch savings department. 

Miss Pollock began her banking 
career in 1936 as a_ stenographer. 
Sometime later she took one of the 
courses of the Canadian Bankers’ As- 
sociation, and in 1939 passed her asso- 
ciates examinations with honors. In 
1944 she became one of the few women 
to be made a fellow of the C.B.A. 

Miss Reynolds joined the Saskatoon 
office in 1929 after service at branches 
at Outlook and Regina, Saskatchewan. 
She was placed in charge of the liabil- 
ities department at the Saskatoon 
branch in 1940. 

Both Miss Pollock and Miss Rey- 
nolds feel that 
their new pro- 
motions prom- 
ise to pave the 
way for more re- 
sponsible bank- 
ing jobs for 
women. They be- 
lieve this is a 
good thing for 
customers too, 
particularly 
women custom- 
ers, who hesitate to admit their 
ignorance of banking terms to a man, 
but feel they can ask a woman without 
embarrassment. Miss Reynolds and 
Miss Pollock will have a real hand in 
interpreting branch policy. 
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Business-Aid Booklets 

“Meet India,” a booklet on India as 
a foreign market, and “Your Guide to 
Business in Canada,” a booklet to aid 
foreign businesses that wish to set up 
a business in Canada, have been issued 
respectively by the Mercantile Bank 
of Canada and The Bank of Montreal 

The booklet “Meet India’, goes int« 
detail on the country’s agricultura! 
economy and agricultural exports, de- 
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velopment of mineral resources, elec- | 


tricity, and main industries, trans- 
portation and communications. For- 
eign trade, especially that with Can- 
ada, foreign investment and the bank- 
ing system are also discussed in detail. 
The brochure features a map of India 
and its new states, and covers briefly 
the country’s main geographic areas 
and cities. 

“Your Guide to Business in Canada” 
outlines briefly some of the considera- 
tions involved in starting a business 
in Canada. Chapters deal with various 
types of business organizations oper- 
ating in Canada, the tax structure, 
labor, patents, copyright and trade 
marks, construction, and the like. 
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Bank of Montreal Buys 
Manhattan Building 

To provide a new headquarters for 
its operations in New York City, the 
3ank of Mon- 
treal has agreed 
to purchase the 
21-story First 
National City 
Bank building at 
Broadway and 
Wall Streets. 
The Canadian 
bank will take 
possession of the 
building in 1959, 
the centenary of 
the Bank of 
Montreal’s first 
office in New 
York. The build- 
ing will provide 
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the bank with 
quarters un- 
equalled in size 
by those of any 
other Canadian bank maintaining 
offices in Manhattan. 
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Banks Pledge S150 Million 
in New Housing Loans 

The heads of Canada’s nine char- 
tered banks, in a meeting held with 
Bank of Canada officials in late March, 
agreed to approve new housing loans 
in 1957 totalling $150 million, an 
amount sufficient to finance 15,000 
new housing units. Last year the 
banks insured some 16,000 housing 
units for about $160 million, with 
actual disbursements on mortgage 
loans amounting to $235 million. 

In recent months there has been a 
drop in housing mortgage funds from 
the banks. The Bank of Canada as- 
sured the banks that as a group their 
otal resources could be expected to 
increase in 1957 by an amount at least 
great enough to take care of their 
lisbursements on mortgage loans, 
both new and already in existence. 
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If you are thinking of establishing a business 


in Canada you will find it advantageous to con- 
sult Imperial Bank of Canada. With branches 
coast to coast, Imperial Bank can readily supply 
you with up-to-the-minute information on 
trends, developments and business opportu- 
nities. For such information, write Imperial 
Bank of Canada, Head Office, Toronto, Canada. 


IMPERIAL 


BANK OF CANADA 


BRANCHES COAST TO COAST IN CANADA, AND 
CORRESPONDENTS THROUGHOUT THE WORLD 

















CANADA’S MY BANK 


2 MILLION CAMADIAN 


FIRST 
BANK 





COAST-TO - COAST 


Bank or MonrTREAL 


New York--64 Wall Street San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 





675 BRANCHES ACROSS CANADA * RESOURCES EXCEED $2,700,000,000 
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Complete Correspondent Service 


California Bank 


LANCASTER 
CANOGA PARK 
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GARDENA 













ANAHEIM 
TORRANCE A 
LOMITA | SANTA ANA 
WILMINGTON LONG BEACH 
SAN PEDRO 58 offices 
in Los Angeles 
area 


Serving a market of 
5,750,000 people in 4,866 
square miles 


629 South Spring Street, Los Angeles 54, Michigan O111 


Member Federal Deposit Insurance Corporation 
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THE BOOKLET COUNTER 








Positive Public Relations ... A 
good public relations program must 
be sincere, pervading the bank’s staff, 
its officers and stockholders. It must 
also be well organized, constantly scru- 
tinized and followed through, accord- 
ing to this eight-page analysis. Im- 
proved staff, customer and community 
relations, stockholder participation, 
favorable publicity, new business de- 
velopment, and better bank letters and 
advertising are among the topics out- 
lined in the publication. Included is 
a valuable chart which gives manage- 
ment a summary of avenues that can 
be approached in carrying out a suc- 
cessful public relations program. The 
chart details various publicity outlets, 
and provides a check list of organiza- 
tions to contact in the community. 


Financing the American Con- 
sumer ... Consumer credit fills an 
important role in the American econ- 
omy by helping consumers plan for 
and meet their financial commitments, 
according to this authoritative 84- 
page study. It discusses the various 
functions that credit performs for the 
consumer, shows how various types of 
credit serve different needs, and ‘then 
surveys the current status of con- 
sumer credit. Supplemented by many 
charts and tables, the study pinpoints 
the practices and volume of consumer 
credit at finance companies, banks and 
credit unions. It also outlines prob- 
lems confronting these lenders. Single 
copies are free, quantity orders avail- 
able. 


Let’s Go Eating in New York... 
Past successes of this brochure have 
prompted an Ohio bank to issue a 
newly-revised third edition. It offers 
New York City visitors excellent tips 
on where to dine, describing favorite 
dishes and hinting at the prices of 
nearly a score of New York’s better 
eateries. The author’s annual trips to 
Manhattan take him to the big hotel 
restaurants, to the famous mid-town 
cafes and to some of the lesser known 
places in quest of a variety of eating 
places. He has set these down so the 
New York visitor can find the best 
in food and service, regardless of the 
size of his pocketbook. 


Language of Investing . . . This 
35-page booklet will prove helpful to 
staff members interested in learning 
the jargon of the stock market. Pub- 
lished by the New York Stock Ex- 
change, it contains definitions of 240 
terms commonly used in investment 
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Language 
of Investing 


A GLOSSARY 











Clarifies stock market jargon 


circles. These range from “accrued 
interest” to “yield,” and give new 
investors and confirmed speculators 
clear-cut meanings to the various 
terms used by brokers. Book value, 
exchange distribution, growth stock, 
leverage and manipulation are among 
the many terms discussed in the 
booklet. 


The Insured Public .. . Life 
insurance ownership in the United 
States is covered in this 64-page book- 
let recently released by the Institute 
of Life Insurance. It details the num- 
ber of life insurance policyholders in 
the country, the types of life insur- 
ance carried, the personal, financial 
and family characteristics of these 
policyholders, and the public’s attitude 
toward life insurance. The report re- 
veals several interesting aspects about 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











insurance coverage, and is based on a 
14-point questionnaire used by inter- 
viewers across the country. The book- 
let offers over 70 charts to illustrate 
the habits of life insurance buying as 
to age, marital status, occupation, in- 
come, education, geographical regions 
and population areas. 


Bringing in New Business .. . 
All-employee merchandise and travel 
incentive campaigns are treated in 
this 14-page report. It outlines the 
many methods that can be used to 
train employees to approach new ac- 
count prospects, as well as listing the 
vehicles for presenting these facts 
to staff members. In addition, the 
pamphlet provides suggested selling 
points for a variety of banking serv- 
ices, such as personal loans, checking 
accounts, trust accounts, and the like. 


Industrial Development Bulletin 
. .. Business development officers and 
other bankers interested in encourag- 
ing business and industrial growth 
within their geographical banking 
area will be interested in this 46-page 
booklet. It contains a year’s collection 
of monthly fact sheets put out by a 
large New York bank to attract new 
industry and keep present firms aware 
of developments within the county. 
The newsletters cover such community 
statistics as population, housing, em- 
ployment, utilities, industry, retail 
sales and agriculture, along with com- 
parable figures for earlier years. In- 
cluded in the booklet is a reprint of an 
article describing the economic fact 
sheet program. It provides an analysis 
of the monthly report, tells why it was 
initiated, and outlines progress in the 
community since the first issue was 
published. 


Financing Construction Equip- 
ment... The nation’s financial insti- 
tutions can ill afford to exclude them- 
selves from the investment and financ- 
ing opportunities associated with our 
huge $100-billion highway building 
program, according to a road machin- 
ery company executive in this speech 
reprint. He points out the advantages 
open to institutions financing con- 
struction and allied equipment, and 
outlines responsibilities of banks and 
other financial firms that have entered 
this field. During the next five years 
alone, he adds, the highway program 
will require an additional $1 billion 
worth of construction equipment, and 
some $300 million to $350 million of 
this equipment will be added in 1957 
and 1958. 
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Do you need credit information or assistance? 








Our credit officers are constantly contacting business 
and industry firsthand. First National credit officers have 
a thorough knowledge of business conditions generally as 





well as specialized knowledge of particular fields of Our busy Credit Department ... where we keep up-to-date information on 
business. Their knowledge and experience are available commercial paper names and accurate credit files on thousands of individuals 
to you at all times. and companies in St. Louis and throughout the nation. 


T your request, our credit officers will collect all the perti- 
A nent facts through the use of our nationwide system of 
Hae correspondent banks and our daily contacts with recognized 
5 (hy | agencies and accredited sources. These facts are then care- 
vesesussrey fully analyzed and evaluated before being passed on to you. 


Our credit officers will also help you analyze commercial 
THE FIRST loan applicatio ist ith edit fi 
sa aitecttcaa’ Gani p ms... assist you with your credit forms or 
IN ST.LOUIS any other phase of your Credit Department operations. We 
hope you'll call on us often to provide credit information and 
assistance as well as other correspondent services. 


For information about our many other correspondent services, 
mT mn write for free copies of the newly revised ‘‘Sincerely Yours” 

booklet. Send your requests to First National Bank in St. Louis, 
St. Louis 1, Missouri. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Invalid Warehouse Receipts 


The United States Court of Ap- 
peals, Tenth Circuit (Utah), refused 
to allow a grain purchaser recovery of 
losses sustained on some $200,875 
worth of unregistered warehouse re- 
ceipts illegally issued by the ware- 
houseman of a seed company. 

The purchaser, the court said, was 
bound to know that the unregistered 
receipts, given to him for a specified 
quantity of milo for storage, had been 
issued for grain that was not in the 
warehouse, and that they were, there- 
fore, invalid. 

Under the General Statutes of 
Kansas Annotated, 1949, the court 
added, it is a criminal offense for 
any warehouseman to issue or aid in 





the issuance of a warehouse receipt, | 
knowing that the grain for which the | 


receipt has been given is not under his | 


actual control at the time the receipt 
is issued. 

Central States Corp. v Trinity Uni- 
versal Ins. Co., 237 F. 2d 875 (1956) 
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Purehaser for Value 


A bank does not become a bona fide 
purchaser of negotiable paper for 
value when it discounts the note and 
places it to the holder’s credit by way 
of deposit, according to the United 
States Court of Appeals, Fifth Circuit 
(Alabama). However, the Court 
added, if and when the amount de- 
posited in the holder’s§ checking 
account is exhausted, before maturity 
of or notice of any defect in the paper, 
then the bank is a purchaser for value. 

In this case, the bank, claiming to 
be a holder for value, sued the motor 
company on four checks amounting to 
about $7,000 drawn by the motor com- 
pany on a Chattanooga bank in favor 
of a Mr. Moore. Moore deposited them 
in his checking account in the plaintiff 
bank. The motor company stopped pay- 
ment on the checks and defended the 
present action on the ground that the 
bank was not a holder in due course, 
but was acting only as the agent for 
its depositor, against whom the drawer 
of the checks, the motor company, 
claimed to have a good defense. Both 
the District Court and the Circuit 
Court decided in favor of the bank. 

The deposit slip of the bank read in 
part: “In receiving items for deposit 
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or collection, this bank acts only as 
depositor’s collecting agent. All items 
are credited subject to final payment 
in cash or solvent credit.” At the time 
of the deposit, Moore had about $47.00 
in his account. The deposit was made 
on February 10th and on the same day 
the bank received from the Federal 
Reserve Bank a letter dated February 
9th enclosing certain checks dated 
February 6th. These checks were paid 
by the bank on February 10th out of 
the proceeds of the checks deposited 


by Moore. On February 12th, the 
motor company wired Moore that it 
had stopped payment, but Moore did 
not advise the bank until February 
15th, the same day that it recived ad- 
vice from its correspondent that pay- 
ment had been stopped; but before 
receiving this advice, the bank had 
paid out substantially the entire 
proceeds of the checks. 

The Court said: “The effect of 
crediting commercial paper to the de- 
positor’s account at the time the de- 













CAP LIMITED CS) 


94 Years... 64 Branches 


in South and Central America, England, 
France, Portugal and Spain 


Complete International Banking Service 














INSTANT SERVICE 


wherever you want it! 


Credit Life Agency’s eight field offices give 
you fast, personal attention. And our flexible 
Credit Life, Health and Accident program 
offers security for your bank, while it pro- 
tects your customers’ earning power. Won’t 
you call the office nearest you to find out how 
adaptable the CLA program is to your 
specific requirements? 


WRITE OUR BANKING SERVICE 
DEPARTMENT FOR FULL DETAILS 


CREDIT LIFE AGENCY, inc. 


67 Barclay N.E., Grand Rapids, Michigan 





St. Petersburg 5-4700 
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..... STANLEY 
automatic door controls 











A personal “Hello” or “Goodbye’”’ is the best 
means of maintaining a friendly relationship 
with each customer .. . but this isn’t 
possible. You CAN do the next best thing 
... Offer every customer the courtesy 

and convenience provided by Stanley 
Automatic Door Controls as they open and 
close your doors automatically. Join the 
growing list of progressive banking 
institutions that are building business 

by making friends through the 

magic of Stanley Door Controls*. 


Write for our new folder — “Build Acceptance” 
— to Magic Door Sales, Stanley Hardware, 
Division of The Stanley Works, Department E, 
1095 Lake Street, New Britain, Conn. 


*Can be installed on new or existing doors. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric 
tools « drapery, industrial and builders hardware + door controls + aluminum windows « metal parts + coatings + 
steel and steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany 





posit is made, and prior to collection, 
with respect to the title thereto de- 
pends on the intention of the parties, 
to be determined from the evidence... 
The immediate crediting of paper as 
cash, with a right to draw against the 
credit in advance of collection, will, 
as a general rule, transfer title to the 
paper to the bank of deposit in the 
absence of an agreement to the con- 
trary, even where the paper has been 
indorsed restrictively ... 

“Regardless of formal statements on 
a deposit slip, such as that deposits 
are accepted for collection only, or 
that items are credited conditionally 
or are subject to final payment, if the 
facts and circumstances surrounding 
the making of the deposit indicate that 
it was the intention of the parties that 
the depositor might draw against such 
deposit and he does so, the title to the 
items deposited thereupon passes to 
the bank. Moreover, an immediate 
credit with a right of withdrawal over- 
comes the effect of a statement in the 
deposit slip that the bank is an 
agent...” 

Furthermore, the Alabama Negoti- 
able Instruments Law provides that 
the holder of an instrument may at 
any time strike out any endorsement 
which is not necessary to its title. 
Therefore, the Court said that al- 
though the checks were endorsed “for 
deposit” such restrictive endorsement 
could be stricken out by the bank. 

Lowrance Motor Company v. First 
National Bank, 238 F. 2d 625 (1956). 
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Guaranty Estate Plan 


A “Guaranty Estate Plan” issued by 
a savings foundation and sold to the 
public constitutes a “‘security” within 
the registration statute of Wisconsin, 
according to the State’s Supreme 
Court. The plan consisted of a contract 
between the investor and the founda- 
tion, a life insurance policy issued by 
a life insurance company, and a sav- 
ings account in a federal savings and 
loan association. 

The plaintiff savings foundation 
asked for a declaratory judgment that 
they were not issuers of or dealers in 
securities within the coverage of the 
Wisconsin Securities Law and there- 
fore were not subject to license, reg- 
ulation, restriction or penalty there- 
under. Both the lower court and the 
Supreme Court held against them on 
the ground that a state court should be 
slow to read into a federal action any 
implication that the states are fore- 
closed from legislating in exercise of 
the police powers to accomplish the ob- 
jectives of their securities act unless 
Congress has plainly disclosed such 
intention. 

The defendant was the director of 
the Department of Securities of the 
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4 IS YOUR NIGHT DEPOSITORY EQUIPMENT 

° EQUAL TO THE EVER-INCREASING DEMAND? 
ll, 

1e The marked trend to evening shopping 
1e 

=f hours means more night deposits, bigger 
mn deposit bags. New ‘‘5-Star’’ Depositories by 
ts 

“a Herring *Hall: Marvin are available in ‘‘jum- 
y 

“ bo’’ sizes, with openings designed to take 
at _ 

at extra large bags. Super-size receiving safes 
ch 

“a are also now available. All new model de- 
t ee _ 

. positories have weather-resistive closures. 
he 

an Shown here is the latest and best in Night 
a Depository equipment—our new deluxe 
at ; 

nt 5-Star ‘‘Electraposit’’ model. 

le. Pm 

al- 

or 

- The 5% ” high x 133%” wide x 934” deep opening provides for bigger money 

ost bags now in common use. Locking the depository door after deposit has been 

)). made actuates a motor which revolves the hopper drum and drops bag into 

the chute. The customer can see through the bullet-proof window in the door 
that the bag has been safely deposited. 

by 

he A concealed lighting unit behind the ground-glass panel illuminates the 

om ELECTRAPOSIT lettering and casts a glow over the gleaming stainless steel 

me face of the depository. Deposits made in the envelope slot drop directly into 

“i the receiving safe chute. 

. 
AV - A variety of models of Night, 24-Hour and Envelope 

- Depositories is available. For complete catalog, write or 
on send coupon today. 
lat 

in 
che a ee ee ey Lae eee 
"e- | 
sul HERRING . HALL . MARVIN | HERRING * HALL * MARVIN, Hamilton, Ohio 
el | Please send me, without obligation, new 
yn SA of COMPANY | catalog on Depositories. 
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Take the 
PINCH 


out of 


TIGHT 


MONEY 
with 


TRAVELING 





CREDIT 


When money is tight, your lend- 
ing standards have to get 
tougher, your customers as well 
as your bank feel the effects of 
the squeeze. 


The tight money market has 
many commercial borrowers in 
pinched circumstances— many 
cannot qualify to draw on such a 
limited supply. However, the cus- 
tomer using Douglas-Guardian 
Traveling Credit offers prime 
qualifications in the security of 
Douglas-Guardian Field Ware- 
house Receipts. Your bank is fully 
protected while rendering a 
valuable assist in tight financial 
times. 


Under the Douglas-Guardian 
Plan of Traveling Credit we issue 
field warehouse receipts on mer- 
chandise right where it siands. 
These receipts, backed by actual 
inventory of the borrower, be- 
come prime collateral for a loan. 


FOR COMPLETE DETAILS, WRITE 
OR PHONE OUR NEAREST OFFICE 


DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
FIELD WAREHOUSING —COAST TO COAST 


EXECUTIVE OFFICE: 118 North Front Stree: 
New Orleans I, Louisiana 


ATLANTA 3, Ga., Hurt Building 

BOISE, Idaho, Continental Bank Bldg. 
CHICAGO 2, Ill., 173 W. Madison St. 

DALLAS |, Texas, Tower Petroleum Bldg. 
DETROIT 26, Mich., Penobscot Bldg. 

LOS ANGELES 15, Calif., 1110 W. Olympic Blvd. 
MEMPHIS 3, Tenn., Porter Bldg. 


NEW YORK 4, N.Y., 50 Broad St. 
PHILADELPHIA 2, Pa., Girard Trust Bldg. 
PORTLAND, Ore., U.S. Nat‘l Bank Bidg. 
SAN FRANCISCO 3, Calif., 785 Market St. 
SPRINGFIELD, Mo., McDaniel Bidg. 
TAMPA 2, Fla., 416 Tampa St. 

18 other convenient offices 
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State of Wisconsin. His department 
held that the security was one which 
had to be registered and that although 
the interest in the share capital of a 
federally chartered savings and loan 
association was a security which was 
exempt from registration, it could be 
sold in Wisconsin only by licensed 
dealers. 

Under the plan, the investor was to 
make monthly payments to the founda- 
tion for about 14 years, the exact 
period depending upon the rapidity 
with which the deposits in the savings 


| account plus the distributions of earn- 


ings credited to the account by the 
savings and loan association reached 
a specified amount. Out of the first 
ten payments thus made the founda- 
tion retained a part as its compensa- 
tion. The balance of the first ten pay- 
ments, and nearly all of the later 
payments, were disbursed by the 
foundation in payment of premiums 
on a life insurance policy on the life 
of the investor and in payments to the 
federal savings and loan association 
for credit to the investor’s savings 
account. 

The life insurance policy and the 
savings and loan account were the 
property of the investor, but the policy 
and the savings account passbook were 
held in escrow by the foundation. 
When all payments required to keep 
up the life insurance premiums and 
bring the withdrawal value of the sav- 
ings account to the figure described 
as the “saving objective’ had been 
completed, the plan matured. Then, the 
contract between the investor and the 
foundation terminated. At that time, 
the investor could cash or continue in 
force the life insurance and the sav- 
ings account. 

If the investor died prior to the 


' maturity of the plan, the life insurance 


company was to pay his beneficiary a 
sum of cash and a monthly income, 
and pay to the foundation the amounts 
required to be transmitted by it to the 
savings and loan association for the 
balance of the 14 year period or until 
the account reached the specified with- 
drawal value. 

The court said: “We have examined 


| the contract issued by the foundation 


with care, and find it complex, difficult 
to analyze and understand, and con- 
fusing. While the meaning is not 
beyond the power of a lawyer to deter- 
mine by intensive examination, we 
think the ordinary small investor 
would be quite likely to misapprehend 
his rights and couid easily be misled 


| by the contract.” 


The foundation argued that the plan 
was merely a contract for services and 
not a “security” because it did not 


_ confer upon the investor a share in 


any property or profits of the founda- 
tion, and did not obligate the founda- 
tion to make any payments to him. His 
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SPEED and SERVICE 


Route your Western items to 


AMERICAN TRUST 
COMPANY 


San Francisco 


San Francisco is the hub of Western 
domestic and overseas air routes. 

Our air dispatch system is geared to take 
maximum advantage of this fact, 


Our 24-hour transit operation can often 
save from one to two days’ time 
in the collection and availability of funds. 


Route all your Western items to 
American Trust Company. Take full 
advantage of our many years of 
experience in meeting the requirements 
of customers for fast return of 

unpaid items and quick conversion 

of items into cash. 


SEATTLE 
SPOKANE 
TACOMA ei 
PORTLAN 
BOISE 
SALT LAKE CITY 
RENO DENVER 
SACRAMENTO 


SAN FRANCISCO 

















LOS ANGELES 
SAN DIEG 





Write today for your copy of our 
new brochure entitled, ‘‘Speed and 
Service”’ which outlines in detail 
the many advantages available 

to you by routing your Western 
transit and collection items to 
American Trust Company. 
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TRUST 
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BANKING 
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96 BANKING OFFICES SERVING NORTHERN CALIFORNIA 


HEAD OFFICE: SAN FRANCISCO 


Statement of Condition, March 31, 1957 


RESOURCES 


Cash on Hand and in Banks 

U. S. Government Obligations 
State, County, and Municipal Bonds 
Other Bonds and Securities 

Stock in Federal Reserve Bank 
Loans and Discounts 

Bank Premises and Equipment 
Other Real Estate 

Customers’ Liability Under Acceptances 


Accrued Interest Receivable and 
Other Assets 


$258,941,793.45 
388,911,942.83 
62,003,314.50 
25,758,621.17 
2,400,000.00 
825,729,631.95 
14,486,278.32 


10,515,852.54 


LIABILITIES 


Deposits 


Other Liabilities 
Capital Funds: 


1.00 Capital Stock 
4,199,823.78 ($10.00 par value) 
Surplus 





Total Resources 


$1,592,947,259.54 


Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 


$1,453,033,477.19 
4,335,483.78 
14,058,816.69 
12,690,553.73 
1,942,350.83 


$27,812,500.00 


52,187,500.00 
Undivided Profits 26,886,577.32 


106,886,577.32 





Total Liabilities 


$1,592,947,259.54 


United States Government and other securities carried at $210,510,508.29 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


Member Federal Deposit Insurance Corporation 
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IS THE NAME 
_ TO LOOK FOR IN 


COIN HANDLING PRODUCTS 


The "Pop-Open” WRAPPER 
ovcces Sete Y PACK FIAT 


SAVE 25% OF TIME 


IN MACHINE FILLING 


Designed for this special purpose, they save 25% of time in machine filling. 
Slight pressure of the thumb and finger, and they “pop open”, yet pack 
flat. 1,000 of each denomination to a carton. In 6 colors for 6 different 
denominations of coins. Widely used by Banks. 


... They Out Perform All Competition! 





MANUAL COIN COUNTER 





34008 


5 SIZES 

Speeds up coin counting. Merely push 
Tubular Wrapper up from the bottom, 
then count coins into the hopper, then 
withdraw filled wrapper and close open 
ends. You save much time in packaging 
coins with this handy device. Stems are 
of Bakelite in five different sizes. 


GUNSHELL COIN WRAPPERS 





MACHINE 
FILLING 


Made extra strong as a result of unique 
construction . .. hence extra protection 
for coins. Non-clogging, neat packaging 
for all coins handled by machines. Ends 
crimp tightly. Packed 1,000 to a carton 
with crimped ends turned one way. 
They're great time savers. 


FOR INFORMATION WRITE TO... 


DEPT. B 
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COIN STORAGE TRAYS 





SIZE: 3%” x 11%” 
WITH VARYING DEPTHS for 
DIFFERENT SIZE COINS 


“Steel-Strong’’ Coin Trays afford a rapid system 
for handling wrapped coins. Stamped from one 
piece of heavy sheet steel, they are absolutely 
uniform and nest perfectly at any height. Double 
coated enamel outside, satin finish- plated inside. 
Colored capacity end labels. Teller merely counts 
number of filled trays and top rows of unfilled 
trays . . . giving him an accurate total of wrapped 
coins. Saves time, saves errors. STEP BLOCKS, 
EXCLUSIVE FEATURE of “‘Steel-Strong” Coin 
Trays permit fast loading of rouleaux into Trays, 
limiting the exact’ amount of the coin total as 
shown by colored end labels, which always match 
the color of the coin wrappers for easy identifica- 
tion of the coin denomination. 





LIFT PANS for COIN TRAYS 


“‘Steel-Strong’’ Lift Pans serve to ac- 
commodate filled Coin Trays in the 
Teller’s cage, and become a convenient 
carrier to and from the vaults for night 
storage. Illustration also shows Pan filled 
with loaded Coin Trays and the great 
advantage of all trays being the same 
length and width. This permits secure 
stacking and perfect nesting. 


5S DAY FREE TRIAL 







L. DOWNEY CO. 


MISSOURI 
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sole property was the insurance policy 
in the savings account. 

The question involved was whether 
the contract was a “security” rather 
than whether it was a good invest- 
ment, even though the plan was sus- 
ceptible to abuse and imposition on 
unwary or inexperienced investors. 

The court said: “... it is significant 


| that the Federal Securities Act of 1933 





expressly provides that nothing there- 
in shall affect the judisdiction of the 
securities commission of any state 
over any security or any person.” 

First National Savings Foundation 
v. Samp, 80 N.W. 2d 249 (1956)- 
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Dishonored Draft 


A drawee bank which fails to return 
a draft within the statutory 24-hour 
period is liable for the face amount, 
according to the Court of Civil Appeals 
of Texas. 

The payee of the draft brought an 
action against the drawee bank and 
the forwarding bank to recover the 
amount of the draft, and was suc- 
cessful against the payee bank. A 
Texas statute provides that if the 


| payee bank does not honor a draft it 





must return the draft within 24 hours. 

In this case the bank kept it over a 
month, and then returned it to the 
forwarding bank. When it was not 
paid, the payee brought an action 
against both the payee bank and the 
forwarding bank, but recovered only 
against the drawee bank. During all 
of the time in question, the drawer of 
the draft had an account with the 
drawee bank, which notified him of 
the draft and talked to him on several 
occasions about paying it. The drawee 
bank failed to comply with the instruc- 
tions of the forwarding bank in its 


| letter of transmittal. The court found 
that such failure constituted negli- 


| gence, 


and that therefore plaintiff 
should recover. 

State Bank v. Fulcher, 296 S.W. 2d 
953 (1956). 
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Bondified Posteard Cheeks 


Illinois’ Community Currency Ex- 
change Act regulating currency ex- 
changes in requiring a license, pay- 
ment of fees, etc. was declared un- 
constitutional by the United States 
District Court for the Northern Dis- 
trict of Illinois, because it denied 
equal protection of law insofar as it 
discriminated against the plaintiffs 
who sold bondified postcard checks and 
money orders, but exempted from its 
application the American Express 
Company money orders. 

The defense was that the real pur- 


| pose of the Act was to eliminate irre- 


sponsible companies, and that the ex- 
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concerned with Customer Service 


More than 60 years ago, Edgar A. Walz originated a unique and highly 
efficient system for reimbursement of business travelers’ expenses. Now called the 
Traveletter System, it has remained basically unchanged from the original concept, 
although in operating detail it has taken full advantage of technical progress in business 
methods and procedures. 


Since its inception the Traveletter System has been a boon to many busi- 
nesses. It is used today by literally hundreds of American industries, ranging in size from 
the largest of corporate giants with 1500 travelers down to organizations with but one or 
two. All find the system advantageous to such a degree that 96.4% of Traveletter users 
renew their contracts each year! 


What is this Traveletter System—why should it interest you? Here’s 
the answer in brief. 


When a customer of yours uses Traveletter, his traveling men are provided with 
TRAVELORDERS—drafts to be drawn on his company through your bank— 
and TRAVELETTERS, which are letters of identification incorporating a 
proven method of limiting the size and frequency of TRAVELORDERS which 
the traveler can cash. 


When a traveler makes out his expense report, he draws.a TRAVELORDER 
draft for that amount. The TRAVELORDER, when presented with his 
TRAVELETTER, is honored at hotels, motels, and banks throughout the 
country. The TRAVELORDER then clears through your bank and is presented 
with others to the customer who approves them for payment and reimburses 
you with an exchange check. 


The chief advantages of the system to your customers are that it protects them 
against loss, reduces or eliminates cash advances, simplifies accounting proce- 
dures, and insures his travelers against being stranded without funds. 

The Traveletter System is not designed for use by banks. We address this 
message to you because you probably will have corporate customers who use Traveletter. If 
so, you'll be called upon to clear Travelorders for them. It is possible you are serving cus- 
tomers of yours in this manner now. 


We average an inquiry a week from companies whose bank has recom- 
mended the Traveletter system. These progressive banks realize the importance of helping 
their customers in this way. Their reasoning: 


1. Traveletter increases customers’ accounts by amount recalled from cash 
advances; 


2. Handling Travelorders is a simple, risk-free procedure; 


3. Handling Travelorders helps your customers operate more efficiently 
and effectively; 


4. Handling Travelorders is not a “hidden” banking service, but one of 
which your customers are aware and appreciative, strengthening their 
loyalty to you. 


We have prepared an informative brochure especially for bankers, 
which we're sure you will find interesting. Won’t you please favor us with a 
request for your copy? 
SINCE 1894 
‘The Traweletter Corporation 


GREENWICH, CONNECTICUT 
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the New STANDARD Modular 


ROL: DEX unit 


Records roll to the clerk! 


e rolling tray carriages add speed-reduce fatigue e 


Maximum capacity — minimum floor space! 


e 35,000 tab cards* in 4’ 41/,” space e 


and you use your present records! 


S models choose feom- 


Sit-Down, 


Stand-Up or Mobile models to fit your operations 
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y ao FF o¢ more vecol 
Standard Models available for 73” x 31/4,” (tab), 
6” x 4” or 5” x3” cards. 
All Standard Rol-Dex Units are available for shipment direct from stock. 
[ WATSON MANUFACTURING CO., Inc. 
Send Rol*Dex Division, Dept. B, Jamestown, New York 
Coupon Please send literature describing new Standard Rol*Dex to: 
for i eeket ceric ik ca tabs ice Seca a a aa ca ea, 
ars SS ee ee ey Le vee eT 
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emption merely reflected the financial 
responsibility of the American Ex- 
press Company. The plaintiffs oper- 
ated their business in substantially 
the same manner as that of the Amer- 


ican Express Company, confining 
their operations to selling and issuing 
money orders through authorized 


agents located principally in retail 
establishments such as drug and gro- 
cery stores. 
Doud v. Hodge, 
(1956) 


146 F. Supp. 887 
os + - 


Oral Agreement Mortgage 

The Supreme Court of Oregon joins 
the majority of other states in holding 
that an action for specific performance 
of an oral agreement to execute a 
mortgage can be enforced in spite of 
the statute of frauds, because the non- 
application of that statute was neces- 
sary to prevent the perpetration of a 
fraud. 

The facts of the case as stated by 
the Court disclosed “. .. that the 
home of the defendant Eldon Mills 


| was encumbered with a mortgage; 
that the mortgage was paid with the 


money advanced by the plaintiff; that 
the plaintiff was led to believe this 
should be done to save Eldon Mills the 
burden of paying the interest upon 
the then existing mortgage so that 
these parties might, as partners enter 
into a business or matrimonial ven- 
ture; that subsequent to the payment 
of the existing mortgage upon the real 
property, Eldon Mills transferred his 
affections to another; that after the 
commencement of this suit he deeded 
the real property to his brother and 
sister-in-law, the defendants Jay 
Emmitt Mills and Wyona Mills, and 
then procured the transfer of the title 
to the real property from them to his 
friend of long standing, Gordon R. 
Andrus.” 

Under the law of Oregon, the mort- 
gage creates only a lien upon the prop- 
erty to secure the payment of the 
debt, and the mortgage is satisfied 
when the debt is discharged, unlike 
the common law wherein a mortgage 
held the fee to the real property sub- 
ject to defeasance “by the doing of 


| some act, such as the payment of 


money in a prescribed time and man- 
ner.” It is a well established principle 
of law in Oregon that to prevent the 
perpetration of a fraud, the statute of 
frauds will not preclude a court of 
equity from enforcing an oral agree- 
ment for the parties lying within its 
prohibition because: “The basis of 
equitable interference is that ‘Equity 
will not permit a party to retain an 
advantage thus gained upon the faith 
of a verbal agreement, while he repu- 
diates its obligations under cover of a 
statute. In a word, it will not allow 
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Courtesy of The Betimann Archive 


In this bank, some 
check cashers were ‘‘SHOT’”’ 


In one large New York bank, back in 1885, doubtful pre- 
senters of bearer checks were photographed. For more 
basic protection, many leading banks were by then pro- 
viding their customers with tamper-proof checks pro- 
duced on La Monte Safety Paper. Now as then, a major- 
ity of the nation’s leading banks have made La Monte 
quality and safety their first choice. 





Ask your lithographer to show you samples . . . or 
we will gladly send them direct. 
THE WAVY LINES ® ARE 


A LA MONTE TRADE-MARK 


Sass ~SAFETY PAPER FOR CHECKS ~~ 


GEORGE LA MONTE & SON, NUTLEY 10, NEW JERSEY 
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Yes, “BETTER PAPERS ARE 
MADE WITH COTTON FIBER” 
And WESTON BOND proves it 


Because it is made better with cotton fiber, WESTON 
BOND has all the beauty of finish, all the impressive- 


ness and character you look for in a letterhead paper. 


Against the sparkling brightness and uniform texture 
of WESTON BOND, typing looks neater, cleaner... 
letters look more inviting, easier to read. See for your- 
self the difference cotton fiber can make. Ask your 
printer to use WESTON BOND on your next lot of 
letterheads. 


WESTON BOND is available through your favorite 
printer in white, colors, white opaque, white litho 
finish and envelopes to match with instant sealing flap 
gum. Write for a sample book. Address Dept. BU. 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 


DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead Paper, 











the statute to be used as a cover for 
fraud and bad faith.”’ Since the money 
was put up by the plaintiff, there was 
a sufficient partial performance so that 
to fail to require the borrower to ful- 
fill his portion of the agreement would 
result in unconscionable fraud. 

The majority of the states hold that 
the payment of the money in reliance 
upon the oral promise to give a secur- 
ity interest is a sufficient part per- 
formance to satisfy the statute of 
frauds. In addition to the payment of 
money here, there was the act of the 
defendant in using the money in 
accordance with the agreement of the 
parties to pay the existing mortgage 
and thereby relieve himself of the pay- 
ment of interest thereon. 

Smith v. Mills, 296 P. 2d 481 (1956). 
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Prepayment Premium 


The United States Court of Appeal, 
Seventh Circuit, held that a borrower 
who prepaid with funds derived from 
re-financing would have to pay a pre- 
payment premium, because a refinanc- 
ing occurred when the capital stock 
of the borrower’s predecessor was sold 
as a means of obtaining finances for 
the payment of the obligation. 

The borrowing company was Kel- 
logg Switchboard & Supply Company, 
which merged with International 
Telephone & Telegraph Corporation, 


| the defendant. $900,000.00 at 4% per 


cent per annum with semi-annual in- 


| terest on a ten-year note was involved 


in the term loan agreement, whose 
redemption and prepayment section 
contained the following exception: 
“... except that if such prepayment 
is being made from or with funds 
derived from borrowings and refinanc- 
ing or from sources used in anticipa- 
tion of borrowings or refinancing, 
such prepayment shall be made by the 
payment of the principal amount 
being prepaid plus accrued interest 
thereon to the date of the prepayment, 
together with a premium upon the 
principal amount being prepaid of 
one-half of one percent for each un- 





expired year or fraction thereof from 
| the date of prepayment to the matu- 
rity date of each installment out- 
| standing.” 
| The loan was less than four years 
| old when the borrower gave the lender 
notice of its intention to prepay. 
The Court said: “The only question 
presented by this appeal is whether 
the sale of 10,000 shares of stock at 
$100 per share by Delaware Kellogg 
to its parent corporation Interna- 
tional, is within the purview of ‘bor- 
rowings or refinancing’ as set forth in 
the exception to the term loan agree- 
ment.” 
“Refinancing” was the key word. 
| The borrower contended that the use 
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Fulton National Bank 
Atlanta, Georgia 


Modern banking at the Fulton National Bank includes 


the use of 57 Brandt Automatic Cashiers. The speed 


and accuracy of these machines assure customers of 
fast, dependable coin paying service at the teller 
windows of this bank. 


Brandts have been serving banks for more than 66 
years, An installation of the latest type Brandt 
Automatic Cashiers will give a bank the finest in coin 
paying service. 


AUTOMATIC Cc AS HIER 
WATERTOWN _ Established 1890 | WISCONSIN 


“BRANDT” AND “CASHIER” REGISTERED UNITED STATES PATENT OFFICE AND CANADIAN TRADE MARKS OFFICE 





$2.50 
in advance 


or 

25 checks 

MORE 
PROFITABLE 
ACCOUNTS 








of the alternative words “borrowings 
and refinancing” limited the meaning 
of the word “refinancing” to a trans- 
action in the nature of a borrowing. 
But the Court said: “A fundamental 
rule of construction is that a court 
must give effect to every word or 
term employed by the parties and 
reject none as meaningless or sur- 
plusage in arriving at the intention 
of the contracting parties. . . . Appli- 
cation of this definition leaves little, 
if any, basis for the view that the 
sale of stock by Delaware Kellogg was 
other than a financing again or a 
financing anew of its obligation. Cer- 
tainly some connotation must be ac- 
corded the term ‘refinancing’ other 
than its restriction to the term ‘bor- 
rowings.’ Otherwise the term is mean- 
ingless or surplusage, as some of the 
cases state. There is no reasonable 
basis for the conclusion that the 
parties by use of the term intended 
such a result. The capital stock of 
Delaware Kellogg was utilized by it 
as a means of obtaining finances for 
the payment of its obligation, and 
when its obligation was thus dis- 
charged, it is our view that it had 
undergone a ‘refinancing’ within the 
scope of the term loan agreement.” 


Bankers Life Co. v. International 


Telephone & T. Corp., 239 F.2d 621 





(1956). 
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Lost Check 


This case revolved around a defend- 
ant’s personal check that was mailed 
to the Commodity Credit Corporation, 
but which was lost in transit. The 
U. S. District Court for Minnesota 
held that since the check was lost, it 
must be considered no payment was 
made and a debt to the United States 
remained. 

The defendant, in connection with 
obtaining a loan on stored corn, exe- 
cuted a note in the amount of $640.20. 


| This note was purchased by the Com- 
modity Credit Corporation from the 





original payee bank. The defendant- 
obligor on the note inquired of the 
county office as to the amount that 
would be required to liquidate the loan. 
That office replied that $664.20 was re- 
quired, and specified that any check in 
order to be acceptable should be made 
payable to the Commodity Credit Cor- 
poration. 

The defendant returned that letter, 


| noting on the reverse side of it “ck. 
enclosed for corn loan.” A Repayment 


Record Form in print was returned to 
the defendant and bore in typewriting 
this legend: “Repayment accepted sub- 
ject to collection of checks and verifica- 
tion as to principal and interest.” 
The disputed fact was whether the 
defendant sent his personal check or 
other checks of which he was payee, 
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TITLES INSURED 
THROUGHOUT 43 STATES, 
THE DISTRICT 

OF COLUMBIA, 

PUERTO RICO, HAWAII 
AND THE PROVINCES OF 
ONTARIO AND QUEBEC, 
CANADA 


NATIONAL TITLE DIVISION 
OFFICES: CHICAGO 
AND NEW YORK 


BRANCH OFFICES IN: 
Akron, O. 

Albany, Ga. 

Atlanta, Ga. 
Augusta, Ga. 
Birmingham, Ala. 
Camden, N. J. 
Cincinnati, O. 
Cleveland, O. 
Columbus, Ga. 
Columbus, O. 

Dallas, Tex. 

Dayton, O. 

Decatur, Ga. 

Detroit, Mich. 

Flint, Mich. 

Freehold, N. J. 
Grand Rapids, Mich. 
Macon, Ga. 
Mansfield, O. 
Marietta, Ga. 
Miami, Fla. 

Mount Clemens, Mich. 
Newark, N. J. 

New Orleans, La. 
Newport News, Va. 
New York, N. Y. 
Norfolk, Va. 
Pittsburgh, Pa. 
Pontiac, Mich. 
Richmond, Va. 
Roanoke, Va. 
Savannah, Ga. 
Springfield, Ill. 

Toms River, N. J. 
Washington, D. C. 
White Plains, N. Y. 
Wilmington, Del. 
Winston-Salem, N. C. 
Winter Haven, Fla. 
REPRESENTED BY LOCAL 
TITLE COMPANIES IN 


MORE THAN 200 OTHER 
CITIES 


































































A transaction may involve a multi-million 
dollar industrial or commercial building— 
or a small home. It may be in a 
Metropolitan area—or tucked off in a 
remote corner. It makes no difference! 





Large or small — investors from coast to coast 
know their transaction will receive... 






Lawyers Title service and protection of the 
same consistently high quality. 


There is nothing better than the best—and 


THERE 1S NO BETTER TITLE INSURANCE THAN A POLICY ISSUED BY 





Home Office 


Richmond, 
Virginia 


lawyers Jitle [nsurance (orporation 


May, 1957 99 




















Do your plans include 
banking in Baltimore 


Get Complete 
banking service at 


FIDELITY- 

BALTIMORE 
NATIONAL 
BANK 


Capital Funds 
over $16,000,000 


MAIN OFFICE: BALTIMORE & LIGHT STREETS 
20 Offices in Metropolitan Baltimore Member: F. D. 1. C. 
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"YOUR PATRONS WANT 
POSTAGE STAMPS 


Thousands of Banks all over the country 
are serving their patrons profitably though 


SCHERMACK 
STAMP STATIONS 


Dignified in design, these precision- 
built Schermack Stamp Stations in 
thousands of banks are fulfilling the 
ever growing demand for stamps by 
patrons and proving to be a necessary 
requirement in modern banking pub- 
lic relations. Investigate! Ask any 
bank that owns one! They will tell 
you a Schermack Stamp Station is 
both a popular and a profitable in- 
vestment. 


Write us regarding our FREE TRIAL plan 


SCHERMACK PRODUCTS CORPORATION 












































\ 1164 W. Baltimore Ave., Dept. Js, Detroit 2, Mich. - 











together with cash. The government 
contended that it was his personal 
check, payable to Commodity Credit 
Corporation, in the amount of $664.20. 
On the other hand the defendant that 
claimed the remittance consisted of 
two or more checks drawn by others 
which he as payee had endorsed in 
blank simply by signing his name as 
endorser. 

While defendant so testified, he 
quite frankly admitted that he had no 


| present recollection of the form of re- 
| mittance and was unable to recall the 








amounts of such checks, their number 
or from whom he had obtained them. 
He based his testimony solely on the 
use of the plural form “checks” in the 
Repayment Record and his recollection 
that he had on occasion similarly en- 
dorsed checks for the payment of 
other obligations. 

The court pointed out that the pre- 
sumption is always that a check is 
received as a conditional payment, and 
until it is paid the debt remains. 
“Here there is nothing inconsistent 
between the Repayment Form and the 
fact of remittance by check and de- 
fendant still bears the burden of 
showing that the check was paid and 
in this the defendant has failed. For 
the evidence is ample and persuasive 
that the check in question was lost and 
never presented.” 

Even if it be assumed that the loss 
of the check and the consequent 
failure to present it was due to the 
negligence of the United States Gov- 
ernment employees and that such neg- 
ligence could not be attributed to the 
defendant, since he has suffered no 
loss of prejudice thereby, the failure 
to present the check was immaterial 
and the debt remained. 

United States v. Johnston, 133 F. 
Supp. 633 (1955). 
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HUMAN RELATIONS 
FOR TELLERS 


CONTINUED FROM PAGE 43 
established, the group is ready for 
practice. The principal visual aid used 
is a series of loop sound films. These 
are specially designed short films that 
can be shown over and over again or 
can be stopped at any point. The pic- 
ture is projected on a daylight screen 
at the head of the conference table. 

First, a teller is shown handling a 
customer in a particular situation, but 
not necessarily to perfection. Only the 
teller is seen, life-size close-up. Both 
the teller and customer are heard. 
After seeing the loop several times, 
the group discusses what took place, 
using the established principles as a 
basis for analysis and conclusion. 
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Get the facts about the 
first Underwriters’ Labora- 
tories’ labeled AFTER-HOUR 
DEPOSITORIES. 
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e Diebold, Incorporated 
903 Mulberry Rd., S. E. © Canton 2, Ohio 
Please send complete details about: 
a After-Hour Depositories. 
24-Hour Tellers. 


NCORPORATEOD Bank 


ri; nL 
VESTIO PROTECTED BY 








N-412-D1 


BANKING HOURS FOR EVERYONE 


Every hour, day and night, Diebold After-Hour Depositories and 

24-Hour Tellers are saving time for busy customers and reducing 

window lines in thousands of bank lobbies. 

Both units are precision-engineered to extend convenient banking service 
and protect deposits against “fishing” and “trapping.” Diebold After-Hour 
commercial depositories were the first to be labeled by 

Underwriters’ Laboratories, Inc. 24-Hour Tellers may be used 
independently for receiving individual envelope deposits .. . 

or in combination with After-Hour Depositories. 

For profitably extending better deposit services and attracting new business, 
investigate Diebold . . . universally recognized for leadership in style, 
design and security of banking equipment. The experience of the 

world’s largest bank-protection-engineering organization is yours, 

without any obligation. Mail the convenient coupon, today! 











903 Mulberry Rd., S. E. individioat eas 
Canton 2, Ohio Street 


City Zone —— State 
MANUFACTURERS OF THE WORLD’S FINEST BANKING EQUIPMENT. 
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With a different loop, the customer 
is brought into the room in the same 
situation as established in the teller 
loop. Only the customer is now seen 
and heard. A few trainees, in turn, 
are encouraged to talk to the customer. 
They actually engage in a conversation 
with the person on the screen. They 
say whatever they consider best, and 
in their own manner. After each 
trainee’s performance, there is a group 
discussion of how well he or she did 
as checked against their guidelines. 
There are no canned phrases, no at- 
tempt to give anyone a new personal- 


BANKS 


cut the cost of 


MAIL - DEPOSITS 
with the 


AECO SYSTEM 







EASIER FOR YOU! 


Pre-Assembled — Pre-Stuffed 

Complete deposit set (deposit slip, 
mailing envelope and return enve- 
lope) come to you prestuffed ready 
for mailing. 

No stuffing — No assembling... 
saves employee’s time...speeds 
handling ... reduces errors. 





ity. Rather each trainee is helped to 
be pleasant in his or her own natural 
way. By active participation and in- 
volvement in the situation the trainees 
are afforded guided practice. The 
repetitive impact of dealing with a 
customer in a lifelike situation, fol- 
lowed by group discussion of each 
trainee’s performance, makes for con- 
trolled experience toward improving 
individual skill and confidence. 

At the end of 40 minutes, the group 
takes a short break. Then they con- 
sider another situation, set up by 

using different esac One point the 
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designs at no 
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EASIER FOR DEPOSITORS! 


The Simplicity of AECO System 
Stimulates Deposits by Mail 

Simplest form available to depos- 
itors today! Comparable with your 
current forms in color and design. 
Easier for depositor to fill in correct- 
ly ...cuts down waste and saves 
you money. 


Write for free AECO SYSTEM samples today! 
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PROPERTY WORTH 


the purpose of 
Marshall and Stevens Appraisals 


Refinancing, loans, fair market value, tax 
accounting, stock issue, capital and 
expense distribution analyses, remaining 
life estimates, property cost ledgers, in- 
corporation applications. 

Our informative brochure, ‘‘What Every 
Property Owner Should Know About 
Appraisals,”’ is an invaluable aid in 
discussing appraisals with clients. 
Write: Marshall and Stevens, 610 So. 
Broadway, 315-E, Los Angeles 14, Calif. 
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leader covers from time to time is 
that while they are considering cus- 
tomers with problems, even the most 
seemingly routine transaction is best 
handled if treated with the same tech- 
niques as those recommended for diffi- 
cult cases. 

Session 3 follows the same pattern 
but with new situations, of course. 


N THE last 2 sessions the tempo is 

faster. The teller on the screen is 
discarded. Multiple loops are used. In 
each, four successive customers, pre- 
senting different problems, come in. 
For example, there is the long-time 
customer who carries a_ substantial 
balance and is outraged because he 
has been service-charged; the young 
man, making a deposit, who says he 
is going abroad on a new assignment 
and who may heed other services; the 
financially unsophisticated housewife 
who feels sure the bank has made 
an awful mistake because it returned 
an N.S.F. check after she had inquired 
and found that she still had a balance; 
a workman who holds a_postdated 
check for his wages, with the drawer 
out of town; the widow with a sub- 
stantial dividend check who obviously 
needs financial advice and perhaps 
trust service. Again, there is a young 
man with a check on which payment 
has been stopped, just as he needs the 
cash to go abroad that very afternoon. 
A soda clerk comes in with $75 to get 
change, carrying a list of coins that 
adds up to $77. A domineering type 
brings his payroll check drawn by his 
employer, but he lacks identification. 
A customer comes in with several 
assorted transactions, each one of 
them fouled-up, and he snarls at each 
| of the teller’s requests to remedy the 
weaknesses in endorsements and the 
like. Finally, a pleasant-looking man 
brings in a deposit slip, check, and 
passbook. Everything is in perfect 
order. So we end on a happy note. 

After this the full-length sound film 
is rerun and discussed again. Expe- 
rience supports our original surmise, 
that the group members get much 
more from it at the end than they got 
five sessions earlier. A marked change 
has taken place in their attitude. They 
have gained a better understanding 
of their own importance. 





HE group leader winds up the ses- 
sion with a few pertinent remarks. 
He assures the outgoing members that 
their officers and supervisors will give 
them full support, and that improve- 
ment of their skill with people will be 
| noted on their job performance ratings 
and will effect salary increases. A brief 
resume is distributed for future 
reference. 
For the sake of continuing value 
om the program, we are careful that 
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Why the American EXxxpress Company uses 
“the desk pen you fill just twice a year” 
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Always ready to write — The Esterbrook “444” never 
runs dry because the spill-proof base holds 40 times more 
ink than any desk fountain pen. ..a six months’ supply. 
And the capillary point fills instantly every time you 
return it to socket . . . writes 500 words at a dip. 


32 points— Only Esterbrook offers a complete choice 
of points for every writing job. Travel and Travelers 
Cheque customers in American Express offices around 
the world use Esterbrook “*444”’ sets—precision-made to 
write easily, neatly, with almost no pressure. 


Esterbrook 


“AA4” j 








Easy point replacement— At American Express 
every ‘‘444”’ set stays in constant working order. If a point 
is damaged, it can be replaced in a second for 60¢.* The 
pen is as good as new again. All in all, the “444” is 
the world’s most economical, nuisance-free desk set. 





Choose the right point for every 
writing job— from Esterbrook’s 32 
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BRONZE or ALUMINUM 


Your bank's nome in tasteful and enduring bronze 
or aluminum is a prestige-building ambassador. Names 
of your personnel on desk plates of impressive metal 


add dignity, too, 

INDIVIDUAL LETTERS 
IN ALL SIZES, METAL OR PLASTIC, 
provide ideal permanent signs for 
both inside and outside your build- 
ing. For finest metal signs, desk 
plates in metal and plastic, and 
display cases at most economical 
prices, write for our newest com- 
plete catalog today! 
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‘ RESUME e 


A program to help employees improve their skill 


in customer relations. 


THE CHASE MANHATTAN BANK 











i WHAT GOOD TELLERS DO 


1. GREET the customer promptly i. 
in a friendly manner 


by the customer 


%. GET it done ~ pleasantly 4. 


5. CLOSE on friendly note 5 


WOW TO GREET a customer 
SPEAK PLEASANTLY 
APPEAR FRIENDLY 
USK CUSTOMER'S NAME IF POSSIBLE 


2. DETERMINE the situation 2. WOW TO DETERMINE the situation 
Listen aceatey 
Give atu YOUR ATTENTION 
STuoY THE TRANSACTION CaREFULLY 
OBSERVE THE CUSTOMER 
Wore OUT BEST WAY TO GET ALK Facts 
CHECK CAREFULLY 
WHAT @ANKING PROBLEM? 
ANY MISSING Facts? 
CusTOmER UNDERSTAND PROGLEM? 
Wheat a@— CUSTOMER'S FEELINGS? 
CUSTOMER NEED OTHER SERVICE? 
oe rae 3. DECIDE what must be done 3. HOW TO DECIDE what must be done 
by the teller Cwoose BEST SOLUTION TO PROBLEM 


Use GooD JUDGMENT 

if NECESSARY ~ CONSIDER TO wHOM CUSTOMER 
SHOULD BE REFERRED 

SELECT POINTS NEFOING FURTHER EXPLANATION 

CONSIDER CUSTOMER'S FEELINGS 


WOW TO GET it done 
EXPLAIN CAREFULLY 
SPFAK CUSTOMER'S LANGUAGE 
MAKE SURE HE UNDERSTANDS 
THE SITUATION 
your atti tuor 
| SPEAK PLEASANTLY 
APPEAR FRIENDLY 
00 YOUR PART PROMPTLY 
BE CUSTOMER-CENTERED 
See #IS View PoENT 
STRESS HIS ADVANTAGE 
ORK IN HIS ENTEREST 


. WOW TO CLOSE on a friendly note 
SPEAK PLEASANTLY 
APPEAR FRIENDLY 
USE CUSTOMER’S NAME 








Folder given to teller trainees for future reference 


the whole subject is not dropped at 
this point. The first follow-up comes 
when the head of the branch or the 
operating officer gives the “graduate” 
a special certificate card showing he 
has completed the conference program 
in customer relations. Thereafter, it 
is up to the management people— 
officer in charge, operating officer, 


( for Greater Usefulness 


THIS CERTIFIES THAT 





A 


|] 


HAS SUCCESSFULLY COMPLETED THE CONFERENCE 
TO IMPROVE CUSTOMER RELATIONS AT 


She Chase Manlattan Bank 
hae — ee 


Certificate for a “graduate” 














chief clerk, and so on—to make the 
friendly approach a way of life, a 
climate for that location. To be truly 
effective, this must be done in their 
day-by-day relations with their tellers. 
Failing this cooperative follow-up, the 
entire program is probably wasted. 
When we had completed this train- 
ing for 34 branches, the program was 
authorized for all tellers. Measure- 
ment of qualitative results that are 
desired in this undertaking is often 
difficult to do objectively. Several ways 
including another survey similar to 
the original or one by professional 
shoppers have been considered. Be- 
cause of the favorable reaction of the 
tellers, we decided, for the time being 
at least, to rely on the subjective 
opinion of our management people 
directly concerned. Each branch head 
makes a quarterly report to branch 
administration on the effectiveness of 


the training and follow-up in his 
branch. The texture of these expe- 
riences is, of course, variable. By and 
large, however, these show a range of 
good results. Tellers are reported do- 
ing a better job. The number of com- 
plaints has fallen off sharply. The 
number of unsolicited compliments has 
increased. 

While over-all results are of general 
interest, naturally each teller is con- 
cerned with the effect of his efforts 
on his own welfare. Periodically, his 
supervisor discusses with him his 
formal performance rating, which is 
tied in with our salary administration 
plan. Stress is laid on the quality of 
his customer relations and its effect 
on consideration for merit increase 
or promotion. 

The next step was a planned pro- 
gram for new tellers. Because they 
need to learn the mechanics of the 
job as well as its human relations side, 
we undertake to provide this also. The 
new teller goes to school for three 
weeks in a special training room de- 
voted entirely to this purpose. There 
is a mock-up lobby with teller equip- 
ment. Here the newcomer is helped to 
acquire the essential knowledge and 
to learn the mechanics of the job in 
the first two weeks. The third week is 
spent in a combination of practicing 
the operations and working on the 
training program for handling cus- 
tomers. 

After completing the three weeks 
of schooling, the trainee is sent for 
two weeks to work in a branch where 
there is a trained coach. The coach 
opens the window each morning, 
charges himself with the cash, then 
turns over the work to the trainee, but 
stays with him all the time to help 
out and avoid frustration. 

Now the newly trained teller is 
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ready for a regular assignment. He 
is assigned to his permanent location, 
and the supervisor there takes over. 
The beginner is placed at a window 
alongside an experienced teller. For- 
merly the training and break-in stages 
of developing a new teller emphasized 
rules and procedures. Nowadays the 
emphasis is on attitude—efficient serv- 
ice with friendliness. 

The supervisor of the new teller 
training school spends half his time 
at the branches where his fledglings 
are working. He tries to help, and also 
he reports on their progress. Almost 
without exception, new tellers receiv- 
ing this development program are do- 
ing a much better job. They are be- 
coming skilled tellers considerably 
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sooner. The reason, of course, is that 
we have substituted guided experience 
for plain experience. 

When it became evident the train- 
ing program to improve our skill in 
customer relations had proved its 
worth, our department responsible for 
correspondent bank relations became 
actively interested. If it worked for 
us, why might it not be equally use- 
ful for some of our correspondents? 
In their desire to broaden our service 
to correspondent banks, members of 
the department asked to what limita- 
tions of size and type of bank would 
it apply, and how might it be adapted 
to the use of a broad spectrum of cor- 
respondents. 

To find answers, we invited some 
correspondent banks to consider using 
the program. A number sent one or 
two officers apiece to us for training as 
group leaders. After two days of in- 
tensive training, they were ready to 
put it on in their own banks. We lent 
them the full length sound film. They 
bought the loops and special equipment 
for use with an ordinary 16mm pro- 
jector. So far, reports of results at- 
tained are equal to or more favorable 
than our own. 

Then, the correspondent bank de- 
partment requested the training staff 
to devise a modification of the pro- 
gram for use by banks that did not 
want to use the loop-film technique. 
This project is now nearing comple- 
tion. It uses the full-length sound film 
along with a specially prepared lead- 
er’s manual, which is designed so that 
any officer or supervisor can put on 
the program. It is not necessary for 
them to come to us for training. Using 
the film, the leader stages a first ses- 


sion essentially the same as the orip- 
inal. Thereafter, instead of depending 
on the loop-film technique, he uses 
the same situations as case problems, 
drawing these from the manual. This 
modified program has not yet reached 
the stage where any results can be 
reported, but we expect it will prove 
effective. The correspondent bank must, 
of course, be equally sure of its follow- 
up and management support to supple- 
ment the group work. Nothing can 
take the place of active day-by-day 
support. 

At any rate, our correspondent 
banks have the choice of either the 
original program, using the loop films, 
or the modified program. 

Our experience with this planned 
training effort has led us to a chal- 
lenging conclusion—so far so good— 
but really we have only scratched the 
surface of a vein of rich ore, the 
development of our people to their full 
potential. We currently are examining 
other possible ways to make use of 
our experience for the benefit of our 
bank and its friends. For example, 
why not consider other means to sus- 
tain and, if possible, enhance the gains 
already made? Why not use this pro- 
gram as a refresher to help those 
tellers who fall a little below top 
grade? Why not adapt it for the other 
customer-contact personnel who were 
omitted when we decided it should be 
confined to commercial and savings 
tellers? Why not develop some new 
material and utilize the same group 
conference technique to enable tellers 
and others to learn more about our 
services and who needs them? This 
should lead to more new business. 

And who doesn’t want it? 





STATE BANKING LAWS 


CONTINUED FROM PAGE 45 
numerous precedents in which na- 
tional banks have been upheld in 
challenging restrictive State action. 

There is the granddaddy of all 
precedents dating from 1819 in the 
McCulloch vs. Maryland case where 
it was first held that what Congress 
did could not be upset by any State. 
It involved the taxing of the Mary- 
land branch of the United States 
Bank and it was in this ruling that 
the phrase about the power to tax be- 
ing the power to destroy originated. 
In 1875 in the case of Farmers Na- 
tional Bank vs. Dearing State, usury 
laws that required forfeiture of loan 
principal as well as interest in usury 
transactions was held unconstitu- 
tional. In 1902, in Eaton vs. Iowa, 
State interference with national banks 
in the application of certain criminal 


laws was ruled out. The question of 
branching by national banks to a de- 
gree allowed State banks stems from 
the McFadden amendment to the na- 
tional bank act; in legislating that 
national banks could do as State banks 
did, Congress was assuming that na- 
tional banks had _ such_ branching 
powers, or was specifically giving the 
power to them as an additional grant. 

Of course anything that restricts 
the power of a national bank stock- 
holder to vote his stock is a challenge 
of Federal law; in fact in a State 
holding company act which says that 
stock in a national bank owned by 4a 
holding company shall not be voted 
(the essence of the power of control 
or ownership) a case might be made 
for the unconstitutionality of such a 
law. It might also be argued that. by 
saying holding companies shall not 
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Burroughs Pre-Audit 


proves accounting instantly 


A posting error has hardly happened 
before you spot it—and correct it—with 
the Burroughs Sensimatic Pre-Audit 
Window Posting Plan! 


It’s a new kind of combination or indi- 
vidual loan and savings accounting, easily 
the biggest time and labor-saving plan 
ever devised. It’s one-time accounting: 
complete figures for control posting and 
general ledger right at the teller’s window. 
There’s no back office duplication of post- 
ing. It eliminates risk of additional mis- 
takes created by rehandling of figures, 
thanks to Sensimatic’s automaticcarriage. 


Pre-Audit assures accuracy of the cus- 
tomer’s passbook before he leaves the 
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window. How? By using the Sensimatic 
to automatically compute and utilize a 
proof figure each time an account is 
posted. This assures that: 


(1) correct ledger sheet has been selected; 
(2) ledger is posted on correct line; (3) 
correct old balance is entered in Sensimatic; 
(4) both ledger and passbook balances agree. 


Double-quick day-end balancing is yours, 
too, with an automatic cash total. And 
there are still more advantages, every 
one a bonus worth immediate investiga- 
tion! Call our nearby branch office for the 
fully illustrated folder on the Burroughs 
Pre-Audit Plan. Burroughs Corporation, 
Detroit 32, Michigan. 


Wherever there’s 
banking 
there’s 





“Burroughs” and “Sensimatic’”’ 
are trademarks, 
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control more than say, 5, 15 or 25 per 
cent of a bank stock, the stockholders 
of such a bank are deprived of a source 
of investment capital that is open to 
other companies. 

The December 28, 1956, ruling of 
the Circuit Court of Cook County, 
Illinois, was a direct challenge of the 
constitutionality of an Illinois law 
barring bank holding companies. It 
was the case of Braeburn Securities 
Corporation of Illinois against Lloyd 
Morey, Auditor of Public Accounts, 
State of Illinois, et al, and the Circuit 
Court judge decided it in favor of 


Braeburn. It is now on appeal to the 
Illinois Supreme Court. Much of the 
argument was concerned with the lack 
of explicitness in the Illinois law’s 
title, something that would not be 
relevant, necessarily, in similar laws 
in other States. 

From the transcript of the case it 
is clear that the Court felt that the 
term “bank holding company” con- 
tained in the act was a mere device 
to amend the Illinois Business Cor- 
porations Act “without following the 
Constitution” by taking from all cor- 
porations their right to exercise 
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powers they already had under that 
act. The court said, in one section of 
its finding: 

“The act in itself does not purport 
to impose its prohibition upon foreign 
corporations not doing business in 
Illinois. The constitutional provision 
which prohibits the curtailing of the 
right of stockholders to vote each 
share is applicable to foreign corpo- 
rations as well as domestic corpora- 
tions. 

“Doesn’t it follow then that if, on 
the stock market of New York, a New 
York corporation buys stock in two 
banks in Illinois, that either it is sub- 
provision which 
prohibits its buying it or, having 
bought it, is deprived of its right to 
vote that stock? In either event would 
it not be a violation of the Constitu- 
tion and a discrimination? Would not 
the act fall if it cannot be equally 
enforced against all stockholders of a 
domestic or foreign corporation?” 


NTI-HOLDING company legisla- 
tion is a political issue in only a 
few states, such as New York, Massa- 
chusetts, New Jersey, Pennsylvania, 
Georgia and a few others where laws 
forbidding them or confining them to 
small fractional ownership of control 
of individual banks have been enacted 
or are pending. Surveys of State bank- 
ing supervisory authorities show that 
in States where there is already liberal 
branch banking authority, particu- 
larly where branching is Statewide, 
the question of holding companies has 
not even come up. However, in many 
States where it has not arisen there is 
some worry on the part of banking 
superintendents that holding com- 
panies may spring up. In Florida, for 
example, where there are many groups 
or chains of banks, there is concern 
over group domination. But there is 
also a feeling that nothing much can 
be done about it. 

One of the definite advantages that 
is apparent in the _ initial 
period of the life of the Federal hold- 
ing company act is that it has aided 
the cause of banks seeking to expand 
by means of cross-county banking 
branches. Faced with the greater 
menace (or so it seems to them) of the 
holding company act, States are less 
reluctant than before to confine metro- 
politan banks into narrow and archaic 
banking districts. More liberal branch- 
ing legislation seems due in several 
States in the next two years and if it 
doesn’t come, the courts may do some 
liberalizing as they have _ recently 
done in allowing cross-county branch- 
ing in Pennsylvania. Failing of aid 
through State laws or the courts, how- 
ever, a challenge of State laws on the 
old and tried issue of supremacy of 
national over State authority seems 
sure to come. 
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AWARD-WINNING 
PROGRAM 


CONTINUED FROM PAGE 48 

Seven times during 1956 we held 
open house. As a result, 153 boys and 
girls visited the bank to study its oper- 
ation. We held a prize contest for es- 
says on what the bank could do to be 
of greater service to farmers. Some 
of the suggestions were genuinely con- 
structive, though one went to the 
length of telling us that making loans 
without interest would be the greatest 
help we could give. 





We conduct a banking clinic in every | 


school in the county in the course of 


each year. During this time, we talk | 


to some 1,500 students about agricul- 


tural finance. We explain types of | 


loans available at banks, types of loans 


available through other private and | 


public loaning agencies, and the func- 
tions and membership of F.D.I.C. Dur- 
ing the clinic we give each student 
a blank check, promissory note, de- 
posit slip, and a bill of sale on crop 
and livestock. The students are taught 
how to fill out each of these papers 
properly, and how to calculate interest. 
We urge that each student keep the 
note and study its printed provisions. 

In our opinion, it is of maximum 


importance to work with all farm . 


youth groups, and to develop such ac- 
tivites of our own. We have sponsored 
—that is, promoted and put up the 
prizes for—contests on cotton and corn 
production, sponsored a fat barrow 
and gilt show and a fat cattle show, 
and an essay contest on the teaching 
of soil and water conservation in 
schools. We serve as advisor to 4-H 
and F.F.A. groups, and help to finance 
their programs. 


URING the past year, we made 316 

loans to finance projects for farm 
boys and girls. This has been a stand- 
ard policy of the bank for many years. 
There have been some spectacular re- 
sults. One youngster, for example, bor- 
rowed from us to finance the purchase 


and feeding of a steer, which he sold | 


and banked the net proceeds in a sav- 
ings account. Next year he borrowed 
for two steers, without touching his 
savings account and then banked the 
sale price. He pyramided his opera- 
tions all the way through high school, 
and when he went away to the state 
university for a course in animal hus- 
bandry he had more than $4,000 on 
deposit from these projects. Obviously, 
he had substantial home assistance 
Wirth feed and other normal expenses. 

‘ther youngsters in the community 
heve built substantial results from 
their start on 4-H or F.F.A. project 
benk loans. Several of the outstand- 
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ingly able, successful young farmers 
of the community—some of them rec- 
ognized leaders in specialized lines— 
thus gained their early experience and 
capital, emerged from school and 
financed themselves with credit from 
our bank until today they have great 
stature. It is a genuine satisfaction to 
us to have helped build such men—but 
also we have derived from them worth- 
while deposit balances, profitable 
loans, and friendship that helps us im- 
measurably. 

Earlier in this article we pointed 
out that our purpose in employing a 
farm specialist was not to put him in 
a separate compartment from the 
banking activities, but rather to incor- 
porate the two together. Our farm 
man makes loans just like any other 
officer, and practically any farm loan 
that is applied for through another 
officer is referred to him. In our judg- 
ment, it is much more effective to have 
a farm department that can take full 
credit responsibility, rather than 
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merely recommending. In this way, 
our farm department is a close, effec- 
tive link that ties the farmer to the 
bank, as well as converting farm good 
will into income on loans. 

Our 1956 record of farm activities 
testifies to this effect. During the year 
we made 28 loans to construct farm 
ponds and 19 loans for deep wells—we 
never have turned down a loan for this 
purpose. We financed 28 farmers in 
the purchase of seed and grain storage 
bins. The list of specific projects could 
be extended indefinitely. We have made 
many different kinds of farm produc- 
tion loans to adult farmers to produce 
food and fiber and carry out good 
farming practices recommended by the 
agricultural extension and soil conser- 
vation services. And, as a matter of 
policy, we never have turned down the 
first loan requested by any worthy 
farm boy or girl for a club project. 
We never have rejected a loan which 
was recommended to us by the tech- 
nical agricultural workers in the coun- 
ty, and we never have had a loss on any 
loan which they thought should be 
made. 


O IMPROVE farm production in 

the county, we have sponsored to- 
bacco, cotton, corn and peanut clinics in 
the past year. These are meetings ar- 
ranged in cooperation with the county 
agent, covering highly specific topics 
at timely moments. For example, when 
tobacco planting time approaches, he 
may wish to bring into our county 
some outstanding experts from the 
state experiment station, to teach our 
farmers the very best techniques de- 
veloped in the light of recent knowl- 
edge. If this can be arranged, we then 
do what we can to promote attendance 
at the meeting, both by talking about 
it and also perhaps devoting space to 
it in our newspaper advertising. Prop- 
erly promoted, a _ well-selected topic 
will turn out perhaps 400 farmers. 
When they go back home, most of them 
will prepare better tobacco seedbeds 
than they were capable of preparing 
before the meeting. 

Similarly, we help in promoting and 
operating farm tours. For instance, 
one of our best local farmers has told 
us he is shooting for a cotton crop of 
two bales to the acre. Such production 
is phenomenal, but he is confident he 
can come close to it. If he does, other 
farmers will be eager to see what he 
accomplished so that in future seasons 
they may do likewise. That cotton 
field will be the natural objective for 
a farm tour if the farmer approaches 
his goal. 

Last year we participated in four 
such tours for tobacco, cotton, corn, 
and peanuts, visiting 14 farms with 
400 farmers attending. We sponsored 
three soil conservation tours, visiting 


18 farms with 114 farmers participat- 
ing. We sponsored three forestry 
tours, visiting five farms with 68 
farmers participating. 

Such projects are generally pre- 
ceded or followed by meetings. Men- 
tion has already been made of the 12 
meetings on row crops, and six on soil 
and water conservation. Properly pro- 
moted, such a meeting on an impor- 
tant subject is bound to have a large 
attendance. We generally manage to 
point out, in the course of the discus- 
sion, that our bank stands ready to 
make loans for more fertilizer, or bet- 
ter seed, or requisite machinery te 
meet standards set up as desirable in 
the course of the session. 

Personal calls on farmers cover the 
entire gamut of farm subjects that 
can help to make a more stable and 
prosperous agriculture for Bulloch 
County. Last year we visited 412 
farmers and talked with them on sub- 
jects pertaining to soil conservation. 
We helped 229 farmers grade and 
market their livestock, making 216 
farm visits in this connection. We at- 
tended 71 livestock auction sales. 
Though egg production is not a major 
activity here, we visited 19 commercial 
egg producers and encouraged them 
to attend at least one state egg-grad- 
ing school. It should he pointed out 
that there is considerable duplication 
in the totals of these statistics. Obvi- 
ously, if we visit a farmer in connec- 
tion with livestock marketing, we also 
discuss with him any soil conservation 
topics that concern his operations— 
and we count both discussions in the 
individual totals. 


HE bank engages in so many activ- 

ities of this type that space forbids 
even attempting to list them. We 
bought a tree planting machine, for 
instance, so that the local forestry 
unit might lend it out free of charge 
to farmers in the county. We attended 
forestry award meetings, soil conser- 
vation award meetings, soil conserva- 
tion district meetings. We sponsored 
two soil conservation exhibits. And so 
on, almost without end. 

There probably is no better way to 
summarize our attitude and our pol- 
icies than to quote from a letter that 
the county agent wrote late last year 
in recommending an award to our 
bank for its agricultural activities. He 
wrote: 

“The Sea Island Bank fully appre- 
ciates that this is an agricultural town 
and county, and has geared its entire 
program of work to that end. There 
is never a request to the bank for as- 
sistance for agriculture or farm peo- 
ple turned down for anything we have 
ever gone to them for. We know, to 
start with, the Sea Island Bank will 
go along with anything that is for 
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helping the agricultural activities in 
he community, if it is a program that 
vill improve the standard of living for 
these people.” 
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BANK EXAMINER 
SHORTAGE 


CONTINUED FROM PAGE 50 

ated. College men who qualify as 
trainees will spend twelve months at 
specified banks around the state, dur- 
ing which they will be taught the 
various facets of banking and finance 
that will apply to their future jobs. 
Having satisfactorily passed this phase 
of their studies, they will then spend 
twelve months more as apprentice 
examiners—actually coming to under- 
stand the tasks involved by working 
alongside of selected veterans. 

“We feel that we must make every 
effort to win new prospects to careers 
as bank examiners,” an aide to Super- 
intendent Mooney explained, a short 
time ago. “This program, in our esti- 
mation, is an important step in the 
right direction. 

“Once we have achieved the first 
purpose of our campaign and the 
shortage of personnel is relieved, we 
fully intend to launch a second drive 
—this time, in the direction of salary 
increases that will make employment 
in this field financially rewarding as 
well as intellectually stimulating.” 

Then he concluded, perhaps best 
summing up the prevailing opinion 
among state banking authorities 
around the United States. “The time 
for talk is past. Further inactivity will 
only serve to make the situation more 
acute. Decisions must be made and 
action taken now. Otherwise, you can 
be certain that the current bank ex- 
aminer crisis will eventually reach 
such proportions that it will threaten 
to paralyze bank supervisory activities 
everywhere and will make a mockery 
of the safeguards we have so pains- 
takingly erected over the years to 
ensure the health of the nation’s banks 
and the security of the depositor’s 
dollars.” 

The problem is by no means con- 
fined to the state level. As a spokes- 
man for the National Association of 
Supervisors of State Banks, Mr. 
Mooney explored the same question 
of examiner recruitment in consulta- 
tions with Federal bank supervisory 
officials in Washington, and came up 
with findings closely parallel to his 
oWn experience and that of other state 
bank supervisors. 

(omptroller of the Currency Ray M. 
Gicney has recounted his troubles in 
meintaining a staff of a hoped-for 
1,010 members of his field examination 
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organization. The Comptroller has 
problems at both ends of the line — 
difficulty in obtaining suitable men to 
begin as assistant examiners, and 
questions posed when some of his 
better-trained examiners are offered 
positions in national banks. As he 
explains it, a promising young man 
qualified to become an assistant ex- 
aminer may shy away if the prospect 
is for a dead-end career — this is, 
some rule or law that would prevent 
him from accepting a self-advancing 
opportunity in private banking. 

To meet this double-barreled prob- 
lem, the Comptroller has taken steps 
to encourage the enlistment of recruits 
by obtaining exemptions from rigid 
Civil Service employment rules, and 
has worked out a form of agreement 
with his examiners on the basis that 
they will not accept other employment 
without his approval, as a sort of 
testimonial that upon being cleared for 
a bank officership the resigning ex- 
aminer is not subject to criticism 
involving conflict-of-interest. 
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The Comptrolier’s negotiations with 
the Civil Service Commission have 
been going on for some years, result- 
ing in a series of agreements per- 
mitting the recruitment of assistant 
national bank examiners under non- 
competitive Schedule B_ procedures, 
resulting in much more expeditious 
action than under Schedule A. The 
latter required a considerable waiting 
time, and often resulted in hardship to 
the applicant who went off to 
another job, leaving the Comptroller 
minus a prospect. 

As to the employment of examiners 
by banks, the Comptroller has de- 
fended his conflict-of-interest arrange- 
ments on the basis that so long as they 
clearly outlined their intentions to his 
satisfaction, he would approve the 
transfer. He expressed pride in the 
number of former national bank ex- 
aminers who now hold positions of 
great responsibility in the private 
banking system — “including the head 
of the largest bank in the nation.” 


OR the Federal Reserve Board, 

- Governor J. L. Robertson placed 
chief emphasis on the efficacy of edu- 
cation. As the Board Member desig- 
nated to keep a close eye on the prob- 
lems of examination, he relies in the 
dedication-to-duty of bank examiners 
—‘“chosen men who are devoting their 
lives to a very difficult job which is 
not calculated to prepare them for 
success in a popularity contest; men 
who for the most part are on the 
criticizing end of the line and who live 
out of a suitcase most of the time.” 

To young men qualified for bank 
examination work, Gov. Robertson 
offers two stages of development: (1) 
After showing their worth, they can 
win a diversity of responsibilities on 
an increasing scale, including the 
further educational ripening that will 
lead to sufficient mastery of banking, 
enabling them to meet officers of all 
departments on even terms; (2) upon 
reaching this mastery, the developing 
examiner can look forward to a senior 
position on the examining force, or 
alternately he can regard his know- 
ledge of the over-all banking business 
as an asset which he can offer to a 
board of directors. 

This reliance that Gov. Robertson 
places on education is like that of a 
modern college president who encour- 
ages his senior professors to take on 
consultantshins end to take responsible 
positions in business and Government. 
He believes that forward progression 
on an examining force is essential, 
and that educational effort to assist 
capable men to push ahead is a service 
to the entire banking system. Top 
talent is thus brought out. Thus the 
road is opened to young men, who may 
recognize that the career of bank 





examination, despite slow beginnings, 
offers a vista of opportunity—if only 
the young man duly applies himse!f 
to achieve its horizons. 

“That situation will continue,” Gov. 
Robertson says, “and perhaps be ac- 
centuated as our training programs 
become better, but it should not dis- 
courage us in our improvement efforts, 
for when a sound examiner goes into a 
bank, sound banking principles go 
with him, and hence bank management 
as a whole is strengthened.” 


HE Federal Deposit Insurance 

Corporation reports 57 vacancies in 
the authorized field examination staff, 
out of a total authorization of 829, 
near:y eaual to the force engaged by 
the Comptroller of the Currency at the 
end of 1956. The F.D.I.C. has had t 
meet a 17 per cent turnover during 
1956. Its recruitment problems are no 
less acute than those of the Comptrol- 
ler, the Federal Reserve or the State 
supervisory systems. 

“Tt is not easy to find qualified men 
as candidates for the position of 
trainee bank examiner,” states H. E. 
Cook, F.D.I1.C. chairman. “It is even 
more difficult, under current regula- 
tions, to recruit those who meet the 
specifications. The most difficult part 
of maintaining an adequate force is, 
perhaps, the lure of greener pastures 
in banks which discover the merits of 
those who are assigned to assess the 
practices of their operating staffs. 

“The bank examiner has to be a 
person of more than average capa- 
bility, and he has to travel extensive- 
ly,” Mr. Cook adds. “It is small wonder 
that recruits, after a few years, want 
to settle down, and it is lesser wonder 
that the banks snap them up. There 
could be no better crop. 

“Encourage graduates in the fields 
of finance and accounting to ask the 
Corporation about the opportunities 
in the Division of Examination,” the 
F.D.I.C. chairman urges. “We shall 
be happy to start them on a worth- 
while career.” 


LL three Federal bank supervisory 

agencies have based their ex- 
aminer-development programs on the 
same basic principles: (1) Attraction 
of qualified young men, mainly on a 
sort of ministerial devotion to a career 
in learning and applying the laws and 
princip!es of banking in the inspection 
of banks; and (2) providing to these 
young men the opportunity to develop 
their knowledge of the _ banking 
business by sending them to schools. 
such as the Intra-Agency School con 
ducted by the Federal Reserve Boarc 
in cooperation with the other Fede! 
agencies and the State Superviso’s 
and the special banking courses offered 
by cooperating universities. 
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the exciting design in 
office furniture 
is being done with wood 


Today’s designs in warm, friendly, quiet wood have cap- 
tivated businessmen who want their offices as “livable” 

their homes. Wood’s talent for looking at home in any 
color arrangement goes hand in hand with the functional 


. ability of the new wood designs. Wood gives full expression 


W 


to your individuality, so much so that whatever furniture 
meets your needs, you can find it—in stock, and at stock 


prices. When furnishing private or general offices . . .' 


whether replacing old desks and chairs or equipping new 
space ... let your office furniture dealer demonstrate why 
it’s “better business to do it with wood.” 





BETTER OFFICES FOR BETTER BUSINESS B WITH FRIENDLY WOOD 


OOD OFFICE FURNITURE INSTITUTE 
730 11th STREET, N.W. WASHINGTON 5, D.C. 


In the interest of better use of 
wood office furniture the 
following member companies 
have contributed to the 
preparation of this message: 


Alma Desk Company, 
High Point, N.C. 


Boling Chair Company, 
Siler City, N.C. 


Gregson a. ema 
Liberty, N. 


Hoosier Desk Company, 
Jasper, Inc 


Imperial Desk Company, 
Evansville, Ind. 


Indiana Chair Company, 
Jasper, Ind. 


Indiana Desk Company, 
Jasper, Ind 


Jasper Chair Company, 
Jasper, Ind 


Jasper Desk Company, 
Jasper, Ind. 


Jasper Office Furniture 
‘ompany, 
Jasper, Ind. 


Jasper Seating Company, 
Jasper, In 


The Leopold Company, 
Burlington, Iowa 


The B. L. Marble 
Chair Company, 
Bedford, Ohio 


Myrtle Desk Company, 
High Point, N.C. 


Nucraft Furniture Company, 
Grand Rapids, Mich. 


The Taylor Chair Company, 
Bedford, Ohio 


Thomas Furniture Company, 
High Point, N.C. 


Associate Members: 


Art Woodwork, Ltd., 
Montreal, Quebec 


Biltrite Furniture Mfg. Inc., 
Terrebonne, Quebec 


Canadian Office Furn. 
& School Furn., Ltd., 
(Preston Furn. Co., 
Preston, Ontario 


Henderson Furniture, Ltd., 
St. Lambert, Quebec 


Standard Desk Mfgrs., Ltd., 
Montreal, Quebec 











SO years of banking... 
helping other banks 

and communities prosper. 
Providing in the Southwest 

@ secure depository for bank funds... 
financial aid... 

seasoned business counsel. 


Since that May morning in 1907 
our continuous progress and growth 
have come from the loyalty 

of our bank customers. 

We rededicate ourselves 

to those banks who, along with us, 


are helping to build. 


the great Southwest. 


RESOURCES OVER 375 MILLION DOLLARS © MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





1957 — The beautiful Bank 
of the Southwest Building, 
Houston’s largest skyscraper, 


Bank of the 
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